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Dealers Heartened 
_ By Public Response; 
’ Stickers Aid Profits 


By Robert M. Lienert 


Associate Editor 


NXIETY and frustration over 
the new-model selling season 
just about disappeared at most 

“the nation’s new-car dealerships. 

Resumption of production at 

auto plants, following adjustment 
@f labor difficulties, leaves most 
dealers confident that haulaways 
will once again be unloading new 
gars at their showrooms within 
two weeks — give or take a few | stacks of the Ford plant in Dearborn are 





| resurgence. The months-long lull of reduced production and lengthy idbor negotiatjéns | 

EBven those dealers who have had | has come swiftly to an end. With the agreement on a three-year labor contract/ and | 
@ better supply—notably Ford and | the introduction of 1959 models, Ford plants have resumed full-scale productign, in- 
Rambler —are looking forward to/| volving overtime schedules and the recall of thousands of workers., Heavy 
feceiving more cars as production|°f orders for 1959 models have brought,renewed optimism to an industry only 
recently bogged down in shutdowns through\ changeovers, strikes and shostages. 


limes pick up speed. 
* > > 


IVEN the cars, dealers say, they 
may well uncover the best mar- 
Het they've had since the banner} 

of 1955. 

All indications so far point 
Precisely in that direction, The | 
Gritical shortage of new cars has 
‘Been the only formidable sales | 

© thus far experienced on 
Eding to Seid reports. THE list of questions like | 


| Public acceptance of the new cars| I 0 . : >” es cad 
been outstanding, dealers say— | cane high i a pasate 
some cases, }on first?” can a s teaser 


surprisingly so. | a 
written are showing a good | from the automotive industry: | 
Price stickers have tended 


By John K. Teahen Jr. 
Staff Writer 


“What is a medium-priced car?” 
solve many of the problems here- ee ple. et ty 
i ~ gle peice eens Re qd) sidered a “med ium” make except 
ng. ere simply has en | : ; | 
problem with credit. | ee eee pee | 
| A resumption of “normal” supply | - 
Should break the last bottleneck at | Ford Loss Hits 
the dealer level. | er ‘ 
. > > 
OME industry observers nag| PoO~d Million in 
been reluctant to assess the out-| © 
look on the early burst of Sine | . hird Quarter 
which featured introductions of the y 
; E ARBORN.—Ford Motor Co. 
— 58 models. = —_ a) showed a loss of $28.7 million in 
show were St — vines a, . the third quarter as unit sales fell | 
wes ampeses Wae evel-\to less than half of the total for 
Oped with the introduction of the the like quarter of last year 
‘» Chevrolet and '59 Ford. | The third-quarter deficit ‘left 
Wildfire eee the _ | the company with an operating 
pahes, ta. Red chee | loss of $25.3 million for the first | 
ee ~ ~% > pene nine months of this year. The 


company had a profit of $58.5 
million in the third quarter of 
last year and earned $229.5 mil- 
lion in the first nine months of 
1957. 

Ford showed a gain of $9.1 mil- 
lion on its sales of its 15.2 percent 
interest in Simca to Chrysler. When 
this gain is added to the operating 
statement, Ford’s loss in the third 
quarter is cut to $21.6 million and 
the nine-month deficit is reduced to 
$16.2 million. 

The company reported earnings 
of $22.7 million in the first quarter 
of this year and a loss of $17.3 mil- 
lion in the second quarter. 

* * oo 


‘A Ford dealer said, “We had 
@ightly more than 10,000 people in 


(Continued on Page 4, Col. 4) 
Top Cars 
New-car registrations for eight 
Months, plus 11 states for Sep- 


1957 
Pos. 


Make 
Chev. 981,492— 2 
Ford  1,030,349— 1 
Plym. 432,260— 3 
Olds. 258,395— 5 
Buick 280,912— 4 
Pontiac 225,276— 6 
Rambler 72,689—12 
Mercury 192,074— 7 
Dodge 184,631— 8 
Cadillac 96,744— 9 

74,783—10 

713,952—11 

43,908—13 


25,187—14 
23,812—15 
71,815—16 
Packard 4,189—17 
222,824 Misc. 119,110 


OLLAR sales in the first nine 


months totalled $2,682.9 million, 
(Continued on Page 49, Col. 4) 


$20 Million Added 
To Chrysler Loss 


PRAT. — Operations of Chry- 
sler Corp. and its subsidiaries 
in the first nine moriths of 1958 re= 
sulted in a net loss of $45.2 million 
on sales of $1,486 million, President 
L. L. Colbert said Thursday. 
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Frit trrrrrrr rr 


Imperial 
Met. 
2,101 
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|Ford Resumes Full-Scale Production— 
A driveaway lot filled with 1959 Ford models and clouds billowing from the smok 


Medium-Priced\Um bre la 
‘Continues to Expand 


| agree that the top V-8s in the Ford, 
| Chevrolet and Plymouth lines def- 
| initely have moved out.of the low- 


| V-8 four-door sedan costs more 
| than a Pontiac Catalina four-door. 


| wants to survey the entire field 
before he buys 
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ENGINEERING SECTION 
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Increased Production 


Due Next Two Months; 


GM Gains 


n L. Whitmyer 
Staff Writer 

OLLOWING the third lowest 
ly output of the year in 
( car manufacturers are 
looking ahead to stepped-up opera- 
tions/in November and December. 
an effort to overcome the 
t month’s strike losses, No- 
mber car assembly has been 
ised to 550,000 units—a 10 per- 
cent boost from the original fore- 
cast of 500,000 cars for the month. 
A 20 percent boost in December 
schedules also will boost that 
month’s output from 500,000 to 
600,000 assemblies, industry sup- 

pliers report. 
Although Ford division and 
American Motors are working 


indicators of the auto industry's autugin | 


idvance 


— a a 


joutput has begun to pick up at 
Chrysler Corp. and Studebaker- 
Packard, localized strikes at Gen- 
eral Motors and slow buildups in 
| assemblies at Mercury and Lincoln 
will almost assuredly hold car out- 
|put below the 300,000 level this 
| month. 
| August saw 180,313 cars built and 
September, 132,017. 
> > 





” 

It's a different story today. No 
one has yet consigned Cadillac, 
Lincoln or Imperial to the medium- 
priced field, but price analysts 


| tain its goals for the last two 
months of the year depends upon 
|the rapidity with which GM can 
| return to full-scale production and 
how the glass strike fares at 
priced category. 

For example, a Chevrolet Impala 


Inside 
Auto News 


Lark priced. Page 4. 


Why the nod for “protected 
territories?” Page 2. 


The medium-priced devotee who 


is faced with. a 
staggering task. He'll find that this 
price class includes (12 makes, 
nearly 40 series and more than 150 
models (including wagons and 
limited-production sport unit). 
* . * 

F HE narrows his search to four- 

door sedans and four-door hard- 
tops, the job is a bit easier but 
he'll still have to check 54 models. 

By comparison, there are but 
(Continued on Page, Col, 1) 


Safety investigator spurns 
car makers. Page 18. 


Dealer Forum hears the 
import story. Page 3. 


Variety in '59 suspensions. 
Page 22. 


GM's Motorama Draws 226,000— 


heavy overtime schedules and car} 


ETHER the industry can at-| 


Momentum 


Libbey-Owens-Ford and Pittsburgh 
Pate Glass. 

As of press time Thursday, GM 
had settled localized strike issues 
at 104 of 124 bargaining UAW 
units covering 243,574 of an esti- 
mated 275,000 hourly wage em- 
ployes, but in many areas assem- 
bly of cars was curtailed by 
continued strike conditions at the 
Fisher Body plants that supply 
the assembly units. 

In Detroit, for instance, Cadillac 
settled its dispute with the union 
in the early part of the week, but 

| was unable to resume assembly op- 
|erations due to the Fisher Body 
strike at the Fleetwood plant in 
Detroit. Likewise, Pontiac output 
was curtailed at its home plant due 
(Continued on Page 49, Col, 3) 


Jobbers Assail 
“Grab’ by Makers 


| Protection Demanded 


Under Trust Laws 


‘ALVESTON, Tex. — Demanding 
tighter enforcement of anti- 
trust laws, Automotive Wholesalers 
of Texas has condemned “unfair 
practices” by certain manufactur- 
ers, oil and rubber firms “in trying 
to monopolize the car dealer and 
service station markets.” 


James W. Cassedy, general 

counsel for the Motor & Equip- 
| ment Wholesalers Assn. told 
AWOT’s 25th annual convention 
that the economic power of auto 
manufacturers is rapidly turning 
50,000 car dealers and 250,000 
service stations into competitors 
instead of customers in the re- 
placement market. 

“This competition would be rough 
and very difficult to meet even on 
a fair and legal basis,” Cassedy 
said. 


“But when we consider the un- 
fair and illegal acts, practices and 
methods of competition, particu- 
larly price fixing, price discrimin- 
ation and exclusive dealing ... we 
begin to wonder what has happened 
to our American economic system 
of free competitive enterprise.” 


pea ARP that present anti- 
trust laws are inadequate to 
protect wholesalers against mon- 
opoly practices, Cassedy recom- 
mended extending the Car Dealers’ 
Act of 1956 to cover service sta- 
tions, and amending it to prohibit 
price discrimination and to provide 
a $5,000-per-day penalty for viola- 
tion of enforcement orders by the 
Federal Trade Commission. 

As an alternative, Cassedy ree- 
ommended establishment of a 
National Distribution Relations 
Board “with authority to settle 
disputes between wholesale or 
retail distributors on the one 
hand, and capital, labor or any 
other economic group on the 
other,” so that distributors could 
bargain collectively with such 
groups. 

The wholesalers commended 
other unnamed manufacturers for 





The General Motors Motorama for 1959 closed a seven-day stand at the Waldorf- 
Astoria Hotel in New York last Wednesday (Oct. 22). The Broadway-musical type of 
show, featuring GM's new automobiles and other products, attracted. 225,981 visitors. 
This picture, taken during one of the public performances, shows a 1959 Chevrolet 
coming into view on stage via a special lift. Motorama will appear in Boston Nov. 8-16. 


revising their policies “to enable 
their independent automotive 
wholesale distributors to com 
profitably with any and all er 
(Continued on Page 46, Col, 3) 


In the comparable 1957 period, 
Chrysler Corp. earned $103.6 mil- 
lion on sales of $2,745 million. 


Indicated loss for the third quar- 
(Continued on Page 48, Col, 4) 


Total All Makes 
3,164,526 4,128,549 
Further details on Page 40. 
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Bank Debits Up in Most Regions ee 


FRB Business Pattern Brighter 


By Kenneth C. Kelley Jr. 
Staff Writer 


ine nape the wide range of 
business climate in the U. S., 
several regions have moved strongly 
out of the recession while others 
are just now beginning to see the 
first signs of the upturn, informa- 
tion supplied by the Federal Re- 
serve System shows. 

The FRS reported that bank 
debits in all its 12 districts were 
higher in September than they 
were a year earlier. Bank debits 
show the amount of money being 
spent by check and are considered 
@ good measure of total business 
in an area. 

While debits were up in all dis- 
tricts in September, figures for 
July, August and September, com- 
pared with the like period of last 
year, present a somewhat different 
picture. 

For the three-mont h period, 
debits shot up in the New York 
district, chiefly reflecting a boom- 
ing stock market which moved out 
of the recession ahead of business 
generally. 

> > > 
TWO other districts—the Far 

West and the Upper Midwest— 
July-August-September debits were 
well ahead of year-earlier totals. 

In the rest of the nation with 
the exception of a large section of 
the Midwest, the business pace 
was moving upward in the three- 
month period. 

However, in that large section of 
the heart of the nation served by 
the Federal Reserve banks of 
Cleveland, Chicago and St. Louis, 
the business pace was still trailing 
1957 as fall began. 

The regional Federal Reserve 
banks have offered these other 
comments on business conditions in 
their areas. 


New England 


Boston Federal Reserve 

Bank reports a summer upswing 

in nonfarm employment in manu- 
facturing and nonmanufacturing 
lines. It was the first gain in man- 
os employment since last 


The bank went on to say that 
“unemployment has passed its 
seasonal peak” and that a grad- 
ual reduction in the number with- 
out jobs could be expected “over 
the next several months.” 

New England department store 
sales are running ahead of the 1957 
pace. The volume of construction 
projects being put under contract 
showed a 4-percent gain while 


Indiana Unit Asks 
License Law for 


Dealers, Salesmen 


INDIANAPOLIS.—The 1959 ses- 
sion of the Indiana Legislature will 
be asked to pass a law requiring 
that automobile dealers and sales- 
men be licensed. 

The bill, proposed by the Indiana 
Independent Automobile Dealers 
Assn., would set up fines of $25 
to $500 for first violations of the 
act. Subsequent violations could 
bring fines up to $2,500 and jail 
sentences of 30 days to six months. 

The law would be administered 
by the commissioner of the Bureau 
of Motor Vehicles. Purpose of the 
proposed law is to put car dealers 
in the same category as real estate 
dealers, said William V. Hollings- 
worth, association president. 

The license act would eliminate 
the fly-by-night dealer who sells 
automobiles as a sideline without 
establishing or maintaining a place 
of business, he said. It also would 
keep service station operators, most 
unequipped with even the basic 
dealer’s license plates, from display- 
ing and selling a car or two on the 


The proposed license fees are $25 
a year for dealers and $5 or $10 for 
salesmen. 

“The law,” said Hollingsworth, 
“would be designed to prevent a 
salesman from making irrespon- 
sible representations to the public 
or from changing his place of em- 
ployment from one dealer to an- 
other without settling accounts 
with his original employer.” 


business failures were down 2 per- 
cent. 

Showing year-to-year losses were 
bank loans to businesses and the 
number of business firms incorpo- 
rated. 


New York 


Federal Reserve Bank of | 


New York reported that the 
work force of manufacturers in the 
Second District increased by 15 per- 
cent between 1947 and 1956 while 
the value added by the manufac- 
turing plants increased by 65 per- 
cent. 


The bank noted that these in- 
creases were below the nationwide 
percentages, an indication of the 
high level of the industrial com- 
plex in the New York area at the 
end of World War II. 


Philadelphia 


noe industry in the Philadel- 
phia area has been one of the 
big losers during the recession, sta- 
tistics from the Federal Reserve 
Bank there show. 

Most recent figures show manu- 
facturing output and construc- 
tion contracts off 10 percent from 
last year’s totals while coal min- 





Sticker Called Victory 


For Buyer and Dealer 


OAKLAND, Calif.—“It’s a great 
victory for all of us,” said the 
Oakland Zone Chevrolet Dealers’ 
Assn. in an ad announcing that 
the Federal price-sticker law had 
become effective Oct. 16. 

It’s a buyer’s victory because 
he now will know the exact sug- 
gested list price and be free of 
“hidden” charges to cover tradein 
“overallowances,” the ad said. 
It’s a dealer victory because re- 
sponsible dealers no longer will 
embarrassed by the sharp prac- 
tices of a few, the association 
added. 





ing was a full 29 percent below 
the 1957 pace. 

Department store sales in the 
| area are not nearly so far off last 
| year’s pace while bank deposits and 
bank loans to business are ahead of 
the year-ago figures. 

Richmond 
“A BUMPER harvest is in sight” 
for farmers of the Fifth Fed- 
eral Reserve District, according to 
the Richmond FRB. 

Despite acreage cuts, the tobacco 
harvest is up due to a “nearly ideal 
growing season and generally fav- 
orable harvesting conditions.” While 
cotton and peanut harvests are 
down, the yield of most other crops 
will be higher in 1958, the bank 
said. 

The result: “Cash farm income 
this year will be considerably 
higher than the reduced 1957 in- 
come.” 

Employment in every state in the 
district has shown gains but the 
outlook for the textile industry re- 
mains cloudy. 

Atlanta 


Naan employment in the 
Southeast, which fell less than 
4 percent during the recession, has 
been steady to higher since May. 

Both farm income and factory 
payrolls are increasing, according 
to the Atianta FRB. 

Cleveland 
Cleveland FRB found little 
to rejoice about in its review 
of the first three quarters of 1958 
which was released in early Oc- 
tober. 

Since then the weekly reports 
have taken on an optimistic 
tone. “The Cleveland business 
scene continued te brighten con- 
siderably according to the latest 
reports,” said the most recent re- 
view. 

The steel mills in the area are 
operating at 80 percent of capacity 
(Continued on Page 46, Col. 2) 














Ford's ‘59 Thunderbird Bows— 
The 1959 Ford Thunderbird, featuring a restyled grille with horizontal bars and 





bright metal spears on the side panel projectiles, retains the same basic lines of the 
1958 model. The horizontal theme is repeated in the taillight recessed area. Thunder- 
bird models include the hardtop and soft-top convertible. Prices range from $3,696 
for the hardtop to $3,979 for the convertible. 





Protected-Territory Plan 
Backed by Precedent 


By Maynard M. Gordon 
News Editor 

fm protected-territory plan of 

providing dealer security has 
won the support of NADA leaders 
and factory officials simply because 
it is rooted in precedent and is 
easier to administer than any other 
security proposal. 

Under the protected-territory 
plan, a dealer is assigned a clearly- 
defined geographical area or “zone 
of influence.” Multiple dealers 
within a large city would be con- 
fined to the limits of the metropoli- 
tan area. 

If a dealer cross-sells, or sells 
a car outside his assigned area, 
he pays a penalty to the dealer 
whose zone he has invaded. A 








Teamsters Peril New-Car Deliveries in East 


By Frank Gawronski 
Staff Writer 
HE Teamsters Union is threat- 
ening a strike which would halt 
delivery of the Big Three’s 1959 
automobiles to dealers in 15 East- 
ern states. 

According to James R. Hoffa, 
Teamsters president, the walkout 
would involve some 3,600 drivers 

of trucks which haul 

cars from the north- 

eastern assembly 

plants of General 

Motors Corp., Ford 

Motor Co. and Chrys- 
ler Corp. 

Hoffa said that the crisis in ne- 
gotiations is expected tomorrow 
and Wednesday (Oct. 28-29) in 
Washington, where negotiations 
will be resumed on his request. 

Joseph Treratola, secretary- 
treasurer, Eastern Conference of 
Teamsters, said he is “very hope- 
ful of reaching an agreement 
before a strike results.” However, 
other Teamsters officials at the 
group’s meeting in Atlantic City 
said a “strike is a definite possi- 

ww 


According to Treratola, premium 
pay, company dispatch systems, 
seniority and retroactive wages are 
the issues involved. A three-year 
contract between the union and the 
six hauling firms expired last May 
31 and negotiations have been in 
progress ever since. 

The 15 states involved are the 
six New England States, New York, 
New Jersey, Pennsylvania, Mary- 
land, Delaware, West Virginia, Vir- 
ginia, North and South Carolina 
and Washington. 

Such a walkout would add to 
the harassment suffered by the 
Big Three auto makers through 

m strikes by the United 

Auto Workers. Some of the UAW 

strikes are still continuing. 

As Automotive News went to 
press last week, 104 of 124 UAW 
bargaining units at GM had 
on local issues. A total of 243,574 
out of the company’s 275,000 UAW 
workers had voted to return to 
work. 

Auto production, however, was 
crippled by work stoppages at 20 


remaining bargaining units. Only 
seven of 22 GM assembly plants 
were turning out 1959 cars last 
week. 

Production operations were re- 
ported normal at both Ford and 


Chrysler. 


> > > 


AMC Signs Contract 


EANWHILE, American Motors 

became the fourth auto maker 

to settle with the UAW on a new 
| three-year labor contract. 

The only auto company still 

without a contract with the UAW 

is Studebaker-Packard Corp., and 


@ company spokesman reported 
progress toward a settlement. The 
old S-P contract expired Sept. 1. 
Following a 30-day extension, the 
| contract was extended on a day- 
to-day basis. 
Contract terms of the AMC-UAW 
are virtually identical to those in 
recent national agreements between 
the union and Big Three. It was 
significant only in that the company 
did not win any noticeable conces- 
| sions from the pattern set by the 
| other auto makers. 
In 1955, AMC’s agreement allowed 
| postponement of supplemental un- 
' (Continued on Page 46, Col. 2) 


Business Barometer 


Automotive News Economic Index — 


104.2 Percent of 
95.3 Percent of 


Truck Registrations—Year to date. 
Steel Production—tTons 


Soft Coal Output—tons 


Oil Refinery Output—torreis .... 
Electric —Kilowatt Hours ... 
Barometer Cer Loadings 


U.S. Government Spending 
—fiscal year to date 


Last Week 


Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 


129.9 
119.6 


45,245 
14,190 
3,164,526 
482,709 
2,003,000 
237,001,000 
314,445 
8,520,000 
48,803,000 
12,048,Q00,000 
383,066 

147 

378.9 


103.6 
93.4 


$28,322,645,000 


Commercial and Industrial Loans $29,864,000,000 


$28,243,000,000 


Business Failures 


Commo: 
Stocks 


n 
Oct. 22 Oct. 15 1958 Range 


28% 23 29%-8 
. 55% 55Y_, 59-44 
46% 48%-37% 
48% 50%-33% 


98.0 
106.3 


$916 
288 


Common 


Stocks Oct. 22 Oct. 15 1958 Range 


38% 39%-27 
14% 15%- 7% 
28% 31%-21% 
6 66 
52% 55 -40% 


*Kaiser Industries, parent firm of Willys Motors, 
(Oct. 27, 1958) 








suburban dealer cross-selling into 
@ multiple-dealer city will pay 
the penalty to a fund set up by 
the city dealer line group. 

The factory is charged with the 
responsibility of policing the pay- 
ments. But a “protected territories” 
plan frees the manufacturer of the 
chore of handling money. 

. > = 

Neaase previous idea, “calling for 

areas of sales and service re- 
sponsibility,” differed from the 
protected-territory concept in that 
the factories would have paid 
bonuses to dealers for staying 
within their sales zones. 

The Big Three, particularly Gen- 
eral Motors, recoiled from the ad- 
ministration problems posed by the 
bonus arrangement. A cos t-con- 
scious period has begun in view of 
the recession and the smal] 1958 
labor gains, and anything that 
could raise the expenses of car 
production and distribution is in 
for a rough time around Detroit. 

A dealer penalty payment, on 
the other hand, should add negli- 
gibly to car distribution costs. 
This is the same method used in 
auto territory-security programs 
prior to 1948, when the Depart- 
ment of Justice toppled all such 
plans by an advisory ruling as to 
their illegality. 

Although this ruling never has 
been exposed to a test in court, the 
Department has reiterated the 
same opinion through both the 
Democratic and Republican admin- 
istrations. 

= > > 

HERE is no doubt that the 

Justice Department will remain 
a major obstacle to passage of any 
legislation designed to permit res- 

(Continued on Page 46, Col. 4) 


Motorama Opens 
In Boston Nov. 8; 
N. Y. Turnout Big 


BOSTON. — The GM Motorama 
will open a one-week stay in Com- 
monwealth Armory Nov. 8. 


The show, revived this month 
after a two-year lapse, opened in 
New York Oct. 17 and drew 225,981 
visitors. 

A press reception and special 
preview Nov. 7 will mark the open- 
ing here. A breakfast for civic and 
business leaders will be held in 
Hotel Statler Hilton the morning 
of Nov. 7. 

GM officials here said the Boston 
show would be much larger than 
that staged in New York’s Hotel 
Waldorf-Astoria. 

GM customer research teams 
mingling with the Motorama 
crowds in New York reported the 
visitors were mostly enthusiastic 
with the firm’s 1959 models. 

They said a quick canvass indi- 
cated only one of 10 offered any 
criticism, The ever-increasing 
length was the major complaint, 
they added. 

Visitors were given a price list 
of all GM lines. 
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Dealer Forum 


by Robert M. Finlay 


Detroit’s problem. “If they offered 


¥ hustling import car business 
me a million dollars a minute, I 


is riding a solid trend, accord- 
ing to a group of 75 Renault deal- 
ers, some of them pioneers in the 
import car business and all of them LO Pe, 
evangelists of the small car. Can They Build Small Car? 
Twelve days I spent associating A SIMILAR viewpoint came from 
with the dealers during a trip to Norman Rehse, who took on 
Paris brought to light indications/, Renault franchise in 1951 after 
that the import business is matur-|}. became interested in a used 
ing, becoming more of a business| nayphine when it was brought to 
than a game. his general repair shop in Orlando, 
Among these signs: Fla. Rehse sees the U.S. makers| 
1. Dealers, working through | dragging their heels because they 
their NADA import make com- | do not know the answers to these 
mittee, are getting up a model | questions: 
import selling agreement which 1. Can the U.S. makers build 
will be offered to all makers. At a small car that will hold to- 
present, dealers say, some makes | gether in the hands of the pub- 
offer only verbal agreements, | lic? He points out that in a big 
others offer sketchy written con- | car the problem is far different | 
tracts. | because there is more opportunity 
2. Management advances. Dealer; to beef up the car. 
conversation centers around cost} 2. Will the U.S. public buy a 
analysis, compensation plans for | y. S.-made small car at about the| 
executives, business management. | .ame price as a bigger U.S. car?| 
3. Jack Kent, sales manager of | “For example,” he said, “would you 
Renault in the U.S., is building &!buy a small Ford at a big Ford 
staff of young, able field men. | price?” 
(Most of them are former Chrysler | * * «¢ 


field men.) . . 
4. Accent is on customer satis- | Years of Experience 


faction and service. Leading Re- | W. (TED) SHIDLER, who 
nault distributor, John Green jr., © started selling U.S. Austins in| 
Los Angeles, speaks of putting | Wichita back in 1928, looks at it) 
10,000 to 15,000 new “salesmen” | this way: 
on the road this year, noting that | “The U.S. makers can’t overnight | 
the objective of his organization |come out with something that will 
is to make a salesman of every (beat 65 years of experience and 
owner. | research building small cars.” 
Adolph Fromer, of Spring Valley, Adolph Fromer, who sold 
N. Y¥., whose volume as a distribu-| Skodas in Czechoslovakia before 
tor is second only to that of Green,| the war, envisions the small-car | 
has developed an unusual customer| market rising close to a million | 
followup plan. cars a year. =f 
(This plan, as well as the story of| Imports, he says, cannot fill this | 
how John Green sr., opened up the demand for the makers do not 
U.S. import car business in the| have the capacity. So eventually 
thirties, will be dealt with at|he expects the U.S. car builders 


greater | later in this series.) | in the small-car field. 
” “en, - @ However, import dealers gener- 


ally expect a compromise car from 








still couldn’t solve their problems | - 
for them.” a i 
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Imports Top 22 Pct. 


In Florida Market 


DETROIT. — Imported cars ac- 
counted for 22.5 percent of all 
new-car sales in Florida in Sep- 
tember, according to figures com- 
piled by R. L. Polk & Co. 

Imports scored 2,929 registra- 
tions out of a total of 13,019. They 
surpassed the top-selling U. S. 
make, Chevrolet, which had 2,909 
registrations, good for 22.3 per- 
cent of the market. 





New Hand at Florida Helm— 


Marion G. Nelson, center, former president of the Florida Automobile Dealers Assn., 


congratulates Joe Blank, left, upon Biank's election as new president. 
| DeSoto-Dodge-Chrysler-Plymouth dealer in West Palm Beach. At right is James L.| 





Asks Public to Back Dealers .. . 





Chaffin Urges Battle 
To Kill Auto Excise 


WASHINGTON —A renewed 
grass-roots campaign by new-car 
dealers to eliminate the 10 percent 





NADA. Chaffin noted that during 
the past 25 years, the levy on new 
cars, trucks, buses, motorcycles, 


excise tax on new vehicles, parts} parts and accessories has amounted 
and accessories was urged last/| to $12.2 billion 


week by Dean Chaffin, president of 





Blank is a 


Ferman, Tampa Chevrolet-Oldsmobile dealer who was elected first vice-president. 


Florida Parley 


By George S. Connell 
Staff Correspondent 

MIAMI BEACH, Fla.—Florida 
new-car dealers in convention here 
adopted a resolution asking NADA 
to set up a tax-consultant service 
to help end confusion over Federal 
tax laws and regulations. 

All formal business of the con- 


U. S. Maker Competition 
A QUESTION of top interest to 
the dealers and one to which 
most have a ready answer is this: 
What happens to the import 
car business when the giant U.S. 
makers offer competition? 


vention was transacted during 
the first two days, leaving the 
closing day free for a working 
conference on “Profit Control— 
Expense Analysis and Control.” 

Joe Blank (Chrysler-DeSoto- 


the U.S. makers, something on the 
order of the Rambler. 

And you find general disbelief 
among the import dealers that the 
U.S. workers can build as much 
quality into a small car as Euro- 
pean makers do. 








John Green sr., who, as he says, 
“has been nursing this small-car 
trend ever since it was a pimple,” 


The dealers concede that all 
European makes are not quality 
cars. They point out that some of 
states bluntly: them are advertised in trade publi- 

“The U.S. auto makers will | cations at below dealer cost. 
never be able to build and sell to ae 


2 ee this aes ca®- | Weeding Out Process 
The American makers have A=? they look for some weeding 
played that “bigger, longer, better out. Shidler, for example, 
car” bit so long that they have! pointed out that a line must have 
got people thinking of the auto as/ fair volume to continue to compete 
the only product on which price|in the U.S. market. A dealer, he 
should be determined by weight.| said, cannot do justice to a line 
which sells only a few cars a year. 


Would you price a watch or a shoe 

by weight?” Shidler’s nomination for the 
“Everyone,” Green said, “falls | five lines that will continue to 

flat on his face trying to produce | sell in volume in the U.S.—VW, 

a small car cheap.” He cited the | Renault, British Ford, British 

Motors, the Rootes group. 


Henry J, Willys, Hudson Jet, etc. 
It is noteworthy that three of the 


“The fact is that it costs as much 
to produce a small car as it does| five lines are British. Jim Downing, 
a big one, so the U.S. makers say:| Atlanta dealer in several import 
‘Why should we build a small car| makes, asserts that it is difficult to 
to sell for as much as we sell| find a British car that is not well 
made. 


a big car?’” 
Green emphasized that he is not! Incidentally, Downing notes that 
even on the top prestige car, Rolls 


claiming to have the answer to 
Royce, in relation to which you 


would expect a shudder at the men- 
tion of discounts, a dealer still must 
overallow a bit on the used car to 
make a deal. In consequence, 
Downing makes about $2,000 on a 
$19,000 Rolls Royce deal. 

Downing, by the way, is a vet- 
eran used-car dealer. At one time 
he was president of the National 
Independent Automobile Dealers 
Assn., and he also has had U.S. 
new-car franchises. 

* - * 


Get More Use 


FACTOR in the small-car mar- 
ket is the increased use the 
cars get. Downing says a Dauphine 
is fun to drive, so he finds custom- 
ers who normally drive 6,000 miles 
a year putting 18,000 miles on a 
Dauphine in that period. 
The younger Green (and, con- 
(Continued on Page 50, Col, 2) 
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Dodge-Plymouth), West Palm 
Beach, was elected president to 
succeed Marion G. Nelson, Panama 
City. 

James L. Ferman (Chevrolet- 
Oldsmobile), Tampa, was named 
first vice-president, and Charles B. 
Tutan (Dodge-Plymouth), Miami, 
was elected secretary-treasurer. 

Dean Chaffin, NADA president, 
reported on the better relations 
which he said now exist between 
dealers and manufacturers and 
discussed the status of legislation 
in Congress. 

He said the Potter bill on terri- 
tory security would be introduced 
again early in the next session. 

Chaffin also reported on his trip 
to Europe, where he attended a 
conference of European dealers. He 
noted that their before-tax profit 
was averaging 3 to 6 percent. 

J. Edwin Larson, Florida State 
treasurer and insurance commis- 
sioner, outlined a legislative pro- 
gram for stricter control over 
drivers in an effort to cut down 
the accident rate. 

His program previously had been 
approved by FADA directors. 

Larson said there had been a 
tremendous increase in automobile 
insurance rates in Florida, espe- 
cially in the Miami area, where 
many companies have abandoned 
the field. 

Paul A. Jamarik, acting direc- 
tor, Bureau of Consultation, Fed- 
eral Trade Commission, spoke on 
the “Three Rs of Advertising.” 

Elson G. Sims, Vincennes, Ind., 
told the dealers that “The Business 
of Business Is Profit.” 

Three members of the Oldsmobile 
Dealers Assn. of Metropolitan Chi- 
cago—Al Norman, Max Evans and 
George Kallal—told how one group 
of dealers helped each other beat 
down expenses and cut waste. 
Other speakers included Dr. Wil- 


Urges NADA 


To Offer Tax Counsel 


| liam H. Alexander, Oklahoma City, 
|and Fred O. Dickinson, West Palm 
Beach, Florida State senator. 

The working conference on the 
closing day was sponsored by 
NADA. Walter Grabski (Pontiac), 
Cleveland, discussed the economy 
of the industry—“What’s Hap- 
pening and What Has to Hap- 
pen.” 

Kenneth C. Kent (Chevrolet), 
Evansville, Ind., outlined expense 
ratios in discussing “How to Spot 
the Red Signals and Act.” 

There was a spirit of optimism 
among dealers attending the con- 
vention. For the first time in a long 
time they were crying for cars to 
fill the gap caused by the almost 
unprecedented cleanup of ’58s. 

Convention details were handled 
by General Manager Walter C. 
Mallory and his staff. T. P. Cald- 
| well, of the Miami dealers’ associa- 
| tion, was chairman of the conven- 
tion committee. 

The convention concluded with a 
banquet at which the new officers 
and directors were installed and 
past presidents were honored. 





Martin Heads C. of C. 
WOODRUFYF, S. C.—Roger Mar- 
tin, auto dealer, is the new presi- 
dent of the Woodruff Chamber of 
Commerce. 











The public was also urged by 
Chaffin to join the drive on excise 
taxes as the “quickest and most 
direct method of reducing the cost 
of a new car.” 

Chaffin emphasized that both 
manufacturers and dealers have 
pledged that any tax savings would 
be passed on to the purchaser. 


In the case of the average con- 
sumer, he said, this would mean 
a saving of approximately $290. 

Moves to wipe out or reduce 
the automotive excise tax were 
beaten down in the last Con- 
gress. The Administration has 
opposed any reduction in the 
levy, arguing that the Govern- 
ment could not afford to lose the 
revenue. 

However, Sinclair Weeks, secre- 
tary of Commerce, recently pro- 
posed a manufacturer's tax to take 
the place of excise taxes. 

Chaffin, in urging a renewal of 
the campaign against excise taxes, 
charged that “the automobile owner 
has been forced to pay tribute for 
the privilege of owning transporta- 
tion since 1917, when a tax of 3 
percent was initially imposed. 

“This penalty was increased to 5 
percent in 1919, reduced to 3 per- 
cent in 1926 and repealed entirely 
in 1928. However, it was reinstated 
after a four-year respite at 3 per- 
cent. 

“Since that time the penalty has 
been increased until an automo- 
bile owner now pays a 10 percent 
Federal luxury tax for a human 
necessity preceded only by food, 
clothing and shelter. 

“Moreover, the purposes for 
which this tax was originally levied 
no longer exist. The auto excise tax 
is a war tax. It was imposed to 
channel raw materials into war 
production and to discourage con- 
sumer buying of automobiles dur- 
ing wartime. We have no quarrel 
with the original intent. But these 
conditions do not apply now. 

“Nor are we happy about the 
Government fiscal experts who 
acknowledged the tax is unfair but 
refuse to recommend removal be- 
cause it is an easy way for collect- 
ing revenue.” 


Johnson’s Son, Daughter 
Willed Stock in Buick Deal 


DURHAM, N. C.—The late J. Eric 
Johnson, president of Johnson Mo- 
tor Co. (Buick), left 351 shares of 
capital stock in the firm to his son, 
J. Eric Johnson jr., vice-president, 
and 159 shares to his daughter, Mrs. 
Betty Johnson Nicholson. The re- 
mainder of the estate was placed 
in trust for the lifetime use of his 
wife, Mrs. Helen Noell Johnson. 
After her death the estate will be 
divided equally between the two 
children. Half of all stock owned 
by Mr. Johnson in Johnson-Nichol- 
son Storage Corp., an auto storage 
garage, was divided equally be- 
tween his son and daughter. 





On the House... 


With the 1958 elections only a few days away, 
most dealer associations are pulling out all stops 
to get their members and others to vote. Iowa group 
is providing “You Auto Vote” posters and suggested 
news releases, and urging businessmen to “Make 
Politics Your Business.” Wisconsin association, ex- 
horting its members to get off their hands, points 


out that dealers 


“must make known to candidates 


that no one segment of our society, such as labor, 
be allowed to dictate our economy” .. . 


Chicago-area Ford dealers report that, of two 
members selling 44 and 45 cars in August, one 
had the highest fixed expense per new unit on 


the list while the other had the lowest. 


Ben Donaldson, retiring director 


Doesn’t make sense .. . 
of Ford institutional advertising 


after 40 years, received a huge ovation at Detroit Adcraft club’s 


tribute lunch last week ... 


FTC, says the Utah association, is planning to crack down hard 
on bait advertising used by dealers . . . lowa group reports attendance 
up 30 percent over last year at 1958 district meetings . . . Bill Bryden 


reelected NADA director for Wisconsin. 
i 





—Perre Wemuorr, Editor, 
Automotive News 
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12 Makes, 40 Series, 150 Models .. . 





AUTOMOTIVE NEWS, OCTOBER 27, 1958 


‘What Is a Medium-Priced Car’ 


(Continued from Page 1) 


22 four-doors among the low- 
priced models and 17 in the lux- 
ury class (excluding limousines). 

Because of the year-to-year up- 
grading of the classier Fords, Chev- 
rolet and Plymouths, many sales 
experts contend that the medium- 
priced field really has not suffered 
as great a sales decline as is indi- 
cated by a cursory glance at reg- 
istration figures. 

They say it’s simply a case of 
more makes and models competing 
for the favor of the buyer in this 
field. . 

* * 


F THE medium-priced field can 
be considered to start at about 
$2,650 for a stripped V-8 (including 
Federal tax and dealer-preparation 
charges), the shopper will find these 
models at the bottom of the price 


structure: 
4-dr. 4-dr. 
Sedan Hardtop 


Ford Fairlane 500 ....$2,648 $2,720 
Edsel Ranger ............ 2,684 2,755 
Plymouth Fury ........ 2,691 2,771 
Pontiac Catalina ... 2,704 2,844 
Dodge Coronet .......... 2,707 2,842 
Chevrolet Impala ... 2,710 2,782 
Ramb. Ambass. Cust. 2,732 2,822 


The optional equipment which is 
ordered by most buyers in this 
class adds several hundred dollars 
to the above prices. Automatic 
transmission, for example, is priced 
from $189 to $231 on these makes. 

Ford will have another series in 
this field when the Galaxie is in- 
troduced in December. Galaxie 
prices are expected to be compa- 
rable with those of the Chevrolet 
Impala. 

* > 


OVING up a notich, the “me- 
dium” shopper begins looking 
at Buicks, Mercurys, Oldsmobiles 


. 
1959 Hillmans 
Offer New Colors, 
> > 
Bigger Engine 

NEW YORK. — Rootes Motors, 
Inc., has announced the 1959 Hill- 
man line featuring a larger engine, 
a redesigned front grille and new 
color schemes. 

According to John T. Panks, 
Rootes managing director, the Minx 
DeLuxe sedan, convertible, special 
sedan and four-door station wagon 


will boast greater acceleration, 
higher cruising speeds and finer 


interior appointments at no in- 
crease in price. 
The 1,390-c.c. engine has been 


replaced with a new 1,494-c.c. power 
plant, which it is claimed will in- 
crease performance without boost- 
ing fuel’ consumption. The engine 
has a compression ratio of 8.5 to 1, 
and the maximum power output 
has been raised to 52.5 horsepower 
at 4,400 r4zxm. 

The Minx has a redesigned radi- 
ator grille, helping emphasize the 
low lines of the automobile. The 
range of colors is greatly extended 
for both the body and matching 
interior upholstery. 

The dash has also been restyled 

with an easier to read instrument 
grouping. 
@ The new power plant combines 
with an increased clutch size 
(raised to 8 inches from 7% inches) 
and the new recirculating ball-type 
steering. 


and DeSotos. He'll find these 


sticker prices: 


4-dr. 4-dr. 

Sedan Hardtop 
Buick LeSabre ........ $2,804 $2,925 
Edsel Corsair ............ 2,812 2,885 
Mercury Monterey .... 2,832 2,918 
Oldsmobile 88 ............ 2,902 3,036 
DeSoto Firesweep .... 2,904 3,038 
Dodge Royal .............. 2,934 3,069 
Pontiac Star Chief .. 3,005 3,138 


The next plateau takes the buyer 
to the top of the Dodge and Pontiac 
lines and to the middle series of 
Oldsmobile and DeSoto. Chrysler 
enters the picture at this point. 


Here’s how the prices compare: 
4-dr. 4-dr. 

Sedan Hardtop 

Dodge Cust. Royal....$3,145 $3,279 


Oldsmobile Super 88 3,178 3,405 
Chrysler Windsor .... 3,204 3,353 
Pontiac Bonneville . —— 3,333 
DeSoto Firedome Sita , nae 3,398 


E daetinin oil heen’ t found a 
" model on which automatic 


Lark at $1,995 


Is Lowest 4-Door 


2-Door Sedan Tops 
American by $90 


IX-CYLINDER and V-8 models 

in Studebaker’s new Lark series 
will be priced from $1,925 to $2,590, 
including Federal tax and sug- 
gested dealer-prepartion charges. 

The cars will be available in 
Deluxe Six, Regal Six and Regal 
V-8 lines. They will appear in 
dealer showrooms Nov. 14. 

Deluxe Six prices are: Four-door 
sedan, $1,995; two-door sedan, $1,- 
925; two-door, two-seat station 
wagon, $2,295. 

The Regal Six offers a four-door 





sedan at $2,175, a two-door hardtop | 


at $2,275 and a two-door wagon at 
$2,455. Regal V-8s are $135 more 
per model and are priced at $2,310 
for the sedan, $2,410 for the hard- 
top and $2,590 for the wagon. 

> * > 


T $1,995, the Lark is the lowest- 

priced four-door sedan offered 
by a U.S. manufacturer. It is $103 
less than the Rambler Deluxe Six 
which is tagged at $2,098. 

The Lark has a 108.5-inch wheel- 
base, compared with 108 for Ram- 
bler but its overall length of 175 
inches is 16 inches less than that 
of the American Motors unit. 

Since the Lark is an all-new line, 
it cannot be compared on a model- 
for-model basis with last year’s 
Studebakers. 

The lowest-priced Lark four- 
door, however, is $121 more than 
last year’s austere Scotsman, but 
it is $258 less than the ’58 cham- 
pion. 

The lone holdovers from last 
year’s Studebaker line are the Sil- 
ver Hawk coupes. The six-cylinder 
Hawk is $2,360, compared with $2.- 
219 last year, and the V-8 is $2,495, 
compared with $2,352 in 1958. 

Lowest-Priced ’59s 


4-dr. 2-dr. 

Sedan Sedan 
Rambler American.. ...... $1,835 
Studebaker Lark ....$1,995 1,925 
Rambler Six ............ ED > adametee 
Ford Custom 300 .... 2,273 2,219 
Plymouth Savoy ...... 2,283 2,232 
Chevrolet Biscayne 2,301 2,247 





1959 Hillman Minx Sedan— 


Rootes Motors’ 1959 Hillman line features a larger engine, a redesigned front grille 
and ‘new color schemes. The new line includes a deluxe sedan, convertible, special 
sedan and four-door station wagon. The car shown above is the Hillman Minx four- 


door sedan. 





transmission is standard. That 
comes when he steps up to the 
Mercury Montclair, Buick Invicta 
and DeSoto Fireflite. 


The Montclair four-door sedan is 
$3,308 and the four-door hardtop 
is $3,437. Invicta figures, are $3,357 
and $3,515, and Fireflites are tagged 
at $3,763 and $3,888. 

The Ford Thunderbird two-door 
hardtop at $3,696 and the Chev- 
rolet Corvette at $3,875 also are 
in this price range, although 
automatic transmission is an 
extra-cost item on these models. 


As the prospect moves up the 
price scale, he finds more luxury 
as well as more cost built into the 
cars. Padded instrument panels 
and special exterior and interior 
trim are among the items that are 
standard on the more-expensive 
series. 

* 

_— shopper now has reached the 

top of the medium-priced field, 

and he notes that power steering 

and power brakes have joined auto- 

matic transmissions as standard- 
equipment. 


Here are some of the models he 
might examine: 


* * 


4-dr. 4-dr. 

Sedan Hardtop 
Buick Electra ............ $3,856 $3,963 
Mercury Park Lane — 4,031 
Oldsmobile 98 ............ 3,390 4,162 
Chrysler Saratoga .... 3,966 4,104 
Buick Electra 225 ...—— 4,300 
Chrysler New Yorker 4,424 4,533 


At this point, the shopper might 
be tempted to step into the luxury 
class, but he’ll find it more of a 
jump than a step. Here’s how prices 
compare in the Cadillac-Imperial- 
Lincoln field: 


4-dr. 2-dr. 

Hardtop Hardtop 

Imperial Custom ...... $5,016 $4,910 
Cadillac Sixty-Two .. 5,080 4,892 
0 a 5,090 4,902 
Cadillac de Ville ..... 5,498 5,252 
Lincoln Premiere . ... 5,594 5,347 
Imperial Crown. ........ 5,447 5,430 


ym Imperial LeBaron four-door 
hardtop is $6,103, compared with 
$6,233 for the Cadillac Sixty Special. 
Continental prices its four-door 
models at $6,845 and its two-door 
hardtop at $6,598. Continental added 
radio, heater, power vent windows, 
white sidewalls and tinted glass to 
the standard-equipment list this 
year. 

Cadillac’s Seventy-Five eight- 
passenger sedan is $9,533 and its 
limousine is $9,748. Continental 
has a town car at $9,981 and a 
limousine at $11,074. 

On the top rungs of the U.S. 
price ladder are the Cadillac El- 
dorado Brougham at $13,075 and 
Chrysler Corp.’s Crown Imperial 
Limousine, a custom-built model 
priced at $15,600. 

The shopper will find few 
Broughams and no Crown Impe- 
rials in dealer showrooms. The lat- 
ter model is available only on spe- 
cial order from Chrysler Corp. 


Accidents Halt 


2-Year Road Test 
On Opening Day 
OTTAWA, Ill.—All driving in the 
planned two-year highway experi- 
ments at a $22 million test site here 


was suspended less than 24 hours 
after the project was launched. 


Sixty Army trucks of different 
size were being used on six closed- 
circuit roads with various pave- 
ment qualities. 

The trucks were to be driven by 
Army personnel on a_ two-shift- 
daily basis. 


Before nightfall of the first day, 
an Army private rolled over a 
tractor-trailer rig, injuring himself 
and demolishing the tractor. 


In another opening-day accident, 
an Army driver fell to the ground 
while dismounting from his truck 
cab and required hospital treatment 
of his injuries. 


Col. Albert A. Wilson, command- 
ing the test site, suspended all 
driving pending “a complete in- 
vestigation of the accidents.” 

The test project is being assisted 
by the Automobile Manufacturers 
Assn. 
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A New Bundle in Britain— 


to the U. S., 


Appearing at the London Auto Show was new Standard Vignale Vanguard, showing | 
the first influence of the work of the Italian stylist, Michelotti, who has been retained 
as a styling consultant for Standard and Triumph cars. 

its place here being taken by the Triumph sedan. 


The Standard is not exported 





the showroom over the week-end. 
I wouldn’t be surprised if that were 


the ’58s.” 

Chevrolet dealers probably set the 
alltime record in frustration. Con- 
ceded by the man in the street to 
be the most-changed car for ’59, the 
| Chevrolet drew throngs at its un- 
veiling. 

= = * 
| D ronggpeenee found it a lot tougher 
to count the house than to 
count their cars. Most had just 
enough for the showroom. 

“We probably lost a few deals 

to Ford,” said one Chevrolet 
dealer sadly. “A lot of hot pros- 
pects just won’t sit still when you 
tell them it may be five weeks be- 
fore they can get a new car.” 

Selling is no problem, said a 
Buick dealer. What's difficult, he 
said, is keeping the prospect sold 
after he has signed an order and 
finds after a two-week wait that his 


car is still not in sight. 
> . > 





_ enthusiasm at a high pitch, 
some dealers say that predic- 
tions of 5.5 million sales in 1959 may 
be too low. Dealer consensus puts 
the eventual total at closer to six 
million cars—domestic cars, that is. 

How much imported units will 
add to that total is a matter of 

lively debate. Some dealers say 

that the gaudy comeback of U. S. 

makes will put a permanent 

crimp in the sale of foreign cars. 

Others say that a pickup in sales 
of domestic units will spice activity 
among imports. 

Dealer estimates of imported-car 
sales in 1959 range from 200,000 to 
600,000. 

All in all, last week saw an un- 
usual situation in the auto indus- 
try. 

Just about everybody was happy. 

* * + 





Business Upturn Spurs 


Car Sales in Buffalo 
BUFFALO.—New models are re- 

ported getting a “very gratifying” 

reception here. Sales of new cars 





30th Anniversary— 


Y. M. Posthuma, right, Los Angeles, De- 
Soto regional manager, presents James K. 
Thrasher, Bakersfield (Calif.) DeSoto-Plym- 
outh dealer, with plaque commemorating 
Thrasher’s 30 years of association with 
DeSoto. Other DeSoto officials at the cere- 
monies are, from left, Romer Packer, re- 
gional service manager, and Earl Roget, 
district manager. 


more than we had all year long on| 


Big °59 Market Brewing 
As Dealer Pipeline Fills 


(Continued from Page 1) 


are reported making a good show- 
}ing, better than a year ago and 
better than anticipated by most 
| dealers. 

Even makes which have not un- 
dergone radical style changes ap- 
pear to be benefiting from the 
business upswing. 

Dealers attribute the pickup to 
several factors: 

1. There is a decided improve- 





°59 Ford Sales Top ’57 


DEARBORN. — Ford Division 
General Sales Manager Walter 
J. Cooper Thursday forecast ’59- 
model sales exceeding those in 
1957. He said introduction-day 
sales this year exceeded the com- 
parable 1957 debut. 








pective buyers who had been hold- 
ing back all year are coming into 
the market. 

2. The new models are getting 
good acceptance from a design and 
style standpoint. There is a swing 
back to interest in domestic prod- 
ucts and away from import cars, 
at least for the moment. 


ing and promotion by makers is 
having an impact on consumers, 
making them more new car minded 
than at any time in recent years. 

Buffalo dealers say it is too 
early to predict how big the up- 
surge in new-car business will be. 
They admit it could be a “flash in 
the pan” that might peter out 
after the new-model introduction 
has spent itself. 

But a majority feels the current 
recovery in new-car sales has @ 
solid basis and will carry over into 
1959, making it a much better year 
than 1958. 


Spokane Show 





Moved to Autumn 


SPOKANE. — Spokane’s annual 
auto show has been moved ahead 
from its traditional spring dates to 
Nov. 26-30. 

The show will be held in Spokane 
Coliseum and will feature “every- 
thing that’s new on wheels,” said 


Deurward E. Dechenne, president | 


of the Manito Lion’s Club. 

The club cooperates with the 
Spokane New Car Dealers Assn. in 
sponsoring the show, with proceeds 


ment in consumer confidence. Pros- | 


A> 






r 


| 


3. Tremendous national advertis- | 


¥ 


to 


$2 


going to the club’s civic and charit- | 


able programs. 





Atom-Electric Auto 


Hinted in New System 


PITTSBURGH. — The electric 
auto may not be dead after all. 

Officials of Westinghouse, ad- 
dressing a group of science writ- 
ers last week, revealed that elec- 
tricity could be generated by a 
revolutionary new principle us- 
ing the heat of the splitting uran- 
ium atom directly, without the 
need for producing steam to op- 
erate turbines or generators. 

They hinted that such atom- 
electric power could be used for 
autos if the problem of heavy 
shielding could be solved. 












Dealers from coast to coast 
are acclaiming 


‘BY STUDEBAKER 


MORE NEW 

DEALER APPLICATIONS 

IN SEPTEMBER AND OCTOBER 
mn THAN IN ANY OTHER TWO 

= MONTHS IN OUR HISTORY 











Here’s why Dealers are going for The Lark. >> Once in a decade a new car comes along that is so 
into} right for the needs and tastes of its times that it wins friends and makes sales overnight. >> Studebaker 

is that car for the coming year. > It’s the only car that’s new in concept—a whole new dimension in 
. motoring that strikes the perfect balance between % size foreign cars and over-size U.S. makes. It’s nearly 
ead} three feet shorter...yet seats six adults easily. Simply styled, but richly finished. Delivers peak performance, 
ane" top mileage, on regular gas. Costs less to buy, less to own. And power accessories are available. It’s the 
ent | friendliest, fam’liest car on the road...and—the easiest car of the year to sell, with prices. starting under 


-in | $2000. > The product is right, the franchise is right, the profit is right. 


YES, WITHOUT OBLIGATION, ?TM INTERESTED 
IN LEARNING MORE ABOUT THE STUDEBAKER 


Dealer Development Dept. 
FRANCHISE. Studebaker-Pockard Corp., South Bend 27, Ind. 
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GM Shows Top Gains... 


AUTOMOTIVE NEWS, OCTOBER 27, 1958 


Vehicle Output Slides 
20 Pet. in Canada 


By Martin L. Whitmyer 
Staff Writer 

eo by the lowest quar- 

terly output of the year during 
the July-September period, vehicle 
assemblies in Canada during the 
first nine months of this year fell 
20.2 percent below the correspond- 
ing period of a year ago. 

Total vehicle output for the 
January-September period of this 
year numbered 261,919 cars and 
trucks, compared with 328,004 
units assembled during the first 
three quarters of 1957. 

Declines were felt in both car and 
truck output, with General Motors 
the only manufacturer able to show 
percent-of-industry gains in both 
categories and International in- 

creasing its share of total industry 
truck output. | Set 


OMMERCIAL-CAR assemblies 

showed the biggest decline from 
@ year ago as truck production 
skidded 23.4 percent off the year- 
ago level with 43,766 assemblies in 
1958, compared with 57,132 units 
during the first nine months of 1957. 

Heavy declines at both Ford 
and Chrysler, plus complete ces- 
sation of output operations at 

American Motors, were the chief 

factors in dropping car assem- 
blies 19.5 percent from the year- 
ago level. 

Canadian car manufacturers 
turned out 218,153 units during the 
January-September period of this 
year, compared with 270,962 assem- 
blies during the same nine-month 
period of a year ago. 

= > a. 


ROM a numerical standpoint, 
GM was the only maker to show 
a gain over the first three quarters 
of 1957. Its output of 118,876 cars 
during the first nine months of this 
year was 905 units and 0.8 percent 
gain over the 117,971 cars rolled 
from the lines during the cor- 
responding period of a year ago. 
Of the other car manufacturers, 
Chrysler Corp. declined 44.6 per- 


Chry 


sler Assigns 


New Sales Jobs 
To Nielsen, Bird 


DETROIT.—Two new key assign- 
ments in Chrysler Corp.’s automo- 
tive sales group were announced 
last week. 

A. B. Nielsen, 58, formerly direc- 
tor, field operations, general sales 
office was appointed executive as- 





W. J, Bird 


sistant to Byron J. Nichols, group 
vice-president, automotive sales. 

Nielsen’s new position will in- 
clude operation of the corporation’s 
dealer enterprise program, service 
development and training, and the 
market analysis and research func- 
tions, Nichols said. 

William J. Bird, 49, former execu- 
tive assistant, was appointed assist- 
ant general sales manager, general 
sales office. 

E. C. Quinn, general sales man- 
ager, said that Bird, in his new 
position, will direct the activities 
of the field sales organization for 
all lines of Chrysler Corp. cars and 
trucks. 

Bird joined Chrysler Corp. at 
Dodge as a traffic clerk in 1934. 
In 1953 he was made general sales 
manager of Plymouth. In 1956 he 
joined the staff of the Chrysler 
Corp. group vice-president — auto- 
motive sales. 

Nielsen joined Chrysler Corp. in 
1945 on the general sales manager’s 
staff’ at DeSoto. He was appointed 
general sales manager of DeSoto 
in April, 1955. 


A. B. Nielsen 


cent in numerical output; Stude- 
baker-Packard, 33.6 percent, and 
Ford Motor Co., 27.5 percent, 

Ford showed the largest numer- 
ical decline among truck manufac- 
turers, with its 12,389 assemblies for 
the first nine months of this year 
39.2 percent below the 20,576 trucks 
produced during the corresponding 
period a year ago. 

Chrysler’s numerical truck output 
was off 23.6 percent; International’s 
17.6 percent, and GM’s 9.9 percent. 


* * * 


ON A percent-of-industry basis, 
GM turned out 54.49 percent of 
total industry assemblies this year 
to pick up 10.95 percentage points 
from a year ago, when the corpora- 
tion captured 43.54 percent of total 
assemblies. 

All other car makers showed 
percent-of-industry declines, with 
Chrysler dropping the most, 6.78 
points Ford was down 3.25 points 
and S-P 0.26 points. AMC, which 
was not in operation during the 
first nine months of this year, 
captured 0.66 percent of total in- 
dustry output on 1,792 cars a year 
ago. 

Among the truck producers, GM 
showed the biggest increase with a 
6.44-percentage-point climb over 
last year, while International 
climbed 1.27 points over the first 
nine months of a year ago. Com- 
mercial-car manufacturers which 
declined in percent-of-industry as- 
semblies from a year ago were 
Ford, off 7.70 points and Chrysler, 
off 0.01 points. 


Akron Dealers 
Advised on Ads, 
Selling 59 Cars 


AKRON.—Some advice on adver- 
tising and selling 1959 model cars 
was given its members by the 
Akron Automobile Dealers Assn. 


The group’s board urged that dis- 
count type of ads not be used for at 
least six or eight months. “Even 
then, it is completely needless,” the 
board said. 


Dealers also were asked not to 
make “rash statements about over- 
allowances.” 


“No dealer has the moral right 
to price-discount his merchandise 
at the complete disregard for the 
other dealers in his line or all other 
lines,” the directors added. 

The difference between success 
and failure in 1959 will be sales- 
manship, the dealers were told. 


“We can no longer spend good 
money for bad advertising,” the 
board said. “We must no longer 
teach our salesmen to rely on ad- 
vertising to do their work. Our 
salesmen must be salesmen.” 

Dealers were urged to employ, 
train and practice salesmanship 
with a good sales organization and 
to watch their financial statements. 

“If you are not making money, 
it is your fault,” the board said. “It 
is not the fault of the other fellow 
who is selling more cars. It is 
because the cars you did sell were 
not sold for a profit.” 


Late Report... 


Nine Months’ Assemblies . 


Canadian 


Output 


Nine Months’ Assemblies . 


Canadian 


Total 


9 Months Output, 
Output 


Ford Motor Co. 
General Motors 


Total Trucks, Canada.. 43,766 
Total Vehicles, Canada. .261,919 


Car Output 


Pet. of 


Total 
Output, 
1957 

58,947 
88,158 
117,971 
265,076 
1,792 
4,094 
270,962 100.00 


* > * 


Pet. of 
9 Months 
Output 
21.75 
32.54 
43.54 


97.83 


0.66 
151 


Months 


14.97 


Truck Output 


Total Pet. of 
9 Months 
Output 


10.59 


Pet. of 


1957 
6,049 
20,576 
20,883 
9,624 


10.58 
28.31 
42.99 
18.12 


100.00 57,132 


328,094 





Customers’ Pulse Is Taken 
By Ford Survey on °59s 


DEARBORN.—Ford division said 
last week independent research 
showed that Americans who visited 
Ford, Chevrolet or Plymouth deal- 
erships over introduction week-end 
gave Ford the highest vote as the 
car they liked best for overall ex- 
terior appearance. 

This result was shown, Ford 
said, despite the fact that show- 
room visitors voted Chevrolet the 
most-changed car of the low- 
priced three. 

Ford said the “flash report” was 
made at its request by Market 
Facts, Inc., and admitted that not 
all the findings could be made 
public “for competitive and other 
reasons.” 

The study was conducted among 
persons visiting a Ford, Chevrolet 
or Plymouth dealership on intro- 
duction day. 

A total of 250 personal interviews 
were conducted for each of the 
makes. Twenty-five interviews were 
conducted at two dealerships for 
each make in Atlanta, Chicago, De- 
troit, Los Angeles and New York, 
Ford said. 

In voting on overall appearance, 
“like it” was the reply of 89 per- 
cent on Ford, 87 percent on Chev- 
rolet and 86 percent on Plymouth. 

“Neither like it or dislike it,” 
replied 5 percent on Ford and 6 
percent on Chevrolet and Plymouth. 
“Dislike it somewhat,” said 5 per- 
cent on Ford and 4 percent on 
Chevrolet and Plymouth. “Don’t 
like it at all,” said one percent on 
Ford, 3 percent on Chevrolet and 4 
percent on Plymouth. 

When interviewed on the 1959 
model difference from the 1958 
model, “very different” was the 
rating given by 83 percent on Chev- 
rolet, 26 percent on Ford and 22 
percent on Plymouth. 

The ’59s are “somewhat different,” 
said 67 percent on Ford, 64 percent 
on Plymouth and 17 percent on 
Chevrolet. “Not at all different,” 
said 14 percent on Plymouth and 7 


Used-Car Market 


The used-car market trended downward sharply last week as new 


models made an 


solid impact on values. 


According to Automotive News’ index of used cars sold at wholesale 
auction, the overall loss was $19, which pulled down the average to 


$916. 


Each model on the index was reduced in price, the first time since 
early September that an index-wide reduction had been recorded. 
Setbacks amounted to $65 on ’58s, $23 on 55s, $21 on ’56s, $15 on 
"57s, $11 on ’54s, $8 on ’51s, $6 on ’53s and $6 on 52s. New lows were 


established for ’57s, ’56s and 55s. 


At a group of representative auctions last week, the average con- 
signment was 230.6 units, compared with 218.4 a week earlier. The 
sales ratio was 68.0 percent, compared with 68.2 percent the previous 


week. 


Auction reports begin on Page 38. 





percent on Ford. Nobody put Chev- 
rolet in that classification. 

In the “like it” class, Chevrolet 
scored highest on front-view ap- 
pearance and Ford on side-view 
appearance. 

In voting on rear fins, approval 
was given by 75 percent for Ford, 
67 percent for Chevrolet and 66 
percent for Plymouth. 

However, 18 percent of those vot- 
ing on Chevrolet and 16 percent on 
Plymouth said they didn’t like the 
fins at all, while only 4 percent 
turned thumbs down on Ford fins. 

On the other survey items, “like 
it” votes were highest for Plymouth 
on ease of entry, for Ford on driver 
headroom and for Plymouth on 
seating comfort. 

Among persons interviewed, those 
who said they “probably or defin- 
itely will buy” a 1959 model totalled 
60 percent on Ford, 57 percent on 
Chevrolet and 56 percent on Plym- 
outh. 


“Not likely to buy,” said 42 per-| 


cent on Plymouth, 41 percent on 
Chevrolet and 39 percent on Ford. 


IRS Discusses 
Tax Treatment of 


Co-Op Ad Refunds 


WASHINGTON.—NADA has dis- 
tributed to its members copies of the 
Internal Revenue Service rules on 
income-tax treatment of dealer co- 
op advertising refunds. 


The rules stipulate that when 
the amount of the refund can be 
determined with reasonable accur- 
acy before the dealer files his tax 
return for the year in which the 
right to the refund was established, 
the dealer should accrue and in- 
clude in his gross income for that 
taxable year the amount of the 
refund to which he is entitled. 


The IRS bulletin cites as an ex- 
ample the case of a dealer who 
was notified by his manufacturer 
in November, 1956, that the co-op 
ad program would be discontinued 
at the end of that month. (General 
Motors dropped its co-op setup o 
that date.) ; 


In the above case, the dealer was 
notified that he would receive a 
refund of the unspent portion of 
his contributions to the fund. The 
information was available to deal- 
ers in January, 1957, and refunds 
were made beginning the following 
month. 

The IRS noted that when the 
right to receive income becomes 
fixed, the income accrues, regard- 
less of the time of actual receipt 
of th income. In this case, the 
manufacturer’s letter was held to 
have established the right to that 
income, so the amount of the re- 
fund should be included in gross 
income for 1956. 


New Gains Cited 


For Aluminum 


Cost Competitiveness 
Reported by Reynolds 


DETROIT.—The auto industry is 
proving aluminum to be less ex- 
pensive than traditional metals for 
mass production and aluminum is 
providing new concepts in car de- 
sign, two Reynolds Metals Co. ex- 
ecutives told automotive writers 
last week. 

These state- 
ments were made 
by A. D. Reynolds 
and John Blom- 
quist, vic e-pres- 
idents of Reynolds 
Aluminum Sales 
Co. 

Reynolds said 
that through such 
developments as 
the aluminum V-8 
engine, the auto 
industry is destroying the myth 
that aluminum is expensive in the 
production of passenger cars. 

Automotive engineers, designers 
and purchasing agents, he said, 
have come to realize that the cost 
of many auto parts can be lowered 
| by switching to aluminum. 

“Aluminum is being used in 
place of stainless or chrome- 
plated steel because its purchase 
price can compete with that of 
steel on fayorable terms. Also, 
cost savings in making auto parts 
out of aluminum result from di- 
rectly related cutbacks in produc- 
tion, tooling, machining, assembl- 
ing, handling, shipping and other 
costly operations,” he said. 

For a company to get the benefits 
of aluminum’s lower costs, their 
product must be designed, en- 
gineered and manufactured to take 
advantage of aluminum’s charac- 
teristics, Reynolds said. 

He cited as most significant for 
the future use of aluminum, a 
speech in Washington last week 
in which GM engineers announced 
that aluminum for auto engines is 

(Continued on Page 49, Col. 4) 


Public Reaction 
To Price Sticker 
‘Good, Says NADA 


WASHINGTON. — Public accept- 
ance of the new Federal auto price 
label law “has been universally 
favorable,” it was reported last 
week by NADA’s executive commit- 
tee in session here. 


The manufacturer's price tag on 
1959 cars has eliminated the “guess- 
jing game” as to the cost of a new 
|} auto and is helping to restore cus- 
|tomer confidence, according to 
| NADA President Dean Chaffin, who 
| presided at the meeting. 
| “From the dealer’s standpoint,” 
|} said Chaffin, “the price-tag law 
| the salesman an opportunity 
|to sell the product and the value 
rs owning a new car.” Heretofore, 
he added, the salesman has had to 
concentrate on selling price. 


Chaffin pointed out that there is 
still some public misconception as 
to the part the franchised new-car 
dealers played in obtaining the leg- 
islation. 

“Charges have been made,” he 
said, “that the Government forced 
the dealers to reveal new-car prices. 
This is not true.” 

He then pointed out that the law 
requires the manufacturer to set 
the suggested retail price. NADA 
has long been an advocate of na- 
tionally advertised uniform deliv- 
ered prices for new cars, he noted. 


A. D. Reynolds 








New Address, 
New Phone for 


Automotive News 
Automotive News now has a 


new address and phone number 
in Detroit. 

Please address all material to 
965 East Jefferson Ave., Detroit 
7, Mich., and phone WOodward 
3-9520. 











| 
fi 














< wz 


FFse 


S88 FEFFSte FS 


S82 SFfS FEFs 











MORE BUYERS MEAN 








BETTER PRICES 
FOR YOU!! 








ake | Reduce that used car inventory — AT A PROFIT — with the auction method 


cr | YOU CAN DEPEND ON THESE NAAA MEMBERS: 


eek 
ced ALABAMA 405 5S. Main St. LOUISIANA 
is Cofield Auto Auction East Point, Ga. Capitol Auto Auction 
; Boaz, Ala. 371 N. Beck St. 
Dixie Auto Auction, Inc. MLLINOIS Baton Rouge, La. 
217 — — 4 Arenc Auto 
8486 S$. _ Ave. Bel Ale Auto Aucti 
CALIFORNIA Dek Auto Auction . 
los Auto Auction aoe Bel Air, Md. 
8001 E. Garvey Ave. Dek 
South Son Calif. Auto Auction, inc. PASSACHUSETTS on 
Secremento Auto Auction a a Seemer 92 
4304 W. Capito! Ave. Chicago, Act M . 
(A West Socramento, Calif. 
INDIANA MICHIGAN 
pt- COLORADO Dyer Auto Auction Aptco Auto Auction 
ice Celeredo Auto Auction 641 Joliet St. 19241 Dix 
4285 S$. Santa Fe Dr. Dyer, ind. Melvindale, Mich. 
uly Littleton, . Indianapolis Auto Auction Flint Auto Auction, Inc. 
st Denver Auto Auction P. ©. Box 8251 3711 Western Rd. 
4595 %. Santa Fe indianapolis 24, Ind. Flint, Mich. 
1it- Littleton, Cole. Ken Schoefer Auto Auction, Inc. Grand Rapids Auction, Inc. 
203 W. Morris St. Rovte 168-M21 
CONNECTICUT Indianapolis, Ind. Jenison, Mich. 
on Southern Auto Sales Auction South Bend Auto Auction Motor City Auto Auction 
ss- Bex 661 2217 Lincoln Wey West 18310 1. Rd. 
ew Werehouse Point, Conn. Mishowoka, Ind. Detroit, Mi 
us- FLORIDA IOWA MISSISSIPPI 
to St. Petersburg Auto Auction Central States Auto Auction Greater Jackson Auto Auction 
h St. Petersburg, Fie. 211 S. Deleware P. O. Box 8468 
o West Palm Beach Auto Auction Mason City, lowa Jackson, Miss. 
931 NE. 4th Ave. 
» Pla. KENTUCKY MISSOURI 
it Fred Brown Auto Auction Auto Dealers Auction 
aw GEORGIA 2240 Bridge St. 6200 Independence Ave. 
ity Dixie Auto Auction, Inc. Paducah, Ky. Kansas City 
1040 Brody Ave. Greater Louisville Auto Auction St. Lovis Auto Auction Co. 
ue Atlanta, Ga. 3508 Manslick R 3807 Easton Ave. 
re, East Point Auto Auction Lovisville, Ky. St. Lovis, Mo. 
to 
is 
as 
: e ALL CHECKS AND 
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a @ All members of this Association are pledged to a strict 
es. Code of Ethics. 


aw @ The membership is composed of only Auction Operators 


a who have proven experience, Financial responsibility, 
a Honor and Success in their operation. 


‘d. | = @ National Auto Auction Association covers the Entire U. S. 
and has achieved an indispensable place in the automotive 
industry and advanced into a brilliant and highly respective 
future. 


@ Banks - Finance Companies: — Repossessed Cars can be 





Executive Office: 803 So. 





NATIONAL AUTO AUCTION ASSOCIATION 


NEW JERSEY Cleveland Auto Auction, Inc. Powers Auto Auction, Inc. 
Auto Auctions, Inc. 4305 Euclid Ave. P. O. Box 227 
oe 20 m2 Cleveland, Ohio Bristol, Tenn. 
East “poy . Ex Dayton Dixie Auto Auction, Inc. Tri-Stete Auto Auction, Inc. 
National Dealer change 5300 N. Dixie Dr. Box 5274 
Route 206 South Dayton 4, Ohio Whitehaven, Tenn. 
Bordentown, N. J. . 
Dealers’ Automobile Auction 
NEW YORK 300 S. Front St. TEXAS 
Tim An Dealers Auto Auction Fremont, Ohio Amarillo Auto Auction 
1906 Central A Mobiles, Inc. 3202 E. Tenth Ave. 
Albany 5, N. Y. 1130 Dublin Rd. Amarillo, Tex. 
~~ Auto Auction, Inc. Columbus, Ohio UTAH 
220 Greenpoint Ave. 
Brooklyn, N. Y. ee Salt Lake Auto Auction 
Syracuse Auto Auction ’ - 3403 S. State St. 
ette, N. Y. ° Salt Lake City, Utah 
Thruway Avto Auction, inc. PENNSYLVANIA 
2224 Union Rd. Butier Auto Auction VIRGINIA 
Buffalo, N. Y P. O. Box 806 sburg Auto Auction 
Butler, Pa. P. O. Box 1056 
NORTH CAROLINA Manheim Auto Auction, Inc. Fredericksburg, Va. 
Gate City Auto Auction R. dD. 1 
6000 High Point Rd. - B. Pe. ee > Cee 
Lm manera. Harold B. Robinson Auto Sales and Auction Co. Windsor, Va. 
P. O. Box 8251 6600 N. Broad St. 
Charlotte, N. C. Philadelphia 26, Pa. WASHINGTON 
NORTH DAKOTA onal Ww 
SOUTH CAROLINA 10844 E. Mar ey 
aoe Auto ate Co. Batesburg Auto Aucti oon, Seattle 88, Wash. 
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707 W. Waterloo Rd. Tri-Stete Auto Auction 
Akron, Ohio TENNESSEE Cuba City, Wis. 
Capito! Auto Auction, Inc. Nashville Auto Auction Wausau Auto Auction 
1199 Cleveland Ave. 1406 Lebanon Rd. R. 0.4 
Columbus 3, Ohio Nashville 10, Tenn. Wausau, Wis. 


TITLES GUARANTEED 


handled anywhere in the U. S. with details taken care of 

locally by the closest member of the National Auto Auc- 

tion Association. Save Trouble—Save Expensive Transpor- 

tation—Storage Free, Refurbishing and repairs at Dealer 

o—- Cars sold for cash at Auction to the highest dealer 
idder. : 


@ Leasing Firms—Your units for Liquidation can quickly be 
disposed of for Cash, Location of Cars no problem, Re- 
furbishing at Fleet Cost, No consignment too large or small. 


@ New Car Dealer:—Adjust your used car inventory every 
20 days, Auctions are the answer. 





Columbia St., Frankfort, Ind. 











8 


Attendance Doubles in a Year... 


AUTOMOTIVE NEWS, OCTOBER 27, 1958 


50,000 at Boston Import Show 


By Guy Livingston 
Staff Correspondent 

BOSTON. —Some indication of 
how imported cars have gained 
favor in the New England market 
in the last year was evidenced at 
the International Foreign Car Show 
at Mechanics Building here. Some 
50,000 New Englanders flocked to 
the show—twice as many as last 
year. 

A check of opening-day attend- 
ance showed some 10,000 persons 
streamed past the displays of 
Volkswagens, Borgwards, SAABs, 
Fiats, Simcas, Austins, MGs, Hill- 
mans, Citroens, Renaults and cus- 
tom-tailored specials, or twice as 
many as attended on opening day 
in 1957. 

Salesmen reported happily that 
the visitors were not “window 
shoppers,” but buyers. The crowd 
was reported a “serious” one by 
the exhibitors and many of the 
visitors carried notebooks and 
jotted down details of the various 
types of cars they were considering. 

New England, with its hilly ter- 
rain and its heavy concentration of 
colleges and schools, has proved a 
fertile region for the introduction 
of the small imports. Parking prob- 
lems in Boston, the region’s largest 
city, has been an added plus for 
sales of the imports. 

On display at the show were 200 
models from 42 manufacturers. 

There was little resemblance be- 


South St. Paul Dealers 


Slate First Auto Show 


SOUTH ST. PAUL., Minn.—The 
South St. Paul Automobile Dealers 
Assn. will sponsor its first annual 
auto show Nov. 14-16. Five dealer- 
members will have exhibits in the 
show at Fleming Field, the airport 
here. 

Top-name entertainment from the 
Twin Cities will be lined up for 
the show, according to Ed Rikess, 
Southview Chevrolet, association 


president. 








tween the average auto show and 
the import show. Among the more 
notable differences: Import fanciers 
are more interested in engines and 
talk is of compression ratios, trans- 
missions and gear ratios. 

Another major difference is in 
the brochure-and-pamphlet de- 
partment. These are in short 
supply on the sports-car circuit. 

One English car distributor re- 
ported: “That’s one item that 
bothers us. Our literature comes 
from Europe and the fastest lot 
we've ever received took three 
weeks. 

__The literature itself is classed by 


New Jersey Assn. 


Convenes Today 
In Atlantic City 


ATLANTIC CITY.—The New 
Jersey Automotive Trade Assn. has 
lined up an imposing array of 
speakers for its three-day conven- 
tion which opens today (Oct. 27) at 
Chalfonte-Haddon Hall here. 

Representing NADA on the pro- 
gram are President Dean Chaffin 
and General Counsel James C. 
Moore. Chaffin’s topic is “The Time 
Is Now,” and Moore will speak on 
“Good Faith in Government—Pros- 
ecution or Persecution.” 

Other speakers will be Stanley 
A. Pressler, Oldsmobile-Studebaker 
dealer who is professor of account- 
ing at the University of Indiana; 
Daniel A. Prager, vice-president, 
National Foundation for Consumer 
Credit, and P. James Deasy, a New 
Jersey dealer who is an expert on 
leasing. 

Also on the program are Frank 
J. Quinn, secretary-manager of the 
Automobile Club of Central New 
Jersey; Frederick J. Gassert jr. 
director of the State Division of 
Motor Vehicles, and David P. 
Whelchel, executive vice-president, 
Tennessee Automotive Assn. 


Over Registration Figures . . . 
Oregon Denies ‘Feud’ 


SALEM, Ore.—There is no feud 
with dealers over registration fig- 
ures as far as the State Motor Ve- 
hicle Department is concerned, ac- 
cording to James F. Johnson, 
director. 


“The long delays are not in the 
processing but in the receiving of 
necessary documents from dealers,” 
Johnson said. 


“In a recent study we made,” he 
continued, “we found that dealers 
were holding documents up to 128 
days in their offices before mailing 
them to us for processing.” 


Noting that noncompliance with 
department regulations had been 
cut from 37 to 6 percent of the 
dealers, Johnson said: 

“IT think the 6 percent of the 
noncomplying dealers are the ones 
most frequently engaged in the 
practice of false registration, hold- 
ing documents up to 128 days in 
their offices, and in general not 
caring to comply with the laws of 
the State. 

“I wish to compliment the 94 


con- 

tinued, citing a resolution by the 

Oregon Automobile Dealers Assn. 

asking the department to refuse to 
cars to phony addresses. 

move was designed to halt 


the sale of cars outside the dealer’s 
territory and the registration of 
them to false addresses to gain 
credit from the factory for market 
penetration, he said. 

“The department is putting out 
an official list of new-car regis- 
trations by make sold in each 
county,” Johnson said. “This ful- 
fills the requirements of the law. 

“We have had many letters from 
dealers complaining that they have 
been persecuted by the automobile 
manufacturers because of informa- 
tion the manufacturers were able 
to obtain from the registration slips 
which the department had formerly 
made available to a firm that com- 
piles various automotive statistics,” 
he added. 


some import fans as collector’s 
items. It ranged from the romantic 
Renault brochure, which starts: 
“Voila!,4 portieres-beaucoup de 
room ... gaite and chic practic- 
abilitie ...” to the more typical 
piece on the Maserati, which opens 
“The six-cylinder 3%-litre Gran 
Turismo di Lusso car has now left 
the development stage and is about 
to go into production. Its twin-cam 
six-cylinder engine produces 240 
b.h.p. and gives a maximum speed 
of about 145 m.p.h. . 

The 42 manufacturers represented 
six European countries (both sides 
of the Iron Curtain) and the Orient. 


The crowd included many 
young college couples shopping 
around for the least expensive 
transportation available and 
middle-aged persons looking for 
prestige-type cars priced in ex- 
cess of $10,000. 

Gaining the glance of every show- 
goer were an $11,500 Maserati Gran 
Turismo and a $45,000 racing Fer- 
arri. To hypo interest in the show, 
10 motion pictures of famous auto 
races were shown daily, and four 
times. daily a jazz concert was pre- 
sented with the Gerry Mulligan 
Quartet. 


Post Schedules 
Ad Campaign on 


Role of Dealers 


PHILADELPHIA. —The Satur- 
day Evening Post will sponsor an 
advertising campaign in January 
aimed at recognizing the impor- 
tance of the automobile dealer and 
the economic contributions of the 
auto industry. 

Advertisements will appear in the 
Post, Holiday, Ladies Home Jour- 
nal, the American Home and in 
more than 200 newspapers and 
Automotive News. 


The campaign will reach more) 
than 50 million readers in Curtis| 


publications alone. It is backed by 
extensive promotion material which 
will be sent to all auto dealers. 

The first advertisement, which is 
a black-and-white spread, will ap- 
pear in the Jan. 3 issue of the Post. 
Full-page ads also will break in 
January issues of the other Curtis 
magazines. A four-page “Spectac- 
ular” will run in the Dec. 1 Avrto- 
motive News. 

“We're trying to spotlight the im- 
portance of the automobile indus- 
try and its dealers—and we're using 
the Russian Chaika auto to do it,” 
said Peter E. Schruth, Post vice- 
president and advertising director. 

The headline for the advertise- 
ments reads, “New 1959 Chaika... 
$10,000.” Showing a front-end pic- 
ture of the Russian auto, the adver- 
tisement notes that a Russian has 
only one automobile dealer to go to 
—“The government.” 

It points out on the other hand 
that “John Smith sort of takes the 
car and truck dealers in his town 
for granted. Seems they’ve always 
been there . 





At IASI Space Drawing— 


With Miss Automotive, Eve Strausberg, center, lending a glamorous helping hand, 
representatives of over 400 auto service firms were assigned locations for the 1959 
International Automotive. Service Industries Show during space drawings held in 
Chicago. The show will be held Feb. 18-21 at the Navy Pier in Chicago. Members 
of the show's joint operating committee who took part in the drawing were, from 
left, Charles W. Zimmerman, Zim Mfg. Co., Chicago; Don H. Teetor, Perfect Circle 
Corp., Hagerstown, Ind.; Miss Strausberg; Victor B. Day, Bear Mfg. Co., Rock Island, 
i., and William J. Menghini, Springfield Auto Supply Co., Springfield, Ill. 
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Viewing the Imports in Boston— 


Attendance at the eight-day International Foreign Car Show in Boston was estimated 


at 50,000, which was twice as many as attended last year's event. 


The opening-day 


crowd numbered 10,000. On display were 200 models from 42 manufacturers. 


Profit Heads NADA Agenda 
For ’59 Chicago Parley 


WASHINGTON. 


the dominant theme when members 
of NADA assemble in Chicago Jan. 
31-Feb. 4 for their 42nd annual con- 
vention. 

The convention’s keynote ad- 
dress, “The Outlook for YOUR 
Business in 1959” will be deliv- 
ered by Merryle Stanley Rukey- 
ser, economic analyst. 

Final convention plans were map- 
ped last week in Chicago when the 
NADA convention committee held 
its last formal meeting prior to the 
convention. 

Assisting in drawing up the 
agenda were Dean Chaffin, NADA 
president; Frederick J. Bell, execu- 
tive vice-president; Walter Kip- 
linger, director of conventions and 
exhibitions; Bill Hamilton, director 
of membership, and Leroy Smith, 
exhibition manager. 

Two major features of the 1959 
convention will be panel discussions 
covering what NADA considers two 
of the most significant topics of 
today, “Are Imported Cars Here 
to Stay?” and “What About Car 
and Truck Leasing.” 

Staged in conjunction with the 
convention will be the National 
Automobile Dealers Equipment Ex- 
hibition. 

Entertainment will be head- 
lined by Dinah Shore and Pat 
Boone and the 1959 edition of 
The NADA Revue. A “pops” con- 
cert by the Chicago Symphony 
Orchestra and a convention 
dance are also billed. 


Other program highlights as) 
listed by the convention committee} 


‘Dealers Order 


include: 


“Putting the Spirit of Team Play | 


into an Organization,” by Leo Dur- 
ocher, vice-president of NBC and 
world-famous sports figure. 

“How to Use Sell in Your Service 
Department,” by Cliff J. Houser, 
general manager, Birkett L. Wil- 
liams Co. (Ford), Cleveland. 

“How to Deal with Price-Con- 
scious Buyers in a Competitive 
Market,” by Dr. Kenneth Haas, 
business psychologist in the depart- 
ment of marketing at Chicago's 
Loyola University. 

“What About Used Car Mer- 
chandising in 19597” by C. J. 
Whittey, president, Corwin- 
Churchill Motors, Inc., (Chrysler- 
Plymouth), Bismarck, N. D., rep- 
resenting smaller communities. 
(A speaker for metropolitan 
communities will be announced 
later, NADA said.) 

“What About Truck Merchandis- 
ing in 1959?” by Jack Weed, truck 
editor, Automotive News, Detroit, 
and Ed Sahli, Beaver Falls, Pa., 
chairman of the NADA truck com- 
mittee. 

“Humor—a Business Asset,” by 
the Rev. Laurence H. Hall, pastor of 
St. Paul’s Episcopal Church, Cleve- 
land. 

The convention also has sched- 
uled two dramatic presentations. 
“How Much Does It Really Cost 
You to Sell an Automobile?” was 
written by William Hamilton of the 
NADA staff. It will be produced by 






— “A Profitable | 
Industry Serves America” will be} 


Music Corp. of America and played 
by professional actors. 

The other, “How Do You Make 
Your Advertising Help Earn a 
wana for You?” will feature Ed- 





ward A. Falasca, director of pro- 
| motion, Bureau of Advertising, 
| Newspaper Publishers Assn., and 
| Poland Postel, automotive manager 
|of the bureau. 

Drawn up for dealers’ wives is 
a special program including a 
fashion show, a lecture by John 
Mason Brown and a Sunday eve- 
| ning musicale. 

Chairman of the convention com- 
mittee is Frank H. Yarnall, Chi- 
cago. Members of the committee in- 
clude W. R. Bryden, Beloit, Wis.; 
Frank Collord, Waterloo, Ia.; Harry 
B. Craycroft, Vandalia, IIL; Freder- 
ick M. Sutter, Columbus, Ind; 
Frank Dawson, Tucson, Ariz. (spe- 
cial consultant for non-denomina- 
tional church service), and Edward 
L. Cleary, Chicago. 

Meanwhile, at a meeting of the 
NADA executive committee, it 
was announced that Bryden and 








John M. Walker (Chevrolet), Cov- 
ington, Ky., had been reelected as 
representatives of their states on 
the NADA board and would head 
their state delegations at the con- 
vention. 

The new Florida representative 
on the board is William H. (Bill) 
Terry, Jacksonville Buick dealer 
and former New York Giant base- 


| ball player who was elected to the 


sport’s Hall of Fame in 1954. He 
succeeds Charles B. Tutan, Miami, 
who did not seek reelection. 


100,000 Buicks, 


Ragetale Says 


FLINT. — Buick has received 
more than 100,000 new-car orders 
from its dealers, Edward T. Rags- 
dale, general manager, said last 
week. 

Buick got back into production 
Oct. 20 after a 15-day strike which 
idled its 13,000 hourly employes in 
Flint. Ragsdale said full production 
should be reached by the first of 
this week. 

“We had shipped more than 26,- 
000 new cars before the strike 
began,” Ragsdale said, “So we now 
have a backlog of about 74,000 
dealer orders. More than half of 
these cars on order already have 
been sold.” 

He said the trend-of orders from 
dealers showed that the popularity 
of Buick’s highest-priced Electra 
series had increased since the car 
was introduced. 

“Dealer orders ran about 17 per- 
cent for the Electra when the car 
was first introduced,” he explained. 
“But since that time they have 
increased to approximately 29 per- 
cent.” 

Orders for the lower-priced Le- 
Sabre series currently are running 
about 50 percent of the total, Rags- 
dale said. 
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WHY THE FIRST MILLION ? 


SuBuRBIA Topay is adding newspapers and markets even as this announcement 
is being made, based on the criteria established in our introductory promo- 
tion. This first 1,000,000 circulation represents the distribution promised and 
guaranteed to advertisers. 

We are not interrupting the circulation growth of SuBurBIA Topay at a mil- 
lion. Its national coverage pattern will be expanded to the finest residential 
suburbs of possibly fifty metropolitan markets, but present advertising rates 
are guaranteed through June, 1959. 


This is no ordinary million. 


Among the magazines that boast of their valuable suburban coverage, only 
SuBURBIA Topay will be distributed exclusively in the better suburbs. Only 
SuBURBIA TopaAy will direct its entire editorial content specifically to the broad 
interests, social activities and family aspirations of the best customers an ad- 


vertiser ever had! 


In this dynamic, acquisitive, highly prosperous shop-at-home complex, the success- 

ful merchant — your dealer — uses the advertising pages of the local community 

newspaper that covers its market like the dew. He knows that his community paper i= 
is the dependable guide his customers shop by. He’ll respond enthusiastically to 

your merchandising plans for products advertised in SuBurBIA Topay. 


Schedule Susursia Topay in 1959 to project your advertising in the orbit of con- 
sumer purchasing power of the expanding suburbs. Orders now being accepted for the 
January, 1959 issue. 

Contact your SusurBia Topay representative for a list of the outstanding suburban 
communities to be covered by the first 1,000,000 circulation of SuBuRBIA Topay. 
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TOTAL CIRCULATION OF ABOVE crv) 





SUBURBIA TODAY'S national pattern of influential 
community newspapers in these selected suburbs... 





Metro area 
and county 


NEW YORK CITY 
Fairfield (Conn.) 
Essex (N. J.) 
Bergen (N. J.) 
Somerset (N. J.) 









Union (N. J.) 
Essex (N. J.) 


CHICAGO 
Cook 







ea 


DuPage 


Cook-DuPage 


LOS ANGELES 
Los Angeles 


Orange 


PHILADELPHIA 
Montgomery — 
Delaware — 
Chester 


Montgomery 


Burlington (N. J.) 
Camden (N. J.) 


BOSTON 
Middlesex 


1,005, 08 








Major coverage 
of circulation 


Westport, Fairfield, Weston 
Maplewood, South Orange 
Teaneck 


Somerville, Bound Brook, 
Raritan 


Summit 
Millburn, Short Hills 


Park Ridge 

Skokie, Lincolnwood, 
Morton Grove 

Arlington Heights 

Des Plaines 

Homewood-Flossmoor 

Mount Prospect 

Prospect Heights 

Palatine, Hoffman Estates 

Wheeling 

Park Forest 

Rolling Meadows 

Arlington Heights 

Chicago Heights, Beecher, 
Crete, Frankfort, 
Glenwood, Matteson, 
Monee, Olympia Fields, 
Richton Park, Steger, 
Thornton 

Evergreen Park, Oaklawn 

Chicago Ridge, Worth 

Downers Grove 

Wheaton, Glen Ellyn 

Bensenville 

Bensenville 

Roselle 

Addison 

Elk Grove 

Hinsdale, Riverside, 
LaGrange, LaGrange Park, 
Western Springs, 
Brookfield, North 
Riverside, Clarendon 
Hills 


North Hollywood, Encino, 
Reseda, Sherman Oaks, 
Tarzana, Van Nuys 

Santa Monica, Pacific 
Palisades, Brentwood 

Glendale, LaCanada, 

La Crescenta 
Alhambra, San Gabriel 
Beverly Hills, Bel Air, 

Westwood 
Monrovia, Arcadia 
Burbank 
Altadena 
San Marino 
Newport Harbor, Balboa 


Overbrook, Merion, 
Narberth, Wynnewood, 
Ardmore, Haverford, Bryn 
Mawr, Rosemont, 
Villanova, Radnor, 

St. Davids, Wayne, 
Strafford, Devon 
Berwyn, Dolesford, 
Paoli 

Jenkintown, Wyncote, 
Elkins Park 

Glenside, Edge Hill 

Sunnybrook, Oreland 

Lansdale, Hatfield, North 
Wales, Souderton 

Ambler, Erdenheim, Ft. 
Washington, Flourtown 

Hatboro, Ivyland, 
Warminster, Johnsville, 
Willow Grove, Horsham, 
Southampton, Abington, 
Huntingdon Valley, 
Warrington, Roslyn 

Mount Holly 

Haddonfield, Haddon 
Heights, Audubon 


Newton 

Arlington 

Melrose 

Natick 

Woburn, Winchester 
Reading — 


Newspapers 


Town Crier 
News-Record 
Sunday Sun 


Messenger-Gazette 
Herald 
Item 


Herald 


Life 

Herald 
Suburban Times 
Star 

Herald 

Herald 
Enterprise 
Herald 

Star 

Herald 

Cook County Herald 


Star 


Southtown Economist 
(Suburban Edition) 


Reporter 

Journal 

DuPage C’ty Register 
Register 

Register 

Register 

Herald 


Suburban Life 


Valley Times 
Outlook 


News-Press 
Post-Advocate 


Citizen 
News-Post 
Review 
Altadenan 
Tribune 
News-Press 


Mainline Times 
Jenkintown Times 
Chronicle 


Glenside News 
Sun 


Lansdale North Penn 
Reporter 


Gazette 


Public Spirit 
Herald 


Town Crier Herald 


Graphic 

Advocate 

Free Press 

Suburban Free Press 
Times 

Chronicle 


Metro area 
and county 


BOSTON (Cont'd) 
Middlesex 


Norfolk 


Plymouth 


Essex 


SAN FRANCISCO 
San Mateo 


PITTSBURGH 
Allegheny 


Westmoreland 


CLEVELAND 
Cuyahoga 


Summit 


Geauga 


WASHINGTON, D.C 
Arlington (Va.) 
Loudoun (Va.) 
Prince William (Va.) 
Montgomery (Md.) 


Prince Georges (Md.) 


MINNEAPOLIS- 
ST. PAUL 


Hennepin 


DALLAS-FORT WORTH 
Dallas-Tarrant 


Dallas 
Tarrant 


BALTIMORE 
Baltimore 
Anne Arundel 


Cerroll 


Major coverage 
of circulation 


Belmont 
Brookline 
Milton 
Needham 
Dedham 
Walpole 


Cohasset, Scituate, 
Hingham 


Plymouth 
Peabody 


San Mateo, Burlingame, 
Hillsborough, Belmont, 
Millbrae, San Bruno 


Redwood City, Atherton, 
Menlo Park, San Carlos, 
Woodside 


Mount Lebanon 

Sewickley, Edgeworth 

Brentwood, Whitehall 

Bethel, West Mifflin 

Chartiers Valley 

Penn Hills Township, 
Churchill 

Coraopolis 

Fox Chapel, Allison Park, 
Glenshaw, Sharpsburg 

Bellevue, Ben Avon Heights, 
Emsworth 

Ligonier 


Shaker Heights, Cleveland 
Heights, University 
Heights, Beechwood, 
Pepper Pike, Warrensville 
Heights 

Gates Mills, Hunting Valley, 
South Euclid, Lyndhurst, 
Mayfield Heights, 
Richmond Heights 

Chagrin Falls, Solon 

Berea, Middleburg Heights, 
Olmsted Falls 

Hudson 

Cuyahoga Falls, Silver 
Lake 

Burton, Chardon, 
Chesterland, Middlefield, 
Newbury 


Arlington, Falls Church 
Leesburg 
Manassas 
Silver Spring, Bethesda, 


Chevy Chase, Takoma Park, 


Wheaton, Kensington 
Rockville, Gaithersburg 


College Park, Hyattsville, 
Mt. Rainier, Cheverly, 
Bladensburg 


Edina, Morningside 
Hopkins, Minnetonka 
St. Louis Park 

Lake Harriet 

Golden Valley 
Robbinsdale 
Brooklyn Center 


Arlington, Grand Prairie 
Semi-weekly, Arlington 
News (established 1910) 
and semi-weekly Grand 


Prairie Texan (established 


1908) combining October 
29, 1958, with minimum 
guaranteed paid circula- 
tion of 11,000 daily 
Irving 
Ridglea, Arlington Heights 


Towson, Pikesville 


Annapolis 

Glen Burnie, Pasadena, 
Linthicum, Arnold, 
Severna Park 


Westminster 


Newspapers 


Citizen 
Citizen 
Record 
Chronicle 
Transcript 
Times 


South Shore Mirror 
Old Colony Memorial 
Times 


Times 


Tribune 


News 
Herald 
News 
Boro News 
Times 


Progress 
Record 


The Herald 


City & Suburban Life 
Ligonier Echo 


Heights Sun-Press 


Hillcrest Sun-Press 
Valley Herald 


News 
Times 


Falls News 


Times-Leader 


Northern Va. Sun 
Times-Mirror 
Journal Messenger 


Suburban Record 
Sentine! 


Prince Georges Post 


Courier 

Hennepin C’ty Review 
Dispatch 

Courier 

Suburban Press 
North Hennepin Post 
Press 


News-Texan 
Citizen News 
West Side Post News 


Union News 
Evening Capital 


Maryland Gazette 
News 


Carroll County Times 


Metro area 
and county 


MILWAUKEE 
Milwaukee 


Waukesha 


CINCINNATI 
Hamilton 


HOUSTON 
Harris 


PROVIDENCE 
Bristol 


Warwick 


ATLANTA 
DeKalb 


DAYTON 
Montgomery 
Miami 


ROCHESTER 
Monroe 


HARTFORD 
Hartford 


DENVER 
Arapahoe 


Jefferson 


NEW ORLEANS 
Jefferson 


MIAMI 
Broward 


LOUISVILLE 
Jefferson 


SYRACUSE 
Madison 
Onondaga 


MEMPHIS 
Shelby 


BIRMINGHAM 
Jefferson 


SAN DIEGO 
San Diego 


RICHMOND 
Chesterfield 


OKLAHOMA CITY 
Oklahoma 


SAN ANTONIO 
Bexar 


Major coverage 
of circulation 


Whitefish Bay, Fox 
Point 


Shorewood 
Wauwatosa 
Brown Deer 
Glendale 
Elm Grove 
Brookfield 


Mariemont, Indian Hill 
Madeira, Terrace Park 


Montgomery, Deer Park, 
Kenwood, Sycamore 
Twship., Silverton, 
Loveland 


Cheviot, Westwood, Green 
Township 


River Oaks 


West University Place, 
Southside Place 


Bellaire, Westbury, 
Meyerland, Willow Bend 


Barrington 
Bristol 
Warwick 


North Atlanta, North 
Decatur, Chamblee, 
Doraville, Dunwoodie, 
Sandy Springs 


Kettering, Oakwood 
Troy 


Fairport 
Penfield 
Webster 


Manchester, Glastonbury, 
Rockville, Andover 


Englewood, Cherry Hills 


Littleton 
Lakewood, Wheat Ridge 


Metairie 


Hollywood, Golden Beach, 
Hallendale 


St. Matthews, Windy Hills, 
Cherrywood, Richlawn 


Buechel, Meadowview 


Cazenovia 
Fayetteville, Manlius 
Skaneateles 

DeWitt 


Whitehaven 


Homewood, Bluff Park, 
Mountain Brook 


La Joffa, Pacific Beach, 
Mission Beach, Delmar, 
Clairemont 


Coronado 


Colonial Heights, Chester 


Nichols Hills, The Village 
Nichols Hills, Britton 


Alamo Heights, Olmos Park, 
Terrell Hills 





Newspapers 


Herald 
Herald 
News Times 
Herald 
Herald 

Elm Leaves 
News 


Eastern H. C. 
Messenger 


Sycamore Messenger 


Western Hills Press 


Times 
Southwest Argus 
Texan 
Times 


Phoenix 
Beacon 


North DeKalb Record 


Times 
Daily News 


Herald Mail 
Press 
Herald 


Herald 


Herald Enterprise 
Press 


Herald 
Sentinel 


Jefferson Parish 
Times 


Sun-Tattler 


Voice of St. Matthews 
Reporter 


Republican 
Eagle-Bulletin 
Press 

Times 


Whitehaven Press 


Shades Valley Sun 


North Shores 
Sentinel 


Journal 


Chester News Journal 


Ye Town Crier 
North Star 


Heights News 





_ SUBURBIA TODAY 


The smart monthly 
colorgravure magazine 
of newspapers 

in selected 


suburban communities 


THE MAGAZINE OF PLEASANT PLACES 





MADRE GET OM URSURE om Rees Onto A SUMMAMER MYSTERY by Glinabeth Bowen 
OE Rte te LOTR ITA ee ae RO Cae mae 


A new KEY BUY for 1959 
advertising schedules 


Published monthly — distributed during the first full week of each month. 


RATES AND DISCOUNT yased on 1,000,000 


1. GENERAL ADVERTISING 


FOUR COLOR 
Back Cover $ 5,875.00 1/2 Page $ 3,355.00 
1 Page 5,600.00 Center Spread 11,200.00 
7/10 Page 4,270.00 3/5 Center Spread 7,625.00 
3/5 Page 3,810.00 


ONE COLOR AND BLACK 


1 Page $ 5,150.00 2/5 Page $ 2,215.00 
7/10 Page 3,730.00 3/10 Page 1,680.00 
3/5 Page 3,235.00 1/5 Page 1,140.00 
1/2 Page 2,725.00 
MONOTONE 
1 Page $ 4,555.00 2/5 Page $ 1,825.00 
4/5 Page 3,645.00 3/10 Page 1,370.00 
3/5 Page 2,735.00 1/5 Page 915.00 
1/2 Page 2,280.00 1/10 Page 460.00 
Agate Line $5.55 


Liquor, wine or beer advertising will be omitted from 
copies of SUBURBIA TODAY distributed by news- 
papers whose policies or local restrictions prohibit such 
advertising. The additional production costs involved in 
printing two editions of SUBURBIA TODAY require 
that the above General Advertising rates apply to liquor, 
wine, or beer advertising although such advertising may 
not be carried in the full press run of SUBURBIA 
TODAY. 


rculation auarantee effective January. 1959 


2. DISCOUNTS 


This schedule of Discounts will apply on advertising 
within the contract year and will be allowed for either 
Space or Frequency, whichever is larger, but not for both. 


SPACE DISCOUNTS 
Equivalent of 6 pagesor more 2% Equivalent of 39 pagesor more 16% 
Equivalent of 13 pages or more 6% Equivalent of 52 pages or more 20% 
Equivalent of 26 pages or more 12% 


FREQUENCY DISCOUNTS 
13 times or more in contract year 2% 39 times or more in contract year 6% 
26 times or more in contract year 4% 52 times or more in contract year 7% 


Schedules composed of mixed space units are entitled to 
standard Frequency Discounts except when the use of 
the smaller units lowers the total cost of the campaign 
below the amount which the larger units reached at their 
earned rate. 


Combination SUBURBIA TODAY-FAMILY WEEKLY Discount 


Equal units of space for the same advertiser in both 
SUBURBIA TODAY and FAMILY WEEKLY, and 
appearing in SUBURBIA TODAY within 30 days be- 
fore or after an insertion in FAMILY WEEKLY, earn a 
15% discount on SUBURBIA TODAY rates. This dis- 
count to be figured on the gross, before space or fre- 
quency discounts are applied. 

The advertiser will be entitled to either the space or 
frequency discount on SUBURBIA TODAY rates that 
is earned on advertising in FAMILY WEEKLY, pro- 
vided he elects to forego the SUBURBIA TODAY space 
and frequency discount above. 


Suburbia Today 


Leonard $. Davidow, Publisher 
153 North Michigan Avenue, Chicago 1 
ANdover 3-1270 


NEW YORK 22: 405 Park Avenue, Plaza 5-7900; 
DETROIT 2: 3-223 General Motors Bidg., TRinity 1-5262 
CLEVELAND 15: 604 Hanna Bidg., PRospect 1-4677 
LOS ANGELES 5: Blanchard-Nichols Assoc., 633 S. Westmoreland Ave., DUnkirk 8-6134 
SAN FRANCISCO 4: Blanchard-Nichols Assoc., 33 Post St., YUkon 6-6341 
MIAMI 32: J. Bernard Cashion, Chamber of Commerce Bidg., FRanklin 1-994} 
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AUTOMOTIVE NEWS, OCTOBER 27, 1958 








Auto Personnel 





Superior Pattern & Mfg. Co. has 
named J. P. Sanders Co., as a rep- 
resentative. 

Sanders had been with the Mur- 
ray Corp. of America for 17 years. 

* oa * 


AMC Names Central Division 


Service and Parts Chief 
j. F. Buck has been appointed 
central division parts and service 
manager of 
American Motors. 
Buck, formerly 
Detroit zone 
parts and service 
manager, has 
been with the 
company since 
1947 when he be- 
came a parts and 
service represen- 
tative in the St. 
: Louis zone. He 
J. F. Buek has a total of 21 
years experience in the automotive 
service and sales fields. 
* + * 


Diltz Joins AMP 
David M. Diltz has been ap- 
pointed assistant to the sales vice- 
president of American Metal Prod- 
ucts Co., Detroit. 
« 





= * 


Cornell-Dubilier Names Niesi 


Divisional Sales Manager 

Jack J. Niesi has been appointed 
sales manager of the automotive 
distributor division of Cornell- 
Dubilier Electric Corp., South 
Plainfield, N. J. 

Niesi formerly was sales manager 
of Nemco products division, Van 
Norman Industries, Inc. He also 
served as sales manager of Na- 
tional Electronic Mfg. Co. 

© « > 


Berryman and Evans 


Promoted by Associates 


Appointments of Robert E. Berry- 
man as assistant vice-president of 
Associates Investment Co.’s Other 
Products division, and Ted R. 
Evans as Lansing regional man- 
ager have been announced. 

Berryman, who had been Lansing 
regional manager 10 years, suc- 
ceeds Wayne M. Singer, now vice- 
president of Associates’ Central di- 
vision. Evans joined Associates in 
1946 and had been branch manager 
in Oklahoma City since 1953. 

> > > 


Stran-Steel Appoints 


Seven to New Posts 


Stran-Steel Corp., Detroit, has 
announced the appointment of C. 
V. Blackburn as executive vice- 
president, and six other men to 
top posts in the corporation. Black- 
burn has been sales vice-president. 

Other appointments include Julius 
G. Skaaren as general sales man- 
ager, George R. Thomas as building 
sales manager, Max Luft as market- 
ing service manager, Lamar Heine 
as customer service manager, Rob- 





He had been administrative vice- 
president of the Byron Jackson 
division, Borg-Warner Corp. 

Scott will be a member of the 
Budd Policy Committee and super- 
vise operations of the Nuclear Sys- 
tems division, Continental Diamond 
Fibre Corp., Tatnall Measuring 
Systems Co. and Krouse Testing 
Machine Co. 


* 


White Names Purvine 


Harvey Purvine has been named 
Atlanta regional service manager 
for White. 


* * 


* 


General Boosts Andrew 


Neil M. Andrew has been named 
truck-tire sales manager, General 
Tire & Rubber Co.’s New York di- 
vision, announced by L. L. Higbee, 
trade sales manager. Formerly 
Hempstead (Long Island) territory 
salesman, Andrew replaces Howard 
F. Schlamp who has been pro- 
moted to a special assignment in 
the New York area. 

* cd * 


Olds Promotes Radke 


In Nonproduct Purchasing 

Arthur C. Radke, 44, has been 
appointed general supervisor of 
nonproduct purchasing for Oldsmo- 
bile. 

Radke, a divisional buyer in non- 
product purchasing for seven years, 
succeeds the 
E. R. Johnson replaces Radke. 


Reo Appoints Hoag 


Field Sales Coordinator 
Orville J. Hoag has been ap- 


* + 


pointed field sales coordinator for | 


Reo division, 
White Motor Co., 


Lansing. 
In this position 
Hoag will serve 


Reo’s field organ- 
ization in those 
areas calling for 
special factory 
represen 
tation. This in- 
cludes sales edu- 
cation, sales 
penetration analy- 


0. 4. Hoag 
sis, sales promotion and fleet sales 


solicitation. He will also assist in 


Reo's distributor expansion cam-| 


paign. 
. 


Mattie Joins Eaton Board 
William A. Mattie, administrative 


| vice-president, Eaton Mfg. Co., has 


ert R. Scrase as executive assistant | 


to the executive president, and 
John H. Murphy as product plan- 
ning and coordinating department 


manager. 


* o > 


Walters Joins Saco-Lowell 

Royden Walters has been ap- 
pointed executive assistant to the 
president of Saco-Lowell Shops, 


Boston. 
= - « 


Earl, Murphy Named Reps 

John Earl and J. Boe Murphy 
have been appointed representa- 
tives of Auto-Test, Inc., manufac- 
turer of automotive electrical-test 
equipment. They will cover Mis- 
souri, Nebraska, Kansas, East St. 
Louis, Ill, and parts of Iowa. 

~ 7” = 


Auto-Lite Names Carey 


To Head Military Sales 


John F. Carey has been appointed 
head of military sales for Electric 
Auto-Lite Co.’s Electrical Products 
Group. 

Carey formerly was Eastern dis- 
trict manager of Fruehauf Trailer 
Co.’s Missile Products division. 

” * ~ 


Scott Named Budd V-P; 


Directs Four Divisions 

Philip W. Scott has been elected 
a group vice-president of Budd Co. 
with supervision over four divisions. 


been elected a director of the com- 
pany. He succeeds the late Fred H. 
Chapin. Mattie has been a member 
of the Eaton organization since 
1938. 


> > > 


Higgins Named to Head 


Pressed Metal Institute 


The Pressed Metal Institute has 
elected the following officers for 
the coming year: 

Carter C. Higgins, Worcester 
Pressed Steel Co., Worcester, Mass., 
president; F. F. Rimmler, Volkert 


| Stampings, Inc., Queens Village, N. 
|¥., and M. A. Sherwood, Grand 


| 
| 
| 


g 
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Ad Award— 


A gold certificate award for an out- 
standing industrial campaign was won by 
Aro Equipment Corp., Bryan, O., in the 
1958 competition conducted by the Affil- 


iated Advertising Agencies Network. Ar- 
thur Reichert, left, president, Beeson- 
Reichert, Inc., Toledo affiliate of AAAN, 


makes the presentation to Gilbert S. King, 
center, Aro ad manager, and Ralph W. 
Morrison, Aro marketing director. 


late Fred A. Wiles.) 





Haven Stamped Products, Grand 
Haven, Mich., vice-president; Mel- 
vin Lorentz, HPL Mfg. Co., Cleve- 
land, secretary-treasurer, and W. 


Bryant Gemmill, American Stamp-| 


ing Co., Cleveland, honorary secre- 
tary-treasurer. 
a 


* * 


Hitchcock Joins Henney 


As Sales Vice-President 


Clare L. Hitchcock has been 
elected sales vice-president of Hen- 
ney Motor Co. He 
succeeds Warren 
W. Schwed, as- 


duties in public 
relations and 
marketing for 
Henney and Eur- 
eka Williams 
Corp. 

Hitchcock, who 





» will make his 
| oom Par headquarters in 
| C.-L. Hiteheock Canastota, N. Y., 


|had been director of market re- 
|}search for Diamond T. Earlier he 
| was truck-sales manager for Stude- 
| baker-Packard. 


* * oe 


Gulf Promotes Hunter 


R. A. Hunter has been elected 
administrative vice-president, mar- 
| keting department, Gulf Oil Corp. 
| He will continue as coordinator for 
|all marketing. Hunter, who joined 
Gulf in 1933, also has been named 
chairman of the company’s market- 
ing council. 

= 


= * 


Dole Promotes Traeger 


Hugo H. Traeger has been named 
assistant to the director of Dole 
Valve Co.’s automotive jobber re- 
placement division. He has been 
with Dole in sales capacities eight 
years. His most recent assignment 
was in the Detroit office. 

> . > 


Pontiac Shifts Johnston 


J. W. Johnston has been ap- 
pointed assistant manager of the 
Pontiac sales zone in Atlanta. He 
had been assistant zone manager 
in Dallas. 

. 


| White Promotes Shar pe 


Robert F. Sharpe has been named 
manager of the Southern region for 
White Motor Co. Atlanta will be 
his headquarters. He formerly was 

| manager of the Dallas region. 


j > * > 


Graham Appointed 

| John Graham has been appointed 
|to assist Andrew Mras, president 
of American Metal Products Co., 
in the firm’s diversification pro- 
gram. Graham came to AMP from 
Bendix Aviation Corp., where he 
assisted in the Bendix diversifica- 
tion program. 

> > > 


‘GM Promotes W. K. Jensen, 


Dobb; C. H. Jensen Retires 


| Two engineering appointments 
and a retirement have been an- 
nounced by GM. 


| Walter K. Jensen succeeds Carl 

H. Jensen (no relation) as director 
|}of parts fabrication. Carl Jensen 
|is retiring after 32 years with GM. 
| John A. Dobb was named assistant 
| director of the Engineering Staff's 

new devices section. He succeeds 
| the late H. D. Seelinger. 


* * > 


fF Osterman Joins Auto-Lite 


Joseph T. Osterman’s appoint- 
ment as Chicago district represen- 
tative of Electric Auto-Lite Co.’s 
electrical products group has been 
announced. A veteran of 18 years in 
in the automotive industry, Oster- 
man has most recently been assist- 
ant manager of the Chicago re- 
gional office of American Bosch 
division of American Bosch Arma 
Corp. 

« 


* * 


General Tire Ups Movsesian 


Harry Movsesian has been pro- 
moted to truck-tire sales manager 
for General Tire & Rubber Co.’s 
Twin City division. He formerly was 
a territory salesman in the Pitts- 
burgh division. 

* 


* * 


Heffner, Brunskill Move Up | 


Thomas L. Heffner has been pro- 
moted to Southwest manager of | 
TBA sales for General Tire & Rub-| 
ber Co. Richey I. Brunskill has 
been named manager of General 
Tire’s Memphis division. 
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“did you say — 
‘atomized’ ? 
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SSA ANODIZED ! 
Anodized aluminum from Alcoa”! 


Plenty of punch in that word, too. It means tough, 
strong automotive trim that doesn’t pit, peel or 
corrode. Prospects perk up when you tell them about 
anodized trim of Alcoa® Aluminum. It’s nationally 
advertised! 


ALCOA ALUMINUM...FOR GLEAM AND GO! 
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RESULTS!! 


That's what you get with a low-cost ad in the ‘‘market place 
of the automotive industry” the want ad section of 
AUTOMOTIVE NEWS. 


Your message in the classified pages of AUTOMOTIVE NEWS 
will reach an estimated 150,000 key industry men in automotive 
retailing, manufacturing, marketing and financing. 


GENERAL CLASSIFICATIONS 
OF WANT AD HEADINGS: 


Help Wanted 

Position Wanted 

Dealerships Available 
Dealership Wanted 
Manufacturers’ Representative 
Dealer Services 

New Lines Wanted 

Business Opportunities 

Parts For Sale Mailing Lists 

Parts Wanted Miscellaneous 

(We — be glad to consider new headings if demand warrants 
same. 


CLASSIFIED RATES: 22c per word for each insertion. Minimum 15 
words. Position Wanted: llc per word. Add $1 per insertion for use 
of box number. Contract rates available on request. 


DISPLAY CLASSIFIED RATES: $12.30 per column inch for each in- 
sertion. Minimum one inch—maximum ten inches. Contract rates 
available on request. 


Closing Deadline: Six days in advance of publication date. Advance 
payment required. 


Use this space for your classified advertising message. Indicate size 
desired if display. 


Car Recovery 

Cars For Sale 

Cars Wanted 

Trucks For Sale 

Trucks Wanted 

Shop Equipment For Sale 

Shop Equipment Wanted 
Antique & Classic Cars For Sale 





Company:___ 
| Address: 





| Clip and Mail This Form To: 
WANT AD DEPARTMENT 


Automotive News 


965 East Jefferson Avenue, Detroit 7, Michigan 
| 
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Realistic Auto Settlements 
Promise Rise in Market 


auto industry has escaped from the round of 1958 
collective-bargaining sessions with only moderate inter- 
ruption to new-model production. Such delays as have occur- 
red in wrapping up contract settlements at various plants, 
are being resolved. 


For settlements without major tieups, dealers and manu- 
facturers can be thankful. One of the factors in the reces- 
sion in new-car sales undoubtedly was the fear of a nation- 
wide auto strike. The UAW’s strike deadline was postponed 
until the very end of the model year, heightening this fear. 


The exorbitant tenor of the UAW’s original demands, 
stressing a share of profits and shorter work weeks, may 
have helped draw the strings on the public pocketbook. 


It is noteworthy that the Big Three auto manufacturers 
stood firm on their original offer of a contract extension 
until the last-minute showdown. 


Then, in order to gain the stabilizing benefit of a three- 
year contract, “fringe benefit” concessions were made on 
pensions and supplemental unemployment benefits. 


But the stand of the Big Three demonstrated to Reuther 
that he can not ceaselessly continue to “whipsaw” the large 
auto producers into unrealistic and inflationary programs. 


If the 1958-1961 auto contracts do prove “non-inflation- 
ary,” as Reuther and factory executives contend, dealers 
can manifest a special vote of thanks. The price rises on 
1959 models was the lowest in recent years—a sign of hope 
for the future. 


The spiral of rising prices on new cars must be halted in 
order to restore the market to the level of maximum volume. 
It is to be hoped that Reuther’s final acceptance of the 
economic facts of life this year should set an example for 
brother unionists, who also have aimed at a moon which 
does not exist. 














Coming 
Events 


Dealer Conventions 


Oct. 25-27Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 

Atlantic City. 
Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 
Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Nov. 16-I18—Mississipp: Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 16-18—National Independent Auto- 


mobile Dealers Assn., Edgewater Beach 
Hotel, Chicago. 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4— National Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 

, Roosevelt Hotel, New Orleans. 
15-17—Automobile Dealers Assn. 
of North Dakota, Bismarck. 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon 
Assn. Salem. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

* * * 


Auto Shows 


Nov. 5-16—Turin Auto Show, Turin, Italy. 

Nov. 13-22—Burlingame-San Mateo Auto 
Show, Hillsdale Shopping Center, San 
Mateo, Calif. 

Nov. 14-23—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles, 

Nov. 21-30—St. Louis Auto Show, St. Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Nov. 25-30—Phoenix International Automo- 
bile Show, Phoenix, Ariz. 

Nov. 25-30—Spokane Auto Show, Spokane 
Coliseum, Spokane, 

Nov. 26-30—St. Pau! Auto Show, Municipal 
Auditorium, St. Paul. 

Nov. 26-Dec. !—Sioux Falls Auto Show, 
Coliseum, Sioux Falls, S. D. 

Nov. 29-Dec. 7—Houston Auto Show, Sam 
Houston Coliseum, Houston. 
Dec. 10-14—Omaha Auto Show, 
Municipal Auditorium, Omaha. 
Jan. 9-18—Midwest Auto Show, Municipal 

Auditorium, Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 10-18—30th Annual Auto Show of the 
National Capital Area, National Guard 

Armory, Washington. 


Automobile Dealers 


Omaha 


Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, State 
Armory, Brockton, Mass. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterlvy Armory. Tamps 


Jan, 23-25—Birmingham Auto Show, Birm- 
ingham, Ala. 

Jan, 24-Feb. |—Toledo Auto Show, Sports 
Arena, Toledo 

Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 
torium Miami. 

Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium, Milwaukee. 

Feb. 19-23—Albuaquerque Auto Show, State 
Fair Coliseum Bldg. Albuquerque. 

Feb. 27-March 8—!959 World Wide Auto 


Show, Miami Beach Exhibition Hall, 
Miami Beach. 
Apr. 6-l!—Denver Auto Show, Denver 


Auditorium, Denver. 
* * * 


General 

Oct. 27-29 — Nationa! Lubricating Grease 
Institute's 26th annual meeting, Edge- 
water Beach Hotel, Chicago. 

Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo. 

Nov. 8 16—GM Motorama, National Guard 
Armory. Boston. 

Nov, 16-2i—American Trucking Assn. An- 
nua! Convention, Miami Beach, Fla. 

Jan. 2%5-28—T ruck Trailer Manufacturers 


Assn., Hollywood Beach Hotel, Holly- 
wood, Fla. 
Jan. 29-30— Private Truck Council of 


America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 

Jan. 31-Feb. 4—Nationa!l Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5—Automotive Accessories Manu- 
facturers of America Exposition, New 

York Coliseum, N. Y. 

Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 
Coliseum, N._ Y. i 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago. 

Feb. 18-2!/—1959 International Automotive 
Service Industries Show, Navy Pier, 
Chicago. : ; 

March 12-15 — Pacific Automotive Show, 
Brooks Hall, San Francisco, 


20 Years Ago... 


The Big Stories 


After a decade of experimentation and development, Dodge Truck 
announced it will enter the oil-burning engine field in 1939 with a 


Dodge diesel three-ton truck. 


This week in 1938, the Pennsylvania Automotive Assn. launched 
@ program to eliminate “evil practices in the industry.” The associa- 
tion urged that the “finance pack” be outlawed by voluntary coopera- 
tion between finance companies and automobile dealers. 

Top 10 cars in registrations this week in 1938 were Chevrolet, 330,- 
147; Ford, 277,158; Plymouth, 184,999; Buick, 108,342; Dodge, 72,352; 
Pontiac, 65,724; Oldsmobile, 62,934; Packard, 34,781; Chrysler, 33,189; 


Hudson, 28,472. 
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Automotive Cartoon 


Of the Week 


“Our survey on why people aren't buying shows 98 percent 
have already bought from our competitors!” 


Letterbox 
‘Protect America ...... 


This is an open forum for the discussion of any subject of interest to our 


9 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


lems that confront the Big Three 
in attempting to get back in line 
with the trend. It’s tremendous to 
say the least, and I for one wouldn't 
want the job of making their de- 
cision at this time. 


In order to protect America and 
American labor, I believe more 
duty should be put on imports to 
make them at least competitive in 
price with American cars. Then 
let’s see what the people buy. 


Our huge unemployment in the 
| automotive industry is a serious 
| problem. Imports can be blamed for 
| Some of this unemployment. 

We dole out the money to support 
our foreign neighbors and then 
beng os unemployment in this coun- 
try by letting them use this money 


|to build cheaper and sell cheaper. 

Our production standards are * 

superior in every respect to those] ion is false economy in my opin 

of foreign countries. Sure, they) Would Mr. Selden like to trade 

build good quality, put the quan.| this life for a life in West Ger- 

; M . - many? I doubt very much that he 
tity. production is necessary o—~2. D. acdieun, Denver. 

> > > 


His Blood Is Boiling 

The letter written by Howard D. 
Selden, Colorado Springs, Colo. 
tends to make the blood boil in my 
veins. 

I just wonder if Mr. Selden would 
like to have the living standard he) 
enjoys in this country or if he 
would prefer the living standard of 
the people in West Germany. 


It is impossible for the Amer- | 
ican car manufacturers to com- | 
pete with the foreign-car | 
manufacturers, because 
we Americans like our standard 
of living. I for one enjoy every 
opportunity I am afforded in this | 
great country of ours. I certainly 
would not want to accept any- 
thing less. 


to fill the needs of this ——; 
and sometimes the quality contro x 

is not always what it should be, | Ser vice School on Wheels 
but it is still superior regardless. | As distributors for BMC (MG, 

Maybe we feel sometimes that)| Morris, Austin and Austin-Healey) 
Walter Reuther and his lot or|in Northern Florida, Georgia, Ala- 
unions have gone too far. Maybe|bama, North Carolina and South 
they have, that is a matter for| Carolina, we hold BMC-supervised 
debate. But, regardless, the Amer-| service schools at regular intervals 
ican laborer at least has a good|/in West Plam Beach for the service 
standard of living, and can at least} managers from the 50 authorized 
enjoy most of the luxuries this| dealers in our area of distribution. 
great country has to offer every| However, in an effort to give bet- 
man. ter service coverage, we have re- 

Certainly there is a change in| moved the seats from a Morris J-2 
automobile demands. That is the} Minibus and fitted a complete serv- 
main reason for the success of|ice library, display racks of special 
American Motors and its Rambler| BMC service tools and school dem- 
line of automobiles, and also for! onstration equipment, including an 
the foreign-car imports. But, has|S. U. electric fuel-pump test stand 
Mr. Selden ever given any thought/ and a twin S. U. carburetor instruc- 
to the.tremendous costs and prob-| tion unit. 

Our technical service manager, 
Phil Stiles, and our service man- 
ager, Hilmar Due, are presently 
covering our territory with this 
school bus, giving four-hour evening 
lectures to newly appointed dealers 
and “brush-up” courses for the 
established dealers. New servicing 
techniques are also disclosed during 
these meetings. 

The Morris J-2 Minibus normally 
seats either 10 or 13 people depend- 
ing upon disposition of the seats. 
We have found the large rear load- 
ing door and flat floor to be ex- 
tremely valuable particuarly in the 
J-2 van which has the same gen- 
eral specifications. Epwin O. Bus- 
seY JR., vice-president and man- 
ager, Ship & Shore Motors, West 
Palm Beach, Fla. 


—From the files of Automotive News. 














3 
A 
pl 
th 
w 
w 
bi 
pr 
di 











line 
is to 
ldn’t 
| de- 


and 
ore 
| to 
» in 
hen 
Jo 
the 
ious 
| for 


port 
then 
oun- 
yney 
per. 
pin- 


rade 
zer- 








Leal 


New Disability Coverage 
Acclaimed by Dealers 


Disability Benefits, the newest sales aid and customer benefit in the 
complete C.I.T. Time Purchase Plan has been enthusiastically wel- 
comed by thousands of automobile dealers around the country. 
Under this coverage, customers who take advantage of the complete 
C.1.T. Plan have their monthly payments paid for them for the full 
period of total disablement when this period extends four months or 
longer during the life of the contract. This new benefit is now avail- 
able in 41 states and the District of Columbia. 


Typical of the comments from 
dealers is the one from Robert 
Cooper, Partner in Cooper Ford 
Sales, Marietta, Georgia. Mr. 
Cooper writes: “I know of one 
deal we made the very next day 
which would have been impos- 
sible to make except for this 
coverage. 

“This coverage coupled with 
NO INCREASE in price certain- 
ly is an attractive feature which 
gives us a decided edge over 
competition.” 

From J. E. Meredith, Dodge- 
Plymouth dealer in Towanda, 
Pa., comes this comment: “Sucha 
change will vastly improve cus- 
tomer service and provide a 
greater measure of security to the 
automobile purchaser. We en- 
dorse this new arrangement 
wholeheartedly.” 

From J. C. Burnett of Clanton 
Motors, Inc., Ford dealer in 
Clanton, Alabama: “We spent 
about two and one half hours 
telling this prospect and his wife 
everything in the book but it 
didn’t seem that we were making 
any headway until we mentioned 


Disability Benefits. Then it was 
just a matter of handing him the 
pen.” 

From L. R. Schultz, President 
of Schultz Motor Co., Elkland, 
Pa.: ““Total disability creates un- 
due harship for automobile pur- 
chasers. This new program will 
completely eliminate this undue 
hardship, 

““My experience over the years 
has been that when a service is 
needed, C.1.T. will provide it.” 

Other typical comments are: 
“This will indeed be a powerful 
selling tool and should enable us 
to close many more time deals 
with our budget-conscious cus- 
tomers.”” “‘We are very enthu- 
siastic about the additional dis- 
ability benefits. We believe this 
will be of great benefit to our 
customers.” 

Literature and posters which 
will help dealers make maximum 
profits from this new benefit are 
being distributed by local Uni- 
versal C.I.T. representatives. 

Be sure to make this new sales 
aid and customer protection part 
of your sales talk. 





FRIENDLY PHRASES 


Our language is filled 
with friendly groups of 
words which can help 
greatly in selling. Judi- 
cious use of phrases such 
as those following will 
help with any prospect: 


AS YOU KNOW—a magical 
phrase. In using it, we imply that 
the prospect is well-informed and 
wise as an old owl. When coupled 
with a statement we want him to 
believe (“‘As you know, Mr. Pros- 
pect, this is the car engineers 
drive.’”’), this phrase can’t be 
topped, 

WHAT DO YOU THINK— 
Asking a person his opinion im- 
plies that we consider him knowl- 
edgeable. This can also prevent 
his getting the feeling that he is 
being “pressured.” 

MR. PROSPECT or JIM—using 
a person’s name at the end of a 





sentence spoken to him has two 
real advantages. First, it gives 
the statement a sincere ring—it 
sounds friendly. Second, all of us 
like to hear our own names. 


THAT’S A SMART CHOICE— 
whether you’re talking about his 
trade-in, color preference or 
model choice, let him know how 
wise he is. Few of us are so sure of 
ourselves that we don’t need 
praise and encouragement. 


A Word of Warning—One group 
of phrases which should never be 
used: “To tell you the truth, 
Mr. Prospect’’; ““To be honest,” 
ete. Such phrases imply that we 
are making a special project out 
of telling the truth. 

These are just a few of the 
“friendly phrases’”’ which fill our 
language. Use them and the others 
you think of to help sell yourself 
and your product. 


ADVERTISEMENT 


ITEMS OF INTEREST TO AUTOMOBILE DEALERS AND SALESMEN + 





OCTOBER, 1958 





1959 IS “YEAR OF OPPORTUNITY,” 
SAYS UNIVERSAL C.I.T. PRESIDENT 





Alan G. Rude 


$50 Winner— 


SELLING THE 
“DOUBTING THOMAS” 


“‘Doubting Thomases” are prob- 
lems for any salesman, which is 
why the following $50 award- 
winning technique, submitted by 
Paul Sass, salesman for The 
Coh-ler Corporation, Dodge deal- 
ership in New York City, is so 
valuable. 

“This was the second time I 
had tried to sell Mr. Smith a new 
car. Although he seemed to agree 
with everything I said, he never- 
theless refused to buy. 

“T decided to give him another 
demonstration. During the ride, 
I directed him to turn down a 
street where I had previously 
sold three new Dodges. This was 
a Saturday and the three cars 
were parked in front of their 
owners’ homes. Drastic action 
was necessary —‘Pull over to the 
nearest Dodge’ I told the pros- 
pect, and he did. 

“I jumped out, rang the bell of 
the owner’s house, was greeted 
warmly and told him my diffi- 
culty, 

“T then introduced the two 
gentlemen, and for the next 20 
minutes sat back and listened to 
an unrehearsed, unpaid-for sales 
talk—and it was darned good. Mr. 
Smith was all ears, and questions 
and answers flew back and forth. 

“On the way back to the show- 
room, my prospect admitted that 
he was always skeptical of sales- 
men’s talks, but after his dis- 
cussion with the car owner, he 
had decided to buy. 

“P. S. Guess I didn’t mention 
that two days before I made this 
‘drastic action’ stop I had called 
to ask my old customer if I might 
visit him with a difficult prospect. 
He agreed—we stopped—the sale 
was made.” 





“This is the auto industry’s year of opportunity,” 


according to 


Universal C.I.T. President Alan G. Rude. “The whole economy is 
rising out of the recession depths, people are feeling optimistic and 
are beginning to spend, and beautiful new models are being intro- 
duced all around us. Right now is the time for every auto salesman and 
dealer to draw on all the imagination, initiative and plain old hard 
work he can muster and get out and sell every single prospect in 


his area. 


DEALER PROFIT PROGRAM 


Providing dealers with the 
most complete financing serv- 
ice in the industry and helping 
them to sell it has always been 
the job of Universal C.I.T. A 
unique and exceptionally effec- 
tive part of this service is the 
Continuing Program For De- 
veloping Dealer Profits, a 
manual of new and proven 
prospecting and selling tech- 
niques used successfully by 
many dealers. 

A few of the instalments in 
this manual are: 16 Ways to 
Locate Second-Car Prospects, 
Prospecting With The Tele- 
phone, Getting The Wife Into 
The Sales Picture, Scientific 
Demonstrating, How To Sell 
The One Best Way, etc. 

See your local representa- 
tive and let him show you all 
the ways C.I.T. can help make 
the future of your dealership 
a bright one. 


“FIX-IT AND FINANCE IT” 
PLAN REPAIRS PROFIT ILLS 


“How can we build volume and 
profits when people don’t buy 
cars?” Many dealers have been 
answering that question profit- 
ably by offering the Universal 
C.I.T. Car Repair Plan. 

Here is how one dealer ex- 
plained it. ‘““Lately, we have tried 
to sell cars to customers who just 
finished paying for cars we sold 
them two or three years ago. All 
too often, we have gotten the 
same answer—‘I think I’ll drive 
the old bus another year.’ 

“But we don’t let the sales talk 
end there. Instead, we tell the 
customer that we appreciate how 
he feels—and further, we want to 
make sure that his car will pro- 
vide him with safe transportation 
until he’s ready to buy a new car. 
Then weoffer to make an appoint- 
ment to have our servicemen in- 
spect his car thoroughly—at no 
cost to him. 

“Naturally, such free inspec- 
tions open many opportunities 
for repair and replacement jobs— 
valves, new tires, automatic trans- 
mission overhaul, etc.—and the 











“During the ’58 model year, 
the industry sold nearly two mil- 


| lion fewer new cars than were 
sold in 1957. 


That made 1958 
something to be unhappy about, 
but it makes the 1959 model year 
something to shout about. Every 
person who couldn’t afford a new 
ear last year will be twice as 
anxious to have one this year— 
and now can probably afford it. 
Add those extra buyers to the 
normal market for this year and 
we all have something concrete 
and profitable to work toward. 

“Too many so-called experts 
waste time and space saying what 
is wrong with the auto business— 
too few tell the tremendous num- 
ber of things that are right with 
it. No other salesmen in the whole 
world can offer people so much 
pleasure and pride and prestige— 
so much downright value per 
dollar. The wise salesman offers 
all these things to his prospects— 
plus safety, comfort, economical 
transportation, convenience of 
ownership and many other bene- 
fits. He doesn’t sell product only, 
or price—he sells a whole auto- 
motive way of life. 

“Enthusiastic, imaginative, 
hard-working salesmen do well in 
the worst years; if all salesmen 
will exercise those traits, they 
will make 1959 their own personal 
step in the direction of selling 
success. 

“This is no time to dwell on the 
disappointments of last year— 
this is the time to insure the 
success of the year ahead. This is 
the time to cash in on 1959—the 
year of opportunity.” 





Service Manager naturally rec- 
ommends the Universal C.I.T. 
Car Repair Plan.” 

This selling method gains lots 
of extra service profits for dealers, 
and gives them other advantages. 
While the customer is paying for 
the repairs, there’s not much 
chance that he will be sold a new 
car by some other dealer. Also, 
when his prospect card turns up 
at the dealer’s again just before 
he finishes paying off the repair 
job, the dealer will be quoting on 
a trade-in that he knows has 
already been reconditioned. 
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SOTO 


touch...is NEW / 


oP ° . 


The smart way to go places. 


Coat BY |. MAGHIA 


NEW SPORTS SWIVEL SEATS 


New Adventurer Engine 
New Level-Cruise Ride 
New Swivel-Seat Comfort 
New Flair-Stream Beauty 


Wherever you look, you’ll see 
something smart and new in the 
exciting 59 De Soto. New style 
outside, new elegance inside, 
new power under the hood. 


NEW ADVENTURER ENGINE. Now pick the 
all-new De Soto engine right for you. 
There are mighty Turboflash V8’s 
that pour out smooth, economical 
power with a whisper. Or choose the 
fabulous Adventurer engine with twin 
four-barrel carburetors for the finest 
power performance on the road. Ad- 
venturer engines optional on al/ models. 


NEW LEVEL-CRUISE RIDE. Automatic load 
leveling now optional with famous 
Torsion-Aire suspension. This exclusive 
Chrysler Corporation engineering 
achievement, combined with De Soto’s 
longer wheelbase and steadying weight, 
gives you America’s smoothest, safest ride. 


NEW SPORTS SwiveEL sears. Simply 
touch a lever in the new De Soto and 
your half of the front seat swings 
gently out. Enter, and it swings you 
in and locks in place. 

NEW FLAIR-STREAM sTyuiNnG for 1959 
makes De Soto the smart way to go 
places. Low center of gravity makes 
De Soto driving so much safer driving. 
NEW FASHION-VOGUE INTERIORS. You 
get more headroom, leg room, shoulder 
room front and rear...and far greater 
visibility. Coachwork is tailored with 
smart nylon fabrics and rugged vinyl. 


NEW ADVANCED FEATURES: new push- 
button heating, advanced push-button 
drive, new electric-eye rear-view mir- 
ror, new automatic headlight dimmer. 

See the very newest at your De Soto 
dealer’s today. And take your wife 
along. De Soto Division, Chrysler Corp. 


DE SOTO 


* These all-new features make a De Soto franchise 
“the smart way to go places,” too! In 1959, more 
than ever before . . . it pays to be a De Soto deoler! 






A GENERATION OF FINE CARS 


NEW ADVENTURER ENGINE 


WEW LEVEL-CRUISE BIDE 


new FLAIR-STOEAm STYLING 


NEW FASHION VOGUE INTERIORS 


EEK, LOOK and other major magazines .. reaching more prospects than ever before! 
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AUTOMOTIVE WASHINGTON 
Safety Prober Ignores 
Help of Car Makers 


By William Ullman 


Washington Bureau Chief 
T SEEMS certain now that the House safety prober, Ken- 
neth A. Roberts, Alabama Democrat, will reintroduce his 
bill requiring new cars to be equipped with “reasonable 
safety devices” as prescribed by the Secretary of Commerce. 





In speeches this fall, Roberts has been laying major blame 
_—————_______ _ 


for motoring accidents at the® 
doors of auto makers, despite 
the fact that the industry has 
poured millions of dollars into a 
variety of automotive safety proj- 

‘ ects and has cooperated willingly 
with Roberts’ own House traffic 
safety subcommittee. 

In his latest blast, delivered be- 
fore the influential Governors’ 
Safety Conference, Roberts jumped 
on the industry for “dragging its | 
feet” in the installation of auto) 
safety belts. 


claimed, might 
save from 10,000 
to 20,000 lives an- 
nually if fully 
applied and used. 
But he described 
industry action in 
the field as “weak 
and lacking in 
purpose,” and he 
charged that “so 
far, the industry 

William Ullman has not even seen 
fit to build attachment points for 








Seat belts, the congressman’ seat belts at the factory.” In his| ident, said his company’s first pub-| that “a major educational job re- 
a : 


Since 1903... 
PARTNER | 
IN PROGRESS (0 the 
AUTOMOTIVE 
INDUSTRY 


CHRY SLER-—one of the leading engine manufacturers 
using Perfect Circle piston rings for original equipment. 


Behind the world-wide accept- 
ance of Perfect Circle is a his- 
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address to the governors, Roberts 
did not mention the testimony of 
industry witnesses delivered before 
his own subcommittee last fall, and 
his charges largely ignore the in- 
formation they provided. 

For example, Ralph H. Isbrandt, 
director of automotive engineering 
for American Motors Corp., told 
Roberts how many drivers had re- 
moved safety belts from Nash cars 
after the belts were provided as 
part of a reclining seat option in 
1949. 

“The motoring public at that 
time appeared to be just not 
ready for seat belts or restraining 
devices,” Isbrandt testified. “This 
experience proved, without a 








lic showing of a seat-belt installa-| mains to be done before we can 
tion was in 1951, but that surveys | expect large scale use of seat belts.” 
indicated that “public acceptance | Ses 
and demand might be extremely | Ford Grant Ignored 


small.” Now it is interesting that Roberts 
bh oP | mentioned the Cornell Univer- 
Ford Aids Research lsity tests in his speech at the 


MENT by Robert S8.| Governors Safety Conference, but 

A eos were group vice- | failed to say that Ford had helped 

president, indicated Ford Motor Co. iw pore “ ae the Air F 

is convinced that the use of seat) wth ae 2 eo 

belts in all U. S. cars and trucks rapid-deceleration tests at Hollo- 
: man Air Force Base as “heroic” 


could cut the accident rate in half. but didn’t tell the governors that 
McNamara told how his firm | GM had given the Air Force its 


contributed $200,000 to the Cornell | own snubber-testing equipment to 

Medical College crash-injury re- | use for the tests. 

cy orl: dtl wage | Roberts failed to tell his audience 
, that most of what is known today 


seat belts. about auto seat belts is the result 


doubt, that seat belts would not 
‘sell themselves’ and that to pro- 
mote their use successfully would 


Finally, McNamara made this 
disappointing to us that the ac- 
require an extensive educational | ceptance of seat belts by many 
campaign.” groups interested in highway safety 
The witness also told how his|has been slow, and as you well 
firm’s engineers had worked with/| know, there has been a small vocal 
the Seat Belt Committee of the|minority who have generally op- 
Society of Automotive Engineers,| posed seat belts on the basis of 





formed early in 1955, to develop | misinterpretation of roy from a} 
number of acci-| 


recommended practices covering | relatively small 


significant statement: “It has been | 





Leading manufacturers spec- 
ify piston rings developed in co- 


seat-belt assemblies. 


Another witness, Charles A. 
Chayne, GM engineering vice-pres- 








a new 


| dents and tests.” 


of research conducted or financed 
by the automobile industry. 

He did not say that the industry 
has contributed more than $1.5 mil- 
lion during 1958 alone to outside 
agencies engaged in traffic re- 
search, including another grant of 
$150,000 to support the crash-injury 
study program at Corrnell. 

= = > 


Foundations Polled on Aid 


| Finally, Roy Haeusler, Chrysler 
|Corp. safety engineer, pointed out | 


SS. did say that his sub- 
committee has written to 19 
foundations which make grants of 
funds to worthwhile projects to find 
| out how much they are doing in the 
traffic-safety field. 


Only 12 have replied, according 
to the congressman, and 10 of 
them said they make no grants 
at all in the field. The remaining 
two, Roberts said, participate “on 
a most meager plane.” 

But Roberts omitted any mention 
of the Automotive Safety Founda- 
tion and the Inter-Industry High- 
|way Safety Committee, both of 
which the auto industry helped to 
found and continues to support. 

But while he carefully skipped 
over every safety activity of U. S. 
auto makers, Roberts had plenty to 
say about Detroit's presumed ability 
to block safety legislation. 

Referring to his safety-device bill, 
which he first introduced this year, 
Roberts said it “has not won any 
popularity contests in Detroit.” 


“Bill Faces Powerful Lobby’ 


H® ALSO told assembled gover- 
nors that if and when his bill 
comes to the floor of Congress, “it 
will be bucking a powerful, mon- 
eyed and well-organized lobby.” 

To paint the auto industry as 
a foe of automotive safety is, of 
course, ridiculous, since the con- 
tinued sale of new cars depends 

upon two things—good roads and 
safe driving. 

From a political standpoint, how- 
ever, Detroit auto executives prob- 
ably make a safer target for a 
Congressional safety investigator 
than those American motorists who 
actually have the accidents. Motor- 
ists, after all, would like to blame 
somebody else for their accidents, 


too, and they represent a lot of 
votes. 








All of Excise for Roads? 


Was NADA prepares to battle 
harder than ever to lower or 
eliminate the 10 percent excise tax 
on new cars, some Washington tax 
experts are viewing the controver- 
sial excise as a solution to another 
problem. They are suggesting that 
all of the revenue derived from 
that source be added to the high- 
way trust fund. 

At present, only about half of 
the auto excise taxes go into the 
fund. 

The suggestion came in response 
to prospects of a $900 million deficit 
in the highway fund in fiscal 1960, 
which begins next July 1, followed 
by a $1 million deficit in fiscal 1961. 











tory of more than half a century 
of PC engineering leadership— 
and more. There’s a history, too, 
of unceasing creative research 
.--a constant search for the new 
and the better...matchless 
manufacturing skills...and 
scores of contributions to the 
forward march of the automo- 
tive industry, year after year. 


PERFECT 


PISTON 


operation with Perfect Circle 
engineers. You and your cus- 
tomers benefit with Perfect 
Circle’s achievements in engi- 
neering, research and manufac- 
turing skills when you install 
PC rings. Perfect Circle Corpo- 
ration, Hagerstown, Ind.; The 
Perfect Circle Co., Ltd., 888 Don 
Mills Road, Don Mills, Ontario. 





dimension 
in driving... 





Auto-Pilot—a product of Perfect Circle 
research and engineering—prevents un- 
intentional speeding in city, country and 
turnpike driving, yet keeps full engine 
power at your instant command. Lets you 
keep your eye on the road—and off the 
speedometer. Provides “robot throttle’, 
permitting restful highway cruising with 
your foot off the accelerator pedal. Avail- 
able now on the magnificent 1958 Chrysler 
and Imperial motor cars. Auto-Pilotis 
manufactured by the Speedostat Division 
of Perfect Circle Corporation. 
4 


Another suggestion is that the 
Federal tax on gasoline be raised 
from one cent to three cents a 
gallon, a proposal not likely to 
arouse much enthusiasm among 
motorists. 


. . > 


Touring Frozen Antarctic 


as National Academy of 
Sciences here has announced 
that a party of scientists hag left 
Little America for a four-month 
motoring tour of the frozen Ant- 
arctic. The trip won't be made by 
auto, however; the scientists are 
travelling by tractor. 

The academy calls the trip “one 
of the major Antarctic exploration 
projects of the International Geo- 
physical Year.” 








To GM Dealers... 


Smart car salesmen, today, 


TALK ABOUT GLASS! 


= 


SAFETY fo) PLATE 
4 


— 


Point to this Safety PLATE etch, the sign of 
wed on every window of every GM car made 
in U.S. 


idl ee cad be 
E-Z-Eye Safety PLATE windshield, with the 


Glass is a tremendous sales feature, there’s so much more of it in 759 
models. From every angle, the sweeping, sculptured curves of Safety 
PLATE Glass add immeasurably to the car’s beauty . . . add more 
visibility, too. 

What an opportunity it gives you to talk about—and sell—E-Z-Eye 
as a profitable option! This glass is scientifically tinted to relieve glare 
fatigue . . . to filter out hot sun rays. And it’s PLATE glass, too! 


Talk Safety P-L-A-T-E. It’s the five-letter word that college foot- 
ball fans hear Saturday afternoons on television . . . the word Perry 
Mason fans heard for a year . . . the word tens of millions of people 
associate with top quality. 


Tune in College Football, Saturdays, NBC-TV, 175 stations. 


Next best thing to air conditioning... 


ars 


=-Z-EVIE SAFETY |°,| PLATE 


-\- 


LIBBEY* OWENS:FORD GLASS COMPANY TOLEDO 3, OHIO 
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AND THIS YEAR... OVER 1 MILLION IN ONLY 81 MONTHS 


buy, sell, trade or 

finance foreign cars 

without The GOLD BOOK? 
You couldn’t be without 
The GOLD BOOK and 
be right on price. 
Subscribe now! One year 
(12 issues) $18.00 

Send check and address to: 





Dept. 11-D 
The Imported Car Gold Book, Inc. 
46 Fulton Avenue, Hempstead, New York 








KEEP COMPANY CARS and DEMONSTRATORS FACTORY 
FRESH WITH THIS NEW SPEEDOMETER ADJUSTOR! 


No Need To Remove Speedometer 
Reverses At Rate Of Approx. 250 MPH 
A Natural For Both New and Used Cars 
Hundreds of Satisfied Dealers 
$4995 Works On All Models 

Connects To Transmission End of Cable 
pa ~ chown Operates On 110 Volts AC—Guaranteed 


Shipped C.O.D. or Prepaid If Check Accompanies Order 
Order Today From 


C. A. RICHEY ENTERPRISES, INC. 
4510 East Kessler Lane Indianapolis 20, Indiana 









Put Your Auction In The Spotlight 


Thousands of leading car dealers . . . your best 
customers . . . . read AUTOMOTIVE NEWS 
every week. 


An advertisement or listing of your auction in our 
“LEADING USED-CAR AUCTION DIRECTORY" 
will let them know who you are, where you are, 
and all the good things you have to offer. 


Frequency rates on request. 


Contact 


. Automotive News 


965 EAST JEFFERSON AVE., DETROIT 7, MICH. 


. {Space in “Leading Used-Car Auction Directory” reserved for 
recognized wholesale auto auctions only.) 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Los Angeles 


August registrations of new cars 
in Los Angeles County totalled 14,- 
018, compared with 14,914 in July, 
according to figures compiled by 
Donnelley’s Motor Recorder. 

Imported cars accounted for 21.3 
percent of the total market. 

By makes, registrations were: 
Chevrolet, 3,585; Ford, 2,900; 
Plymouth, 1,123; Renault, 626; 
Rambler, 554; Oldsmobile, 519; 
Cadillac, 480; Dodge, 429; Pon- 
tiac, 377; Fiat, 305; Mercury, 299; 
Volkswagen, 279; Buick, 266; Vol- 
vo, 244; MG, 214; Chrysler, 169; 
Hillman, 166; Triumph, 151; Eng- 
lish Ford, 116, and Simca, 106. | 





Opel, 102; Metropolitan, 79; Borg- | 
ward, 69; DeSoto, 67; Edsel, 63; | 
Peugeot, 61; Austin-Healey, 58; | 
Vauxhall, 58; Studebaker, 55; Im-| 
perial, 53; Continental, 43; DKW, 
38; Jaguar, 37; Morris, 37; Mer- 
cedes-Benz, 33; Lincoln, 31; Taunus, 
31; Citroen, 23; Isetta, 21; Alfa 
Romeo, 19; Austin, 18; Porsche, 15; 
Toyopet, 15; Lioyd, 14; Goliath, 12; 
Sunbeam, 11; Packard, 8; Goggo- 
mobil, 7; Panhard, 6; Berkeley, 5,| 
and miscellaneous, 21. 

New commercial-car registra- 





tions numbered 2,003 in August 





Affecti 





Auto Advertising 


By Martin L. Whitmyer 

Staff Writer | 

W. B. Doner & Co., national ad | 
agency with headquarters in De- 
troit, and Peck Advertising Agency, 


| of New York, have merged into a 


firm with combined billings of | 
more than $20 million in 1958. 

The firm will operate in New 
York at Doner & Peck, Inc., but 
Doner offices in Detroit, Baltimore, 
Chicago, Milwaukee and Philadel- | 
phia will continue operations at 
W. B. Doner & Co. 

Sidney Garfield, president of 
Peck, will become president of the | 
new firm, while W. B. Doner will | 
continue as president of W. B. 
Doner Co. 


> * > | 
Rate Change for TV Guide | 


TV Guide magazine said its new 
advertising circulation guarantee of | 
6.5 million, which became effective | 
Oct. 4, gives it the largest guaran-| 
tee in the weekly magazine field in| 
this country and Canada. A new 
rate card became effective with 
the Oct. 4 issue. 

The new guarantee represents an 
increase of 1.2 million copies over 
the previous guarantee of 5.3 mil-| 
lion, which began Oct. 5, 1957. The) 
new guarantee and rate cards are| 
the seventh since the magazine was) 
established in April, 1953. Its initial | 
guarantee was one million copies. 

The one-time rate for a black-| 
and-white page was $3,000 when the| 
magazine made its debut. The cost 
for the same page under the new 
rate card is $13,000. The cost per 
thousand based on the initial rate 
card was $3; the cost under the new 
rate card is $2, the same figure as 
was effective under three previous 


rate cards. 
* > 


Promote Sioux Falls Show 


The Sioux Falls (S. D.) Argus 
Leader will publish a special sec- 
tion in its Nov. 26 issue to help 
promote the Sioux Falls automo- 
bile show opening on that date 
at the Sioux Falls Coliseum. 

The show is being sponsored 
by the Sioux Falls New Car Deal- 
ers Assn. 


. * 7 
Dixon Gets Account 
Kent Dixon Advertising, Minne- 
apolis, has been named to handle 
the advertising for the automotive 
and farm service divisions of the 
L. A. Orman Co., distributor in 
Minnesota for Wynn’s friction- 
proofing products. 
. * * 
Houston Chronicle Promotion 


The Houston Chronice will pro- 
mote the Houston National Auto 


‘ 


Factories and Dealers . . . 


compared with 2,099 in the previ- 
ous month. 

By makes, they were: Ford, 800; 
Chevrolet, 667; International, 149; 
Volkswagen, 117; GMC, 102; Dodge, 
70; Mack, 11; Simca, 9; English 
Ford, 9; Wiillys, 9; Fiat, 8; White, 
7; Diamond T, 5; Kenworth, 5; 
Reo, 4; Divco, 3; FWD, 3; Stude- 
baker, 3; Freightliner, 3; Peterbilt, 
2; Autocar, 1, and miscellaneous, 
16.—(William Carroll.) 


* * « 


Salt Lake City 


New-car sales in Salt Lake 
County (Salt Lake City) totalled 
675 in September, compared with 
727 a month earlier. 


By makes, they were: Chevrolet, 


| 169; Ford, 141; Plymouth, 50; Mer- 


cury, 39; Buick, 32; Oldsmobile, 27; 
Rambler, 20; Dodge, 14; DeSoto, 13; 
Pontiac, 12; Cadillac, 11; Chrysler, 
8; Studebaker, 5; Lincoln, 3; Im- 
perial, 2; Edsel, 1, and miscellan- 
eous, 128. 

Foreign makes accounted for 
more than 18 percent of the mar- 
ket. 

New-truck registrations totalled | 
168, compared with 181 a month} 
earlier. Sales by makes were: Chev- | 
rolet, 58; Ford, 45; International, 


Show with a special automobile 
section on Sunday, Nov. 30. 


All proceeds from the show, | 
which opens at the Sam Houston | 
Coliseum on Nov. 29 and runs | 
through Dec. 7, will go to the 
Rotary Little League and Variety 
Boy’s Club activities. 

> > . 


Hulett Picks Huber 


Orren D. Hulett, president of Na- 
tional Auto Glass Specifications | 
Corp., Detroit, has announced the 
selection of Fred A. Huber jr. to 
direct an expanded program of pub- 
lic and press relations for his or- 
ganization. 


The firm produces patterns as 
well as providing the official num- 
bering system used on all glass 
parts throughout the automotive 
industry. 





Grant Advertising Ups 2 

Robert B. Conroy, formerly di- 
rector of regional account execu- 
tives for Grant Advertising, Inc., 
has been appointed account execu- 
tive for the Plymouth television 
account. 


John H. Wilson jr., formerly di- 
rector of merchandising and sales 
promotion, takes over Conroy’s 
former duties. 

. > = 


New York Data Published 


Executives in the advertising and 
agency field are befhg introduced 
to a new market study sponsored 
by the New York News entitled 
“Profile of the Millions—2nd edi- 
tion.” Showings of the presentation 
are being made in New York, Chi- 
cago, Detroit, Los Angeles, San 
Francisco and other leading cities 
in the U. S. 

The second edition of Profile of 
the Millions, like its predecessor,is 
a study of the New York market 
and readers of seven daily and six 
Sunday newspapers. 





Names 


Frank R. Snyder has been named 
assistant director of the national 
Dodge news bureau. Snyder for- 
merly was Michigan manager for 
the International News Service. 

m” * - 


Tony Costanzo has been appointed 
public relations account executive 
by Fuller & Smith & Ross Inc. He 
formerly was with the New York 
office of Grant Advertising, where 
he managed community re- 
lations for the New York metro- 
politan area, He is former auto 
editor of the Chicago Sun-Times. 


17; GMC, 14; Dodge, 10; White, 7; 

Willys, 5; Mack, 2; Diamond T, 1; 

Kenworth, 1, and miscellaneous, 8. 
a * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area hit a five-week low 
in the week ended Oct. 11, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

The bureau’s adjusted index of 
general business activity declined 
to 96.7 percent of the 1947-49 aver- 
age during the week. It had been 
98.7 percent a month earlier and 89 
percent in the comparable August 
week. 

Steel mills boosted operations to 
67 percent of practical capacity, 
highest for 1958.—(Leon M. Leffing- 
well.) 

= +. + 


Akron 


September was the slowest month 
of the year for new-car sales in 
Summit County (Akron), partially 
because it was the end of the 
model year. 

Registrations dipped to 1,104, or 
41 percent below the same month 
in 1957. For the first three quarters 
of the year, sales totalled 12,904, 
which was 32 percent below the 
first nine months of 1957. 


Up to Oct. 1, registration of for- 


|eign cars totalled 608 or 4.7 per- 


cent, of the total, slightly below 


| the national average. 


Chevrolet is maintaining a com- 
fortable lead over Ford with 3,485 
deliveries during the nine months 


| to 2,628 for its nearest rival. Plym- 


outh has 1,511; Oldsmobile, 799; 
Buick, 730; Pontiac, 630; Mercury, 
573; Dodge, 436; Rambler, 413, and 
Cadillac, 258—(Joe Kuebler.) 


Columbus, O. 


New-car sales in metropolitan 
Columbus, O., continued to decline 
during the first half of October as 
dealers cleared their floor space for 
the introduction of new models. 


Registrations for the first 15 days 
of this month totalled 616, down 
142 units from the last half of Sep- 
tember and 395 units below the 
total for the first half of October 
last year. 

Chevrolet continued to head the 
sales procession with 147 registra- 
tions. Ford trailed with 106. Regis- 
trations of other makes were: 

Buick, 53; Dodge, 52; Plym- 
outh, 49; Oldsmobile, 43; Mercury, 

27; Pontiac, 22; Rambler, 22; 
Volkswagen, 14; Renault, 12; 
Cadillac, 9; Goliath, 7; Stude- 
baker, 6; Chrysler, 5; DeSoto, 5; 
Volvo, 5; Lincoln, 3; Edsel, 2, and 
miscellaneous, 27. 

For the first nine months of this 
year, registrations totalled 15,845, 
down more than 27 percent from 
the corresponding year-ago period. 
Sales of used cars in the first three 
quarters totalled 48,630, down 1,030 
units from a year ago.—(Justin 
Henley.) 


Denver 


Denver dealers during September 
sold 955 new cars, compared with 
1,437 in August and 1,453 in Sep- 
tember a year ago. 

Imported cars, with 142 registra- 
tions, accounted for 14.9 percent of 
the market. 

By makes, September registra- 
tions were: Chevrolet, 276; Ford, 
205; Plymouth, 56; Oldsmobile, 
51; Pontiac, 44; Buick, 35; Ram- 
bler, 31; Renault, 30; Cadillac, 29; 
Dodge, 28; Mercury, 28; English 
Ford, 17; Hillman, 13; Simca, 10; 
Volkswagen, 10; Chrysler, 9; 
Studebaker, 9; Isetta, 9; MG, 9; 
Borgward, 8; Volvo,.7; DeSoto, 6; 
Alfa Romeo, 6; Austin-Healey, 5; 
Metropolitan, 4; Imperial, 3 Lin- 
coln, 3; and miscellaneous, 14. 

New-truck sales numbered 150 in 
September, compared with 243 in 

August and 214 in September, 1957. 

By makes, registrations were: 
Ford, 45; Chevrolet, 35; Dodge, 11; 

Diamond T, 10; Willys, 9; GMC, 8; 
International, 8; Kenworth, 7, and 
miscellaneous, 8.—(Ira Alexander.) 
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| NEW CHRYSLER 59 


... the lion-hearted car that’s every inch a new adventure 
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New Swivel Seats « New channeled roof » New colors—73 combinations + New Push: Button Torque- 
Flite transmission - New coachwork from stem to stern * New headroom, hiproom and legroom 
New padded steering wheel - New MirrorMatic rear view mirror + New Lustre-Bond enamel - New 
Automatic Beam Changer - New instrument panel.» New Golden Lion V-8 engine - New Push Button 


Heater - New Constant-Control power steering * New True-Level Torsion-Aire Ride suspension. 


You get more car to sell . : . with the lion-hearted CHRYSLER ‘59 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Decelopments 





Demand Growing 


For Engineers 


WASHINGTON. — The U. S. 
Labor Department’s Bureau of 
Employment Security has re- 
ported an increasing demand for 
engineers, partly as a result of 
expanding missile production. 

The Bureau said that the num- 
ber of engineering job openings 
for which qualified applicants 
were not available locally rose 
from 1,400 in July to 4,335 in late 
September. 

September openings were about 
400 higher than in September a 
year ago. However, this was con- 
siderably below the 6,475 such 
openings reported for September, 
1956. 











Nine Makes Offering Major Changes ... 





By Joseph M. Callahan 
Engineering Editor 
HE “suspension era” in 
the auto industry is con- 
tinuing into the 1959 model 
year—with and without air 
suspension. 
At least nine auto makers have 
made substantial changes in the 


suspension systems which they are 
offering to the public. They are 





Buick, Plymouth, Dodge, DeSoto, 


Inside an Aluminum Plant's 'Pulpit'— 
An operator maneuvers a five-ton ingot on a hot rolling mill at Kaiser's new $200 Despite the sales, manufactur- 


million works at Ravenswood, W. Va. 


“pulpit,” is assisted by closed circuit TV. 
> = > 


This operator, stationed inside a glassed-in 


> = > 


® 


| Chrysler, Imperial, Chevrolet, Ford 
}and Mercury. Oldsmobile, Pontiac 


jand Studebaker also are making 


| changes. 

| With the profusion of suspen- 
sion systems being offered to the 

| public this year, the auto indus- 

| try’s springing is less vulnerable 

| than almost any other component 
to the charge of “sameness.” 

The major differences in current 
suspensions concerns the value and 
efficiency of air springs. Although 
first introduced to the U. S. car- 
buying public on the °57 Cadillac 
|Brougham, air suspension got its 


when all five GM makes plus Ford, 
| Mercury and Rambler offered it. 
> > > 

OST auto makers were dis- 

appointed with its 58 sales per- 
formance. In many cases, the initial 
pilot air-spring production repre- 
sented the major portion of the 
year’s production. Also, there were 
|a@ good many customer complaints 
about servicing, air leakage, han- 
dling and other problems. 


best public reception, with 14 per- 
cent of its customers ordering this 
extra cost option. Buick followed 
with 10 percent; Oldsmobile, 6 per- 
cent; Pontiac, 3 percent, and Chev- 
rolet, 2 percent. Ford, Mercury and 
Rambler reportedly installed air 
| bellows on less than one percent 
|of their output. 





ing and servicing reverses, many 
| peop|le—particularly at General 


> 





Kaiser Girds for Aluminum Boo 


AVENSWOOD, W. Va—Kaiser| wood Works, said, “We're working | ment that lets us follow these prac- system, which features a combina- 

Aluminum & Chemical Corp.| with numerous industries. But 90/| tices to produce the strength, duct-|tion of rear air springs and con- 
has moved into the thick of the/| percent of our technical effort is 
economic battle for sales of alumi-| directed to the auto industry.” 
num to the automotive industry as; One Kaiser spokesman said, 


it nears completion of its $250 mil- 
lion integrated works six miles 
from here. 

Begun in early 1955, the alumi- 
num reduction and plate, sheet 
and foil-rolling facilities will be 
completed in 1960. Some $200 
million has already been spent on 
the works, which is located with- 
in 500 miles of 70 percent of the 
aluminum market. 


This is the latest migration of | disadvantage in satisfying delivery 


the aluminum industry, which was 
originally clustered in the North- 


cheap hydro-electricity, As the 
aluminum market expanded, the 
producers slowly moved eastward 
toward the center of the market. 

This has necessitated the use of 
gas and, later, coal, for producing 
the electricity. Aluminum Co. of 
America has set up facilities at 
Alcoa, Tenn., and Reynolds Alumi- 
num has established a number of 
plants elsewhere in the East. 

* * > 


LL this migration has been in 

preparation for just such a year 
as has been predicted for 1959—a 
year in which automotive alumi- 
num use is expected to rise 50 per- 
cent. This is based on a survey 
showing that the average 59 car 
will increase its usage of aluminum 
by seven pounds to 57 pounds and 
on an expected surge in auto buy- 
ing. 

Of course, there is a large mar- 
ket and future for aluminum in 


intendent of the Kaiser’s Ravens- 


i 


“There are three major factors in 
selling aluminum to the auto in- 
dustry—quality, price and delivery 
(the ability to deliver a large vol- 
ume of material on short order). 


| This facility makes us more com- 





petitive in all these respects.” 
> 7 - 


Delivery Speeded 


p=xe to the opening of this 
plant, Kaiser was at a distinct 


requirements. Frequently the auto 


weet with its vast amounts of| makers would need an order in less 


time than it would take Kaiser to 
ship it from the Northwest, without 
even allowing for fabrication time. 

This trend to faster delivery 
and more flexible production 
schedules is increasingly appar- 
ent in all phases of the auto in- 
dustry. 

Discussing the quality aspect, 
Lloyd A. Amos, manager of the 
Ravenswood Works, said, “We've 
got the horsepower, the size and 
the ability to do whatever the auto 
industry wants. We won’t take a 
back seat to anybody in the auto 
trim business. We’re going after 
the automotive business with every- 
thing we've got. 

“The chief advantage of this 
facility is that we have a _ plant 
in which we can use all the latest 
metallurgical practices. We have a 
large staff for setting up these 
practices and we have the equip- 


Engineering New Products 


Page 26 





ability, formability and brightness 
| required.” 


B 


now roll ingots colder than anyone 
|else—as low as 600 degrees. This 
takes considerably more horse- 
power than rolling it at 900 degrees. 
Another advantage of this greater 
horsepower is that fabrication of a 
(Continued on Page 30, Col. 1) 


ECAUSE of the high horse- 


Engineers Strive to Prevent 


first major test on the ’58 models| 


Cadillac’s air suspension got the} 


power, he said that Kaiser can | 


| Motors—feel that full air springs 

| are ultimately the “way we'll go” 
and are sticking doggedly with 
this system. In this group are 
Chevrolet, Pontiac, Oldsmobile 
and Cadillac. 


| Other car divisions have elected 
|to employ what might be called a 
| compromise rear-only system, such 
as was introduced on the '58 Ram- 
bler. Introducing this rear-only sys- 
tem on their 59s are Buick, Plym- 
outh, Dodge, DeSoto, Chrysler and 
Imperial. 

Proponents of the rear-only sys- 
tem feel that it provides the prin- 
cipal and most salable element in 
air suspension—automatic leveling, 


29 Suspensions a Varied Menu 


we liked the responsiveness of steel 
coil springs there. 

“In the second place, this makes 
it possible to reduce the cost of air 
ride, giving more people an op- 
portunity to enjoy the extra riding 
comfort and safer control made 
possible by air springs.” 

as = 7 


Delayed Reaction 
| OMMENTING on the respon- 
siveness of air springs, Kelley 
said the most annoying thing about 
full air suspension is that on long, 
| high-speed curves, it doesn’t adjust 
|fast enough because the air goes 
|into the air bags rapidly enough, 
| but it doesn’t come out instantane- 





which keeps the car body and its) ousiy He added that the front steel 


\lights level, regardless of load. 
| Some of the rear-only systems also 
give variable rate springing in the 
rear. 
> > > 

HESE authorities feel that the 

other advantages of full air 
suspension—full variable rate 
springing and the boot-strap lift 
(which lifts the body four to five 
inches above its normal position)— 
are not worth the cost and trouble 
involved. 

However, one GM engineer said, 
“Look, you don’t get enough cost 
out by using the rear-only air 
springs. You still have to have the 
major components—the compressor, 
the high pressure and low pressure 


‘tanks and most of the plumbing.| | 


I know, because we looked into 
this.” 

Unlike the “full air” group and 
the “rear-only” group, Ford and 
Mercury followed a third route 

| and dropped air suspension com- 
| pletely for 1959. 


One of the most interesting of 
the new suspensions is the Buick 


| ventional steel coil springs in the 
front. 

| Oliver K. Kelley, Buick chief en- 
gineer, explained: 

“We converted our air ride jobs 
to this air-steel combination for two 
reasons. In the first place the var- 
iable spring rate and self-leveling 
features are retained where load 
weight changes most—on the rear 
wheels. There is very little weight 
| variatiom on the front wheels and 


Production-Line ‘Goofs’ 


ETROIT.—“We have to design 

our cars so that they’re goof- 
proof.” 

Thus spoke a ranking auto 
company engineer recently who 
was explaining why designers and 
engineers today must constantly 
keep in mind that their final as- 
sembly lines are more prone to 
mistakes than ever before. 

Other engineers have commented 
on the same situation, claiming that 
a great many production line work- 
ers have little interest in their jobs 

and are determined to get by with 
doing the least amount of work. 


x * + 
Ban this situation is a deep 
sociological problem which 
some persons say arises from the 
fact that the typical production-line 
worker gets little or no satisfaction 
from his labor. 

The engineers feel that a major 
factor in this situation is the 
growth of union strength. Most 


4 


feel that the unions have done a 
good job for the workers. 


A byproduct of this union soli- 
darity, however, is that many work- 
ers now rely more on the unions 
and less on their own abilities for 
their job security. 

Said one engineer, “We seldom 
have aggressive people on the as- 
sembly line. If we find one that is, 
we make him a foreman. 

. *” a 


MIGHT as well face it. 
We've got a lot of highly 
trained people designing our com- 
ponents. But, we call in the man- 
on-the-street to manufacture and 
assemble them. This has to be 
taken into consideration in our 
work. 

“We are continually striving to 
design parts so that mistakes 
can’t be made. We avoid putting 
two screw holes in line because 
sometime this will result in the 
component being put on upside- 

(Continued on Page 27, Col. 1) 


springs react immediately. 

| Buick also changed its rear air 
| springs for 59. They now work at 
| (Continued on Page 32, Col. 1) 





by Joseph M. Callahan 





Vacuum Metallizing 


Invades Auto Industry 


y4cuu metallizing, a process 
in which a metallic film is con- 
densed on an object in a vacuum, 
is making some important inroads 
into the auto business. 

And, because this process fre- 
quently offers cost, weight and 








appearance advantages, many en- 
gineers feel that it will become 

much more important to car 
makers in the future, particularly 
if some current research elimin- 

ates some of the more objectional 
features of the process. 

While any of several metals can 
be condensed on many types of 
materials, vacuum metallizing in 
the auto industry is mostly con- 
cerned with the application of an 
aluminum film on a plastic surface. 

“Second-surface” vacuum metal- 
lizing, in which the metallic film is 
condensed on the back side of an 
object made of a clear material and 
viewed through the material, has 
been used in the auto industry for 
many years on both inside and out- 
side trim parts. 

However, “first-surface” meta]- 
lizing, in which the metal film is 
attached to the outside surface of 
the object, is considered to have 
the brighter future because it per- 
mits the use of many other 
stronger, opaque plastics, as well 
as metal stampings, die castings 


and other materials. 


* * + 


Three Major Steps 


pemst -SURFACE metallizing 

consists of three major steps: 

1. Application of a base coat of 

lacquer to the part to provide ad- 

hesion and a high-gloss surface as 
a base for the metal. 

2. Deposit of the metallic film 

(Continued on Page 24, Col. 1) 
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CERAMETALIX* BRAKE 
LININGS AND 
CLUTCH FACINGS 


Each of these key Bendix developments has had an important influence 
“on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF. 


Bendix tivision South Bend, wo. 
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By Joe Callahan 


(Continued from Page 22) 


on the part in a tank which has 
an almost perfect vacuum. Sus- 
pended in the tank are a few 
of aluminum which 
vaporized and deposited on 
object’s surface in a minute 
when a heavy charge of 
ity is sent into the tank. 
It takes about 30 minutes to 
the air out of the tank. 

3. Application of a clear top coat 
to protect the metallic surface from 
wear, abrasion and the elements. 

One of the largest uses of first- 
surface vacuum metallizing was 
the main instrument panel cluster 
on °57 and ’58 Fords. The cluster, 
which also contained the odometer, 
dials was a one-piece acrylic mould- 
ing. The bezel and the area sur- 
rounding the speedometer were 
metallized and the window sections 
were masked to prevent the de- 
posit of metal. 

This one-piece molding replaced 
an assembly of two chrome-plated 


ing, processing, material and han- 
dling costs. Also, the clear plastic 


was safer than the glass. 
> + + 


Discarded in 1959 


THE ’59 models, Ford has 
temporarily discarded the vac- 
uum metallized instrument cluster 
because several styling changes 
dictated that a metal cluster rather 
than a plastic cluster be used so 
that a little more rigidity could 
be achieved in the instrument panel. 
A Ford manufacturing research 
engineer said, “This is not con- 
sidered a setback for vacuum 
metallizing. There were consider- 
able savings in the ’57 and ’58 
cluster and there were practically 
no complaints. Plastic materials 
are now being produced that will 
give us the extra strength, but 
they are not yet in plentiful 
supply.” 
Ford Motor Co. also uses first- 
surface vacuum metallizing for 


steel stampings, a glass disc and a} domelight housings, heater covers, 
rubber gasket. It eliminated tool-| station wagon roof bows (the four 


or five strips of moulding that run 
from side to side on the headliners) 


and the instrument panel opening | ' 


covers on cars which are not equip- 
ped with a radio, heater or clock. 

The auto makers have been using 
second-surface vacuum metallizing 
for many years on such items as 
headlight and taillight lenses, 
medallions, horn buttons and other 
components.” 

* + 


In Use on GM Cars 


IS year General Motors is us- 

ing the process on all Pontiac 
armrests except in the Catalina 
series, on some armrest reflectors 
of the Chevrolet, Corvette, Olds- 
mobile and Buick and on the roof 
bows of Oldsmobiles which have 
sponge rubber head linings. 

Chrysler Corp. also has done 
considerable work with vacuum 
metallizing, although the prin- 
cipal applications thus far have 
been second-surface uses on some 
taillights and interiors. 

Vacuum metallizing is also widely 
used by the auto makers for the 
quick and inexpensive application 
of a chrome-like surface to proto- 
type car parts such as bumpers, 
side trim, hub caps, grilles and 
any other part that eventually will 
have a bright surface. 

At present, the process engineers 





Vacuum Metallizing at Ford Plant— 


A workman pushes o reel of 288 heater covers into a vacuum tank for metallizing 
at Ford's accessory division plant in Brooklyn, Mich. 
. & @ 
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are carefully considering the use|Ting. This is another application 


of vacuum-metallized plastic in- 
terior door handles and window 
cranks. The problem here is to get 
a finish that is hard enough to 
resist the scratching of a person’s 





NEW FORMULA APPROVED FOR IMMEDIATE 
APPLICATION ON ACRYLIC FINISHES 


with Exclusive Glasite og 


Much More 
Measurable 
Protection 


Now you can sell Liquid Glaze with all your new car 
deliveries regardless of the finish—enamel, regular lac- 


quer, or the new acrylic lacquer. 


Exhaustive tests by Liquid Glaze and South Florida 
Test Service since 1955 conclusively prove that Liquid 
Glaze applied to freshly painted acrylic lacquers will 
enhance the luster, prolong the life and permit proper 


drying and curing of the finish. 


Write today for samples, literature and prices, or send 
your order through your normal shipping General Motors 


Parts Warehouse. 


LIQUID GLAZE, INC. 
704 SHERIDAN ST. + LANSING, MICHIGAN 
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DISTRICT MANAGERS NEEDED 
FOR SEVERAL DESIRABLE TERRITORIES 









that is waiting for the large quan- 
tity production of stronger plastics. 

However, the many proponents of 
vacuum metallizing feel that the 
big breakthrough will come a few 
years hence when the development 
of more durable top coats will per- 
mit use of the process on exterior 
trim items. 


> 
A New Field 
CHAEL LADNEY JR., pres- 
ident of Detroit Plastic Mould- 
ing, one of the leaders in the vac- 
uum metallizing field, said, “This 
process opens up an entirely new 
field for the interior designer—he 
is no longer held down on the use 
of chrome to places which can 
support a die casting. And the sav- 
ings are so substantial that he is 
no longer limited by costs in his 
use of bright trim. 

“Other advantages are that the 
vacuum metallized part’s reduced 
weight permits it to be attched 
with clips instead of screws or 
rivets, that it reduces the num- 
ber of parts to be handled and 
that its lighter weight saves ship- 
ping and handling costs.” 

Asked about the comparative 
brightness of a vacuum-metallized 
surface, Ladney commented: 

“It’s actually brighter than 
chrome. One of the problems is that 
we have to keep ‘dulling’ the sur- 
face so that it won’t be too bright. 

“Before the top coat of lacquer 
is applied, our parts have a reflec- 
tivity of about 93 percent. The best 
chrome has a reflectivity of about 
65 percent. So, we tint the top coat 
and bring the reflectivity of our 
parts down to about 65 percent.” 

Ladney added that this process 
permits the use of attractive 
wrinkle, spatter, crackle and satin 
finishes. Also, these finishes can 
be tinted blue, green, gold and 
other colors. Satin finishes are 
achieved by merely sandblasting 
the dies. 


* * 


. 7 > 
Warns on Exteriors 


OWEVER, he cautioned stylists 

on the use of vacuum metalliz- 
ing for outside applications at pres- 
ent. He added that big, flat areas 
are not suitable for the process 
because there is too much reflec- 
tivity. 

Ladney said the “big trick” 
with first-surface metallizing is 
to keep dust and lint off the sur- 
face while the metallizing opera- 
tion is being performed and while 
the part is drying after its base 
and top coats. 

He partly accomplishes this by 
having all the metallizing done in 
a large, pressurized dust-free room. 
All drying air is pulled in from the 
outside, filtered on the roof, heated 
by a furnace, put through another 
electronic filter (for smaller dust 
particles), then pulled through the 
various spray booths and expelled 
to the outside. The floor in this 
room is covered with a slightly 
sticky material that holds down the 
dust and lint. 

First-surface vacuum metallizing 
has been used for many years by 
jewelry manufacturers in the East. 
Ford division is generally believed 
to have pioneered its use in the 
auto industry with its °53-model 
taillight. But this part didn’t stand 
up and the manufacturing process 
was changed in mid-year. 

Among the other firms now doing 
vacuum metallizing are Wolverine 
Plastic Co., Erie Resistor, Electric 
Auto-Lite and Kent Plastic Co. 


| 
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Rambler Sales 
Keep Soaring... 

















Reproduced from 
DETROIT FREE PRESS 
Friday, October 17, 1958 





Rambler Dealers Sell The Car 
That Has What America Wants— 


THE BEST OF BOTH 


1. Big Car Room and Comfort 2. Small Car Economy and Handling Ease 


Wouldn't You Like to Sell... 


e The Sales Success Line For '59? 


e America’s Quality-Built Compact Car? 


e The Economy King That Is Even More 
Economical In '59? 






MAIL THIS COUPON TODAY 


Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 
Gentiemen: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 











We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity ! 


Rembler Franchises Also Available in Canada and important export markets. 
in Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Torente. 
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Heat Exchangers Developed 
For Process Industries 


A preengineered, standardized line of 
exchangers has been developed for the 
chemica’ industry by American-Stundard, 
Ross heat exchanger Division, Box 2081, 
Buffalo 5, N. Y. 

Extreme flexibility is said to be pro- 
vided in moterials, sizes and arrange- 
ment of components, mounting position, 
tube side passes and nozzle orientation. 
Adaptable for use as heaters, coolers, 
vaporizers or condensers, Ross C-100 ex- 
changers can be built to handle any com- 
bination of liquids or gases, it is said. 
Featuring a floating head and removable 


bundle, they are available in one, two)! 


and four-pass designs. 
* > * 





Time Interval Meter 
Developed by Presin 


With ao measuring range in eight steps 
from five microseconds to one second, and 
@n accuracy within 2 percent, model KM 1 
is @ portable time interval meter suitable 
for either field or laboratory use. It is 
designed for such measurements as clos- 
ing and opening times of relays, circuit 
breokers and snap switches. 

Operating off a 110-volt A.C. line, the 
measuring process is controlied by a gate 
thet opens during the measuring interval 
charging a capacitor. The increase in the 
voltage drop across this capacitor is dis- 
played by a vacuum tube voltmeter whose 
face is calibrated in time divisions. Presin 
Co., 12128 W. Pico Bivd., Los Angeles 64, 
Calif. 





Flame-Retardant Compounds 
Offered in Several Colors 


Flome-retardant compounds of Grex high 
density polyethylene are now commercially 
available in a variety of colors from the 
Polymer Chemical Division, W. R. Grace 
& Co., 225 Allwood Rd., Clifton, N. J. 

Effectiveness of the flame-retardant poly- 
ethylene is demonstrated ‘above. After 
removal of 30-second applied flame, the 
flame-retardant sample, left, is immedi- 
ately self-extingvishing, while the vun- 
treated or ordinary high density poly- 
ethylene, right, continues to burn, accord- 
ing to the company. | . 


Compect Machine Tool 


A compact bench-model ultrasonic ma- 
chine tool designed for cramped quarters 
and small budgets has been introduced 
by Sheffield Corp., Dayton, O., a sub- 
sidiary of Bendix Aviation Corp. Desig- 
nated Sheffield-Cavitron Model No. 200- 


| 








B2 ultrasonic machine tool, it requires 

less than two feet by four feet of bench 

space, yet it is capable of handling pro- 

duction as well as experimental machin- 

ing of hard brittle materials with accur- 

acy and economy, the company said. 
Te = 





Burette Unit Measures 
Engine Fuel Consumption 


A fuel Burette module and control unit 
that is said to measure engine fuel con- 
sumption to an accuracy of 0.25 percent 
has been announced by Performance Meas- 
urements Co., 15301 W. McNichols Rd., 
Detroit 35, Mich. 

Height of the Burette module is held to 
a minimum (24 inches) to assure continuous 
upward flow toward the engine by elimi- 
nating air pockets from the system, it is 
soid. A base plate makes the Burette svit- 
able for bed-plate or caster mounting. The 
Burette fuel valve is air-operated, solenoid- 
piloted which requires an air supply of 
75 to 125 psi. Burettes cre manufactured 
in two sizes—the 600/mi delivers nominal 
volumes of 75, 150, 300 or 600 mi of 
fuel; the 1,000/mi unit delivers 150, 300, 
600 or 1,000 mi of fuel. 





One-Side Welding Possible 
With Schott Spot Welder 


A spot panel welder that is said to 
permit spot welding from one side of the 
work without distortion or bock-up has 
been announced by Schott Metal Co., 2225 
Lee Rd., Akron 6, O. 

Heart of the welder is said to be a 
special powdered-iron-coated welding rod 
with starting tip, which arcs immediately 
on contact with the work. Rods are avail- 
able in 1/16 and 5/64-inch diameters. 
The Schott welder is designed for use 
with any welding machine (A. C. or D. C.) 
of 125 amps rating or more. 

* *¢ *@ 





Custom Top Offered 


For Fork-Liff Trucks 


A canvas cab enclosure for fork-lift 
trucks has been introduced by D. & M. 
Truck Top Co., 12186 Petoskey Ave., De- 
troit 4, Mich. 

The firm also said it supplies the frame- 


work if necessary. 


| 





Engineering and Production 
New Products 





Drafting Unit Features 
Graduated Track Settings 


The Universal Tracmaster is an X-Y 
track drafting machine that provides grad- 
vated track settings, in addition to all the 
usual angular and dimensional measure- 
ments possible with the customary drafting 
machine protractor and scales. 

On each track, numbered graduations 
ore provided at precise 10-inch intervals 





—for easy reckoning. In effect, these track 
graduations divide the entire drawing | 
area into a 10-inch grid pattern. This is 
said to be useful for accurately establish- 
ing widely separated reference points, or | 
measuring and drawing long lines—with | 
no cumulative error due to the repeated | 
scale extensions necessary with standard | 
type drafting machines. 

te «2 





Bigger Engine Featured 
On Cushman Truckster 


The Cushman Truckster, said to be ideal 
for hundreds of delivery and hauling jobs, 
features a bigger, heavier Cushman Husky 


engine that delivers 7.95 horsepower at) § 


speeds, and boosts the rated 


cruising 


| capacity to an 800-pound load. } 


Available in a variety of body styles to | 
fit the job, the Truckster has a speed) 


to brake lining and is stronger and less 
susceptible to breakage. 

The drum is available for service and 
on the Fruehauf No. 5 axle 
available for standard Tim- 
and Standard forge trailer 
16% by 


replacement 
and will be 
ken, Shuler 
axles using 
brakes. 


six or seven-inch 





Numeri-Trol Machines 
Introduced by Ex-Cell-O 


Machines that are said to be the a 
to perform numerically controlled three- | 
dimensional machining around the axis of | 
the work have been produced by Ex-Cell-O 
Corp., 1200 Oakman Bivd., Detroit 32, | 
Mich, Equipped for milling and grinding | 
operations, they are also the first numer- 
ically controlled machines in which grind- 
ing, dressing and dressing compensation 
are incorporated. 


The Ex-Cell-O Numeri-Tool Profiling ma- 


| chines will produce such ports as coms, 
templets 


and airfoil contours of steam 


is said. Parts having irregular and twisted 
forms can be machined without cams or 
special tooling. 





Jalcase 100 Bar Steel 


range up to 35 m.p.h., and delivers up| Eliminates Heat Treatment 


to 50 miles per gallon of gasoline. Cush- 
man Motor Works, Inc., Lincoln, Neb. 
- ; 2S ie 





Anodized Aluminum Tag 


Carries Driver License 

South Carolina uses this anodized alumi- 
num tag, the size of a calling card, for 
driver's licenses. 

Punched to fit on the same ring with auto 


keys, the tags are stamped from photo- 
sensitive anodized aluminum plate sup- 
plied by Metalphoto Corp., 6811 Superior 
Ave., Cleveland, O. 

eae 


Flared Trailer Brake Drum 
Is Developed by Budd 


Budd Co., 2450 Hunting Park Ave., 
Philadelphia 32, Pa., has developed a 
flared trailer brake drum which, accord- 
ing to the company, provides longer life 


4 


turbine buckets and jet engine biades, 


Jaicase 100, high-strength, stress-stabil- 
ized, free-machining, cold-finished bar 
steel, is being produced by Jones &| 


Laughlin Steel Corp., 3 Gateway Center, 
Pittsburgh 30, Pa. 


David T. Rogers, manager, cold finished 
bar products, examines a few of the 
typical end products which can be made 
from the Jalcase 100. One of its principal 
features is that it eliminates in most cases, 
the need for heat treatment, thus per- 
mitting significant cost savings during pro- 
duction, according to the producer. 





Air Hammer Developed 
For Cutting and Chipping 


The Superior model SP500 heavy-duty 
air hammer has been announced by Supe- 
rior Pneumatic Mfg., Inc., 4758 Warner 
Rd., Cleveland 25, O. 


Designed for heavy cutting, chipping, 
chiseling, or grooving, the SP500 measures 
9% inches and weighs four pounds. The 
SP500 has a metering trigger that controls 
blows from zero to 2200 per minute, it 
is said. A patented safety chuck locks the 
various tools used with the hammer in six 
different positions. 


Portable Dynamometer Used 
To Test Bulky Assemblies 


The portable Dillon traction dynamom- 
eter is designed to measure pull in tests 
involving large, bulky assemblies that are 
impractical for conventional laboratory 
machines. 


The instrument reads directly in pounds. 
A red maximum pointer remains at peak 
load until manually reset. The model 
shown in the illustration registers pulling 
forces up to 10,000 pounds; however, 
other capacities from as low as 0-500 up 
to 0-150,000 pounds are available. W. C. 
Dillon & Co., Inc., 14620 Keswick St., Van 
Nuys, Calif. 

c-RBi-e 





Low-Cost Steam Generator 
Delivers Steam in Seconds 


Compactness, capacity and efficiency are 
said to be top features of a line of steam 
generators developed by Lectro-Heat Prod- 
ucts Corp., 12084 Woodbine, Detroit 39, 
Mich. 


Using a unique method of vaporization, 
the units deliver over 30 pounds of steam 
per BHP (boiler horsepower) per hour. 
Standard model generators are available 
in capacities from one to five BHP and in 
special models of higher capacity or as 
components for steam-using original equip- 
ment. The standard models are offered as 
off-the-shelf items suited as primary or 
alternate sources of steam supply. 
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Hydraulic Motor Pumps 
Developed by Tal 


Tal Bending Equipment, Inc., Milwaukee 
2, Wis., announces the development of a 
portable hydraulic motor pump develop- 
ing up to 10,000 p.s.i. pressure and 
weighing 65 pounds. 

The pump is rated for 10,000 p.s.i inter- 
mittent and 5,000 p.s.i. continued duty 
delivering 80 cubic inches of oil per 
minute and is driven by a standard 
HP single phase, 60 cycle, 1,750 r.p.m. 
110-220 volt motor. 
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An Engineering Problem ... 


‘Goof-Proof’ Design 


(Continued from Page 22) 


down or backward. If we make 
the screw holes ‘out of line,’ we'll 
have greater strength and there'll 
be less chance for errors.” 

He added that frequently these 
measures result in cost penalties, 
but that management is willing to 
take a penalty if greater simplicity 
and error-proofness can be ob- 
tained. 


Declaring that it’s difficult for| Jennings, Lubricants Pioneer, 


engineers and designers to sell a 
new design to their superiors unless 
it has fewer parts, he said: 

“Management’s first questions are 
usually ‘How many parts did it 
have last year?’ and ‘How many 
parts does it have this year?’” 

* = * 

IMILARLY, the president of an 

automotive supplier said re- 
cently that manufacturing people 
have told him that final assembly 
and sub-assembly lines are the 
most difficult areas for quality con- 
trol and that the fewer the parts 
to be handled the better. 


When instrument panels were 
mentioned, one official said, “The 
ideal situation is to have a one- 
piece instrument panel that can 
be hooked up completely with a 
single plug. In the old days, there 
was a wire and a plug for each 
dial, but that isn’t practical any- 
more.” 

In this connection, one of the 
current trends in the auto industry 
is toward vacuum metalizing. The 
most attractive advantage of this 
process to the manufacturing peo- 
ple is that it permits the elimina- 
tion of a considerable number of 
parts. 

One official noted that his com- 
pany has been more plagued with 
this production-line problem than 
the other auto makers because its 
production has been more seasonal 


DeSoto Engineer 
Sees Economy in 


. 
Today’s Engines 

NEW YORK.—Fuel economy of 
today’s cars has been increasing 
steadily, even though their engines 
are two to three times more power- 
ful than those of 25 years ago. A. 
Elliott Kimberly, DeSoto chief engi- 
neer, told the Au- 
tomotive Press 
Club. 

Today’s average 
fuel economy for 
all American pas- 
senger cars is 40 
ton-miles per gal- 
lon, Kimberly de- 
clared. He said 
this economy is 
the result of im- 
proved design. 

“Many people 
say their cars don’t go far enough 
on a gallon of gasoline,” Kimberly 
said. “Yet, they buy ever-increasing 
numbers of accessories which nor- 
mally would add to fuel consump- 
tion unless compensating factors 
were designed into the engine. 

“The fact is,” he continued, “that 
today’s engines are capable of giv- 
ing better tank mileage than those 
of only a few years ago, despite 
all the auxiliary power demands.” 

To improve the performance of 
a given car, the horsepower of its 
engine must be boosted or its 
weight reduced, Kimberly explained. 

Weight is being lessened through 
increasing usage of light metals, he 
Said, adding that the trend prob- 
ably will accelerate in the near 
future with improved technology 
in the handling and use of lighter 
metals. 


A. E. Kimberly 


Triumph Awards 


Four Franchises 


LOS ANGELES.— Triumph has 
added four dealers in Missouri and 
Oklahoma and on the West Coast. 

The new outlets are: McBride 
Chevrolet, Inc., 161 Elm, Lebanon, 
Mo.; Imported Motors, 825 Broad- 
way, Oklahoma City; Rube Leslie 
Motors, Inc., Fifth and Court Pen- 
dieton, Ore., and Snyder Imports, 
800 E. First, Santa Ana, Calif. 


in recent years. This firm has had 
to rely more on “men-on-the-street” 
and, consequently, has fewer 
permanently employed production 


HE amount of slovenly produc- 
tion-line work has increased 
during the past summer in most of 


early June. 
Th 





|Ends 42-Year Esso Career 


Dallas Jennings, manager of the 
lubricants and specialties division, 
has retired after 42 years with Esso 
Standard Oil Co. 

Associated with many advances| mer. 
in the lubricants field, Jennings de- 
veloped Esso’s products specifica- 
tions system. He promoted new 
methods of grease manufacture that 
were the forerunners of present- 
day methods of producing greases 
with a wider range of applications 
and temperature resistance. 









This headline, dear reader, carries no 
implication of excess, or egghead. The 
“we” is not personal but statistical. The 
eggs are merely an index, but significant. 

According to the US Department of 
Agriculture, Americans in 1958 are eating 
44 more eggs per capita than the 1935-39 
av.; also 23 Ibs more of meat, 18 Ibs more 
of poultry; plus more cheese, ice cream, 
canned and frozen fruits and vegetables. 

Expected ’58 per capita consumption 
of food is 11 % higher—for 42 million more 
people! And the food is produced by 
1,500,000 fewer farms! 

With the vastly increased market and 
fewer farms, good farmers make money 
even when prices are down. This year farm 
income is up an estimated 19% over 1957 
for the first three quarters of the year. 
Business in farm trading areas has been 
exceptionally buoyant. Farm machinery 
manufacturers have had record sales and 
many are behind demand. The best US 
farmers are anybody's best prospects for 
more business this year. 

Finding the best farmers is no problem. 
SuccessFut Farminc has rounded up the 
cream of the volume producers of field 
crops and livestock, in a compact package 
of 1,300,000 circulation. Evidence: SF 
farmers in 1957 sold 62% of the hogs, 
47% of the cattle and calves, and have 
40% of the laying hens — are the major 
suppliers of the most wanted food prod- 
ucts. Their estimated average farm cash 
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the plants because of the lack of 
contracts between the auto makers 
and the United Auto Workers since 


is has caused many of the 
quality control people to throw 
up their hands in frustration. 

They have been increasingly re- 
luctant to protest about poor 
quality situations for fear of pro- 
voking more labor disputes. 

For example, a couple of years 
ago, Chevrolet established a “flying 
squadron” quality control team 
¢ e@ that would suddenly swoop down 
on one of Chevrolet’s 33 plants, se- 
lect a group of cars and go over 
them with a fine-toothed comb, 
looking for quality defects. 

But, because of the no-contract 
situation, this operation was tem- 
porarily suspended. 

Absence of worker cooperation 
apparently reached some sort of a 
peak at a frame plant where a 
production line suddenly came to 
a crashing halt one day last sum- 


When the pileup was unscram- 
bled, it was discovered that one of 
the workers had welded a frame 


stopped when the frame crashed 
into a hole in the floor that was 
large enough for the production 
line fixtures but not for frames. 





income last year was $10,870 — will be 
higher this year. 

SF families are in the market for modern 
kitchens, more bathrooms, enlarged and 
remodeled houses, central heating, new 
furniture and furnishings, all appliances, 
cars, hi-fi sets, boarding schools, Florida 
vacations, trips to 
Europe, and insurance. 

As a medium for 
selling, SuccessruL 
Farminc is tops this 
year. And in its first 11 
1958 issues, 111 new 
advertisers made their bid for more business 
from this choice class market. 





a replacement market of $3.9 billion! 
Farmers’ 1957 capital expenditures were: 
$1.4 billion for tractors, trucks, cars, 

$1.1 billion for other machinery and equipment, 

$1.6 billion for homes, service buildings, etc. 

P Pius $16 billions by farm operators for living expenses 
—$4 billion food, $256 million furniture! 


of the nation’s best farmers delivers 

(1) rich market, where general media are weak 
(2) big buying power—estimated average 1957 
cash farm income of SF farm families, $10,870 

(3) influence, based on 57 years of service. 


Successful Farming ...Des Moines, New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, los Angeles, St. Louis, Minneapolis. 






Chevrolet Truck Accessory for '59— 


An adjustable metal stake body that fits most makes and models of ¥% and %-ton 
pickup trucks has been added to the line of 1959 accessories offered by Chevrolet 
to the production line. The line| dealers. Fabricated of welded 14-gauge steel, the unit, called Pak-Rak, consists of 
six side and six end box section rails and four corner posts. End sections telescope 
into a floating center position, providing adjustable sides and ends. Width can be 
adjusted from 45% to 764, inches and length from 69% to 110 inches. A free swing- 
ing tailgate can be operated from either side. 





We eat 44 more eggs— 


No other major medium approaches 
SuccessFrut Farminc in its effectiveness, 
than fifty years has helped the country’s 
better. Every issue makes real contributions 
to their business and their living standards. 
And this magazine enjoys a degree of 
confidence and respect that gets better 

For better business, go where business 
is better! Any SF office can show you. 


Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today's 
living and tomorrow’s plans. 


















Successful Farming with 1,300,000 










Call any SF office for details! 







FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 106 OF A SERIES 


Teen-Agers Report on 1! 
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9 Ford Car Line... 


TEEN-AGE PRESS CONFERENCE 
OFFERS ASPIRING JOURNALISTS 
REPORTING OPPORTUNITY; 
GRANTS FIVE AWARDS! 


DEARBORN, MICHIGAN—To help Ford dealers launch 
their 1959 products, Ford Division again this year was host 
to teen-age press representatives as part of the 1959 Ford 
national press preview. 


From all parts of the United States, including Alaska and 
Hawaii, the 175 teen-age writers representing their local 
newspapers or press associations worked side by side with 
the nation’s top journalists—touring Ford Motor Company 
facilities and test-riding the new 1959 Ford. Both the youths 
and their adult counterparts sent stories on the 1959 Fords 
to their newspapers; many of these reports appeared alongside 
one another. 


Hometown reaction to the teen-age reports created local-level 
interest for Ford Motor Company dealers and the products 
they sell. 


A committee of three publishers judged these young journalists’ 
writing on the basis of reporting and scholastic achievement. 
Five scholarship awards will be made to the teen-agers: First 
place award is a four-year scholarship; second place, $2500; 
third place, $1500; fourth place, $1000; fifth place, $800. 
The winners will be announced sometime in November. 
The National Teen-Age Press Conference is another way we 
at Ford Motor Company try to help you in your hometown 
. by building enthusiasm and public acceptance for the cars 
you sell. 
Another reason why it’s great to be a dealer in the Ford Family of 
Fine Cars. 








AN ROAD, DEARBORN, MICHIGAN 
WV CONTINENTAL. * ENGLISH FORD LINE 
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Aluminum for Autos... 


Kaiser Girds for Boom 


(Continued from Page 22) 





piece can be done in three-to-five | 
passes, often very worthwhile. 

Amos feels that this versatility 
will permit the development of 
many new aluminum alloys such 
as the alloy No. 54 brought out | 
this year. This is an especially 
bright alloy that is particularly | 
suitable for auto trim. 

With this works Kaiser is in a 
better position pricewise because 
transportation costs have been re- 
duced. Formerly, the bauxite was 
shipped from Jamaica where it is 
mined, to Louisiana where it is re- 
fined into alumina, and to the 
Northwest, where it was reduced | 
to ingots and fabricated into rolls. 
Then, 70 percent of it was trans- 
ported back across the country to 
Kaiser customers in the East and 
Midwest. 

Now, shipping is considerably re- 
duced. The bauxite still comes from 
Jamaica. But. the alumina is then 
transported 800 miles from Baton 
Rouge and Gramercy, La., to Rav- 
enswood, and the fabricated rolls 
and blanks are within two days of 
many Kaiser customers. 

« : > 


Shipping by Barge 

T PRESENT, the alumina from 

the Louisiana extraction plants 

is mostly transported by rail to 
Ravenswood. When volume is suf- 
ficiently increased, further savings 
can be made by transporting the 
alumina by barge up the Mississippi 
River and the Ohio River, which 
passes the Ravenswood Works. 

Part of these transportation 
savings, of course, are offset by 
the extra cost of producing elec- 
tricity with coal and by the huge 
investment in these facilities. 

Selection of the Ravenswood site 
was made after an exhaustive four- 
year study. In addition to nearness 
to raw materials and customers, 
numerous other factors affected the 
choice. Some of these are the site’s 


vast supply of fresh water under- 
ground, its nearness to good rail- 
roads, its depressed labor market 
(70,000 applications were received 
for the 2,000 jobs thus far filled) 
and, its nearness to large quantities 
of electric power. 


Also considered was the tendency 
of the Ohio River to flood on 
slight provocation. This required 
the selection of a site more than 
590 feet above sea level, since the 
highest known flood crest has 
reached 580 feet. The site’s eleva- 
tion is 620 feet. 

+ > = 

HE Ravenswood Works, al- 

though only one of 21 Kaiser 
plants, increases Kaiser’s aluminum 
primary and fabricating capacity 
about 30 percent. Kaiser supplies 
about a quarter of the aluminum 
used by the auto industry. 

The works, consisting of 70 
acres of buildings on the 3,000- 
acre site, has a reduction section 
where the alumina powder is re- 
duced to molten aluminum and 
five-ton primary aluminum ingots 
and a fabricating section where 
the ingots are rolled into plates 
(% inch and thicker), sheet (less 
than % inch thick) and foil (.005 
of an inch and less). 

The reduction facilities now con- 
sist of four pot lines of 164 electro- 
lytic cells or “pots” each. Total an- 
nual capacity is 145,000 tons of pri- 
mary aluminum. Each of the rec- 
tangular pots produces about 1,000 
pounds every 24 hours. 

To produce a pot of aluminum, 
a quantity of cryolite is placed in 
a carbon-lined pot and reduced to 
a molten state by passing an elec- 
trical current through it. Pow- 
dered alumina is then added to the 
molten cryolite. More electricity is 
passed through the solution, sep- 
arating the oxygen from the alu- 
mina (or aluminum oxide) and the 
molten aluminum settles to the bot- 





tom of the pot, to be drained off 
daily. 

Soda ash, aluminum fluoride and 
fluorspar are also added to the 
molten cryolite to obtain the proper 
melting point, good electrical con- 
ductivity, alumina solubility and 
workability. 

> * * 


No Profit in Foil 


7” THE rolling or fabricating 
mill, there are four major divi- 


sions: The Metal casting depart- 
ment, where pig, scrap and hot 
metal are alloyed and cast into 


ingots; a hot line where the ingots 
are rolled into coils and plate; cold 
rolling and finishing facilities where 
the coils are transformed into sheet | 
and foil, and the heavy plate facili- | 
ties. 

Starting with an ingot 16 inches 
thick, 44 inches wide and 144 
inches long, the rolling mill pro- 
duces a great variety of items, | 
including one of their best known | 
products—kitchen foil. It’s pos- 
sible to roll a 12-foot ingot into 
a roll .00035 of an inch thick, 4 
inches wide and 127 miles long. 

Kitchen foil, incidentally, is a 
rather minute and unprofitable end 
of the aluminum business. Most 
companies continue it largely for 
its advertising value. 

Throughout the works Kaiser has 
installed the most modern alumi- 
num-producing and fabricating 
equipment available, including 
closed-circuit TV, robot-controlled 
cranes, X-ray machines for con- 
trolling the gage and size of the 
plates and sonic testing facilities. 

Construction of the huge Kaiser 
plant has had a considerable eco-| 
nomic and sociological impact on | 
Ravenswood, a town of 1,174 people | 
B. K. (Before Kaiser) which now} 
has a population of over 4,000. 

Kaiser appears to have faced this 
responsibility and has helped out 
the townspeople considerably in 
regard to housing, schooling and} 
city planning. 

—Josern M. CALLAHAN 


Renault for Sirmans 





Hamp Sirmans Motor Co. (Ren- 
ault) has opened at 133 Albany, 
Waycross, Ga. Hamp Sirmans jr. 
is manager. 


Sawicki's New Home— 





The new sales and service facilities or Sawicki Chevrolet Sales, Rochelle, Ill., con- 


|tains 10,000 square feet of floor space, comprised of a showroom, service depart- 


ment and body shop. The owner, Walter E. Sawicki, has held the Chevrolet and 
Cadillac franchises in Rochelle since 1953. 


Engineering Briefs 


Beauty Treatment Given 


‘Eyes’ of New Chevrolets 
DETROIT.—A merican women 


spend an estimated $6 million an-| 
on mascara, pencils and) 


nually 
shadow to make their eyes attrac- 
tive. Similarly, 
facturers add lustre to the “eyes” 
of their cars. A case in point is 
the anodized aluminum bezels 
which ring the twin headlights of 
the new Chevrolets. 

In contrast to women’s makeup, 
which is applied externally and is 
temporary in nature, the “beauty 
treatment” on the headlight bezels 
is long-lasting. Actually, the ano- 
dizing process is more than a 
beauty treatment because it also 
provides a protective, corrosion- 
resistant skin. 

> > > 


Scans Associates Opens 


Plant, Office in Livonia 
LIVONIA, Mich.— Scans Associ- 
ates, Inc.,-has opened a plant and 
office at 12940 Farmington Rd. 
Livonia, to engineer and manufac- 


automobile manu-| 


| 








ture hydraulic, pneumatic, mechan- 
ical and electrical equipment for the 
aircraft, auto and missile industries. 

The firm is headed by Vernon G. 
Converse III. Other officer-directors 
are Stanley R. Andersen, Robert A. 
Newhouse, Lee J. Seymour and 
Samuel F. Sgriccia. 

= > = 


13 U. S. Engineers Inspect 


Russian Automatic Factories 


NEW YORK.—A 13-man study 
team of engineers visited Moscow 
to inspect Russian automatic facto- 
ries and research institutes where 
automatic control devices are devel- 
oped. 

The group was sponsored by the 
American Automatic Control Coun- 
cil an American Society of Mechan- 
ical Engineers, and the trip was 
made at the invitation of the USSR 
Academy of Sciences and the Gov- 
ernment Learned Technical Com- 
mittee, representing 12 Russian en- 
gineering societies. It was part of 
a technical exchange program 
agreed upon by the U.S. and Rus- 
sian governments. 
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A BIG DIFFERENCE 





Helps you sell by promising 


(One of a series) 


STAINLESS STEEL BRIGHTWORK 


Maximum Abrasion-Resistance 





Take a part subjected to particularly tough service, wheel covers for example. 
In all probability they’re made from stainless steel. Why? Because of all commercial 
metal available for brightwork, only stainless steel provides maximum abrasion-resistance. 


Stainless shrugs off the punishing abrasive action of flying gravel, 
cinders, and grit. It withstands the blasts of live steam used by commercial 
wash racks to remove caked mud, grime, and road deposits. Stainless takes this type of 
punishment in stride and comes back for more, with no loss of its showroom shine. 
Capitalize on all the strong selling points of stainless. Point out how easy it is to 
clean and keep clean. How it offers outstanding resistance to abrasion, denting 
and corrosion. Tell prospects that it will never fade from sun or weather. Will never 
chip, crack, flake or peel. It’s tough, solid all the way through with no applied surface. 


Know the stainless trim on your product. Then sell all of the advantages 
that only stainless steel can promise. 


REPUBLIC STEEL Gi 


GENERAL OFFICES * CLEVELAND 1, OHIO 


IN BRIGHT TRI 
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INSIST UPON STAINLESS 

























There’s 


NO COUNT-DOWN DELAY 


in Porcelainizing pore -, 2 4 
3 ee So-BAvS 


1959 Models! 
ire 


— 









= PORCELAINIZE ALONE IS FACTORY APPROVED FOR IMMEDIATE 


vue USE ON ALL ADVANCED, NEW 1959 AUTOMOBILE FINISHES 


This is important to you. 
The time to make an appearance product profit along with the 
sale of a new model is while the glow of new-born pride is still 
in the owner's eyes. 
Only Porcelainize permits you to catch this buying impulse at its 
[ peak. Why? Because many of these advanced finishes require 
special care when first applied. The use of any polish containing 
wax, silicone, or abrasive is forbidden during the first 60 to 90 days. 
Engineering approval gives Porcelainize the green light for 
immediate application—no restrictions of any kind. This is full 
L evidence that improved Porcelainize is not a coating of any kind— 
not a wax, spray, or silicone treatment. And positive proof of the 


superiority of Porcelainize. 


boo PORCELAINIZE 


Ad modern sab this moment ... the better the paint the hetter the Povcelainiging action 


FREEMAN & FREEMAN, INC. 
DENVER 3, COLORADO 
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Nine Makes Offering Major Changes e 9-0 


99 Suspensions a Varied Menu 


(Continued from Page 22) | third and that a lot of parts have 


a@ normal air pressure of 100 pounds | been eliminated. i 
PSI, reportedly providing a 55 per-| Among the parts eliminated are 
cent softer ride than conventional | the two front air springs, front lev- 
coil springs for the first inch of | elizing gear, considerable front end 
suspension movement. |“plumbing” and the boot-strap lift. 
On rougher roads, air pressure | There is also some simplification in 
in the spring automatically in- | the rear. 
creases. This makes the air | Chrysler Corp.’s True-Level 
spring firmer than the coil spring | Torsion-aire suspension, which is 
by the time the suspension has | about the same for Plymouth, 
moved three inches, proving more | Dodge, DeSoto, Chrysler and Im- 
control and stability. | perial, is a unique combination of 
The Buick air springs are sup-| front torsion bars combined with 
plied with compressed air from a} 
new compressor rigidly mounted on | 
the engine block to eliminate vibra- | 
tion. A high pressure storage tank | 
is located to the right of the radi-| 
ator. A “modified closed system” of |i, essentially an automatic leveling 
air control is used, reducing the) device, is an extra-cost option avail- 
amount of outside air required. lable in most of Chrysler Corp.’s 
ee | cars. 
ELLEY said that the ’59 system “The development of the new sys- 
also makes possible headlight| tem is the result of a desire (1) to 
aiming almost as effective ag full| give the consumer the significant 
air, that the smaller compressor advantages of air suspension with- 
cuts horsepower consumption a out any of its disadvantages and 


in the rear. A number of impor- 
tant improvements were made in 
the ’59 torsion bar springs, also. 


(2) to combine these advantages 
with the known superiorities of 
Torsion-Aire suspension,” Chrysler 
Corp. said. 


* * * 


Rear at Same Height 


HE company said that its auto- 
matic leveling, or height adjust- 
|ment, always keeps the rear of the 
lear at the same height, regardless 
lof the load. In this way, ground 
|clearance remains constant, the 
rear bumper does not scrape, head- 
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HEIGHT CONTROL OR 
LEVELING VALVE 


AIR SUPPLY 
LINE 


lights are properly aimed, the rear- | 


| adjustment and the back-up lights 
|illuminate the proper area. 
| Chrysler engineers feel that this 


lon station wagons which have the 

| conflicting needs of good rideability 

j}and heavy cargo-carrying ability. 

| Chrysler Corp.’s rear-air sus- 

| pension consists of an engine- 
driven air compressor which sup- 
plies air at up to 220 PSI to the 
high-pressure tank under the 
right front fender. An air supply 


leaf springs and smaller air bags | view mirrors require less frequent| Chrysler Corp.'s New Air Suspension— 


A drawing of the rear-only air suspension that is being offered on ‘59 Plymouths, 


| Dodges, DeSotos, Chrysliers and Imperials. 


body level, regardless of load. 


This air suspension system, which | system will be particularly desirable | ~ mse 


line along the right side of the 
car’s frame connects this tank 
with a low-pressure tank which 
extends across the rear of the 
car, 

The low-pressure reservoir is con- 
nected to the two air springs which 
are just forward of the rear axle. 


Shell help you close the sale...when you show her 


the beauty and practicality of 
upholstery of Du Pont Nylon 


She already knows and loves the beauty and comfort upholstery of Du Pont nylon brings to 
furniture in her home. Isn’t that a good approach to selling a woman on a car with 


upholstery of Du Pont nylon? Tell her, too, about 


the longer wear . .. 


easier care... wide selection of colors, designs, textures in upholstery of Du Pont nylon. 


Then watch her help you close the sale! 


BETTER THINGS FOR BETTER LIVING .. 


THROUGH CHEMISTRY 


REG. u. s. PAT. OFF 


SELL UPHOLSTERY OF DU PONT NYLON 


Its primary feature is that it keeps the 


* * 7 


The air springs and this tank 
might be considered as one large- 
volume spring. 

Lower ends of the nylon-rein- 
forced rubber air springs are at- 
tached to pistons which move up 
and down with the rear axle. An 
automatic leveling valve, attached 
to the differential banjo, increases 
or decreases the air pressure in the 
low-pressure tank through a bleed- 
feed valve. 

> . > 

EN the car is empty, the air 

springs support about 300 
pounds of the weight on the rear 
axle. The rest of the load is sup- 
ported by the leaf springs, which 
are of lower rate than those nor- 
mally used, since they are more 
lightly loaded. 

As the car becomes loaded, the 
amount of weight carried by the 
air springs increases rapidly, since 
all the added weight is carried by 
the air springs. 

The maximum pressure in the 
low-pressure tank is 110 PSI As 
the load on the rear of the car is 
increased, a point is reached where 

(Continued on Page 33, Col. 1) 


Bar Low-Boiling 
Brake Fluids, 
Big 3 Urge N.Y. 


ALBANY.—The Big Three have 
asked for legislation to bar the sale 
in New York of brake fluids with 
a low boiling point. Boiling causes 
brake failure. 

The request was directed to the 
Joint Legislative Committee on 
Traffic Violations by GM, Ford Mo- 
tor Co. and Chrysler Corp. 

They suggested a law that would 


|permit sale only of a heavy-duty 


fluid with a minimum boiling point 
of 300 degrees. 

Cars made since 1950 often have 
generated brake-fluid temperatures 
up to 280 degrees, the companies 
said, while standard brake fluid 
boiled at 167 degrees and moderate- 
duty fluid at 230 degrees. 


Western Dealers 


To See S-P Lark 


LOS ANGELES.—Western Stude- 
baker-Packard dealers will gather 
in Las Vegas tomorrow (Oct. 28) 
to preview the 1959 line of Stude- 
baker autos and trucks, according 
to S. A. Skillman, general sales 
manager. 

Highlight will be the unveiling 
of the firm’s new small car, the 
Lark. 

Skillman said dealers have al- 
ready ordered Larks totalling more 
than half of the company’s pro- 
duction of 49,000 units of all models 
during the 1958 model year. 


Oklahoma Oil Dealers 


Offer Free Car Check 


OKLAHOMA CITY.—Free auto 
safety checks were sponsored by 
Oklahoma County petroleum 
dealers during their participation 
in National Oil Progress Week. A 
sticker was placed on windshields 
of cars that passed the tests. 

“This voluntary vehicle safety 
check gave every driver a chance 
to do his part in making our 
community a safer place in which 
to live,” said Hal Nabors, chair- 
man of the industry committee 
which sponsored the program. 


| 
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Major Changes on 9 Makes... 


Varied Menu Offered 
By ’59 Suspensions 


(Continued from Page 32) 


the air springs no longer will main- 
tain car height and the rear of the 
car will settle as with normal 
springs. Air suspension cars are an 
inch lower than other Chrysler 
Corp. models. 


O. D. Dillman, assistant chief 
engineer for advance chassis de- 
sign at Chrysler, said, “One of 
the chief advantages of this sys- 
tem is that it’s not super-compli- 
cated. Even with an air-spring 
failure, the car will only go down 
an inch in the rear. We feel that 
we have all the advantages of the 
torsion bar plus the principal ad- 
vantage of air suspension.” 

In addition, Chrysler Corp. made 
the following three improvements 
in its torsion-bar suspension: 


1. The use of an infinitely vari- 
able cam adjustment that permits 
the assembly line worker or garage 
mechanic to adjust the caster and 
camber of the car’s front suspen- 
sion precisely. It is now more pos- 
sible to make the exact settings 
that the designers specified for best 
car handling, steering and tire 


wear. 
* * * 


Better Torsion Bars 


THE use of more efficient tor- 
* sion bars which are four inches 
shorter, four pounds lighter and 
1/32 of an inch less in diameter. 
In the past two years, Chrysler 
engineers have discovered that the 
most critical points on their torsion 
bars are the rear hexagonal attach- 
ments. 


For 1959, these ends have been 
increased from 1.25 to 1.37 inches. 
Also, new rubber seals have been 
installed at the hexagonal ends to 
prevent the entry of water and 
dirt, thus reducing the possibility 
of corrosion. 


3. A redesigned ball joint with 
spiral grooves on the face of the 
spherical bearing, so that normal 
up-and-down movements of the 
front suspension help to lubricate 
the joint. This improved lubrica- 
tion results in less ride harshness, 


Housewife Wins 
Suit to Return 
Defective Auto 


ROCHESTER, N. Y.—A house- 
wife in suburban Gates, who al- 
leged that the new Mercury she 
bought Aug. 9, 1955, was defective, 
won her Supreme Court suit to 
force the dealer to take back the 
” and return $2,777.28 she paid for 
t. 


A jury unanimously decided in 
favor of Mrs. Sophie Baird and 
against Rochester Motors, Inc. The 
jury found that the car was not 

from defects in material and 
workmanship. 


Mrs. Baird claimed the car re- 
Peatedly stalled and pulled to the 
right. She said that on occasion the 
car backed up suddenly when she 
put the car into neutral. She said 
that 10 days after she bought the 
car, Rochester Motors promised to 
give her another, but failed to do 
80. The dealer denied the car was 
defective and that the alleged 
Promise was made. 

Mrs. Baird said that in April, 
1956, the motor dripped oil and 
that after she had taken the car 
to the seller for repairs more than 
two dozen times, she finally left it 
at the dealer’s premises in June, 
1956. The next day the dealer had 
it towed back to Mrs. Baird’s home. 
She told the court she hasn’t used 
it since. 





S-P Citizens Group Posts 
Signs Heralding Lark 
SOUTH BEND. —The Citizens 
for Studebaker-Packard organi- 
zation has posted signs on utility 
Poles throughout South Bend 
bearing the reminders, “South 
Bend Goes Up with the Lark” 
and “Michiana Goes Up with the 








less ball joint wear, easier steer- 
ing and less suspension noise. 

Chevrolet’s Level Air suspension 
for 1959 has been re-engineered to 
give a softer, smoother and quieter 
ride and to improve its durability. 

To provide a softer ride, air 
spring rates were reduced 40 per- 
cent in the front and 15 percent in 
the rear. These rates occur at de- 
sign height and at about an inch 
above and below design height. 

+ * & 


HE better spring characteristics 
were achieved by making 


Mansfield Sells Deal 


Holmes Tuttle, long-time Beverly 
Hills (Calif.) Ford dealer, has pur- 
chased Monty Mansfield Motors 
(Ford), Tucson, Ariz., from Monte 
Mansfield. 
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changes in the front and rear pis- 
ton contours and in the front bel- 
lows. 

Leveling valves in the air spring 
assemblies were improved by adopt- 
ing new, quieter check valves and 
new all-rubber poppet valves that 
are more durable than the previous 
rubber-faced type. 

The 1959 air compressor is 
lower on the engine and is face- 
mounted to provide more rigid 
support. Compressor pistons are 
cam-turned and selectively fitted 
to insure noise-free operation. 

In addition to these changes, 
Chevrolet made several improve- 
ments in its air suspension during 
the ’58 model run. Among these 
were a modification in the check 
valve that virtually eliminates fail- 
ures, a new drive belt with low 
stretch characteristics for improved 
durability and several changes in 
the compressor. 

+. = * 

Springs Modified 

HEVROLET also made some 

fundamental changes in its rear 
steel coil springs. This suspension 
retains almost all of the four-link 
features introduced in 1958, but is 
modified to provide improved sta- 
bility and roll-steer characteristics 


GENERAL 





Auto with Wings 


Inventor Patents Plans 


For Fan-Drive Car 


WASHINGTON.—Dr. Peter 
Schlumbohm, whose inventions in- 
clude a profitable line of coffee 
makers, has been granted a patent 
on a system for driving cars which 
involves horizontal airplane wings 
and a fan. 

The fan is mounted on a shaft 
which passes through holes in the 
wings. Air motion created by the 
fan gives the car forward, back- 
ward or neutral drive, depending 
on the position of the fan on the 
shaft. The wings push, rather than 
lift, as they do on a plane. 

Schlumbohm is aware that such 
radical inventions need time to win 
acceptance. He concedes his winged 
car may be a decade away. 


and to eliminate objectionable side 
reactions to the frame. 

Pontiac, while continuing with 
substantially the same air suspen- 
sion, has made some significant 
changes in its steel spring system, 
which is said to give a softer ride. 

These changes consist of (1) 

larger front coil springs with 
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lower spring rates, (2) a lower 
control arm that is suspended in 
rubber and (3) front control arms 
that are more angulated in re- 
spect to each other to give 
greater anti-dive effect. 

In 1959, Oldsmobile is continuing 
its full air suspension but is mak- 
ing some very substantial changes 
in its air compressor. For that 
reason Oldsmobile air suspension 
will not be available until about 
the first of the year. 

* * + 

ADILLAC has made no change 

in its full air suspension. 

Rambler’s air-coil system is also 
unchanged. The Rambler device 
consists of a small air bellows that 
fits inside the coil springs at the 
rear wheels. 

Studebaker’s new Lark series 
will have a suspension very simi- 
lar to the ’58 Studebaker suspen- 
sion. However, an improved ride 

reportedly has been developed by 
some changes in the variable-rate 
front coil springs. 

These springs automatically com- 
pensate for variations in load and 
road conditions to provide a 
smooth, level and well-controlled 
ride. New shock absorber valving 
and redesigned rear leaf springs 
also help the Lark ride. 


A COMPLETELY NEW SYSTEM OF PRECISION 
POWER STEERING AVAILABLE EXCLUSIVELY 
ON 1959 GENERAL MOTORS CARS! 


A REVOLUTIONARY ADVANCE 
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© OlL FLOW 
DESIGNED PUMP! 


oil at high speeds! 


za, 
rs 
, 


al 


@ Oil Filler Plug Comes Off By Hand Without A Wrench! 
@ Seventeen Fewer Parts and One Pound Lighter Than Previous Model! 
@ Eliminates Ten Oil Seals to Minimize Servicing Problems! 


THE RESULT IS “PINPOINT PRECISION” HANDLING EASE. . 


IN PRECISION CONTROL! 
IMPROVED IN 
SMALLER, COMPLETELY RE- 


Delivers more oil needed at 
lower speeds. Delivers /ess 








TOTALLY 


NEW INSTANT-ACTION 


ROTARY VALVE ROTATES 
DIRECTLY with STEERING 
aa Mei MO) UE 


PREC 


@ UP TO 5 TIMES 
GREATER HANDLING 
EASE THAN 
COMPETITIVE TYPES! 


Normal parking requires only 
24% pounds of effort! Actually 
improves natural “road feel” 
vital to safe, relaxed control! 












. THE TRULY PRECISE STEERING THAT HAS 


ALWAYS BEEN THE GOAL OF AUTOMOTIVE ENGINEERS . . . PLUS THE EASE AND SAFETY OF POWER ASSIST! 


aqinaw POWER STEERING 


SAGINAW STEERING GEAR DIVISION - GENERAL MOTORS CORPORATION + SAGINAW, MICH, 
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NEW PRODUCTS 








SPRAY-PAINT OUTFIT—A portable spray- 
paint outfit, the “Steadi-Grip,” has been 
introduced by Binks Mfg. Co., 3122 Carroll 
Ave., Chicago 12, Ill. The unit features a 
two-quoart pressure cup, separated from the 
spray gun, allowing complete freedom of 
movement while painting, the firm said. 

* > 





‘IN-AND-OUT’ REGISTER — Designed to 
keep track of who is in, who is ovt and 
the time of return, the Heirco Inanovt 
Register has been introduced by Heirloom 
Co., P. O. Box 87, Kenmore 17, N. Y. 
The unit is said to be ideal for controlling 
“in-and-out” personnel at the switchboard. 

> > > 





—— 7 
a 5 


ere 





: : bd 
GOLD-PLATED TOOLS—A series of com- 
binction wrenches that ore plated in 20 


karat gold have been announced by Her- 
brand Division, Bingham-Herbrand Corp., 


> 


Fremont, O. Named the “500” set, it 
commemorates the |Oth straight year that 
Herbrand has been the official supplier 
to the Indianapolis 500-mile classic. End 
sizes cre %, 7/16, Yo, 9/16, %, 11/16, 
and % inch. 





GREASE GUN—A grease gun that can 
be loaded three ways—with any cartridge, 
from a dispenser, or by hand methods 
has been announced by K-P Mfg. Co., 1226 
Linden Ave., Minneapolis, Minn. The model 
No. C-1080 E-Z Multi-Load Grease Gun is 
said to develop up to 8,000 pounds pres- 
sure and is equipped with a patent- 
pending, Size-O-Matic plunger. This uni- 
versal plunger automatically sizes itself 
for either cartridge or regular barrel and 
will not leak grease, it is said. 

* * 





Lo-Merc Pump Converts 


Air-Conditioner to Heater 
Lo-Merc Corp., Houston, has de- 

veloped a heat pump, which will be 

used to convert its automobile air 


conditioners into heating and cool- 
ing units. 

The company said the pump will 
give either hot or cold air within 


10 seconds. The controlled hot air| 


comes directly out of the air- 
conditioning unit heated by the 
hot refrigeration gas from the com- 


pressor, rather than from the mani- | 


fold heat or radiator water. 
> = = 





SEAT BACKS—Allison's Co., 1015 Jef- 
ferson Ave., Brooklyn 21, N. Y., has intro- 
duced its line of Posture Cool seat backs. 
Made of woven bamboo strippings ond 
reinforced braces, they ore designed to 
end perspiration, stop fatigue on long 
drives, and provide ventilation for the 
driver, it is said. 

> > > 





DISPLAY CABINET—An ANCO wind- 
shield wiper display-cobinet, providing 
storage space and accommodating today’s 
longer arms ond biades, has been intro- 
duced by Anderson Co., 1075 Grant St., 
Gary, ind. Called the ANCO Aill-Cor 
Service Cabinet, the cabinet is weother- 
proof, partitioned inside, and finished in 


bright ANCO colors. 
> > « 





CHOKE-STOVE — Brake Parts Specialty, 


1914 W. Washington Bivd., los Angeles | 


18, Calif., has introduced a choke-stove 
model to fit all manifolds. This unit is 
designed for the use of smaller Shops and 
Gorages that want general coverage with 
just a token inventory. The vuniversal 
choke-stove uses the BPS asbestos pad for 
draft-proof air tight goat. it is said. 





RESURFACER — Syna-Chrome_resurfacer 
is said to give a hard brilliant finish that 
blends with original chrome. Packed in 
pressurized spray cans, Syna-Chrome pro- 
duces a finish that lasts from 18-24 months 
and is guaranteed for 12 months. The 
product is said to withstand temperatures 
up to 1,200 degrees Fahrenheit. Syna- 
Chrome Distributors, P. O. Box 151, Co- 
shocton, O. 


| made 





| i 
| DRUM-DOKTER LATHE — Barrett Equip- 


ment Co., 2101 Cass Ave., St. Lovis 6, Mo., 
| has announced that its Drum-Dokter lathe 
| is now equipped with a larger micrometer 
dial wheel. An improved heavy-duty cross 
feed slide and heavy-duty % h.p. motor 
| @re also standard equipment. 

| * * * 





DRUM CRADLES—Pucel Enterprises, Inc., 


Alpha-Molykote Corp., 65 Harvard 
| Ave., Stamford, Conn. 

| The lubricant was developed and 
| tested to meet exacting require- 
| ments of gas associations, the firm 
said, and is a high-temperature, 
nonmelting-point grease fortified 
with highly purified molybdenum 
| disulfide powder. It eliminates the 
| gumming formations which usually 
cause valves to stick, the firm 
| added. 


j 
j 
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PLASTIC STOCK BOTTLE—Needs Corp., 
255 W. Euclid Ave., Jackson, Mich., has 
introduced a one-gallon, heavy-duty, non- 
collapsible container made of unbreakable 
polyethylene for use as stock, storage and 
tote-storage bottles for battery acids, oils, 
cleaners and solvents. 

= * > 


3746 Kelley Ave., Cleveland 14, O., has | 


announced “Grizzly” cradies for drums 
up to 55-gallon capacity. The cradies, with 


or without casters and drum rollers, are | 


30 inches long, 18% inches wide and 19, 
25, 26%, and 27% inches high. 





FILE — The Kwick Kleen file, made by| 


Gordon Associates, Inc., Derby, Conn., is 
so constructed, thot by rotating a dial 
which is port of the file, a person can 
breck up the accumulation in the file 
biede, then top the file on a bench or 
blow away the porticles with an air gun. 
The file's handle con be switched from a 
vertical to a horizontal position shortening 
the overall length of the file. The files are 
in three sizes of teeth for fine, 
medium ond coorse work. 

* . * 





FLARING TOOL—A 45 degree flaring 
fool that is said to provide practically 
foolproof operation and assures accurate 
flare size has been introduced by Imperial 
Brass Mfg. Co., 6300 W. Howard St., Chi- 
cago 48, lil. Called the “Hi-Duty 300-F," 
the tool features self gaging, chevron 
gripping action and high strength flare 
radius. The chevron gripping action is 
said to end continuous indentations around 
the circumference of the tube. Stress points 
that can cause flare weakness are said 
to be eliminated. Positive non-slip tubing 
grip is achieved with scoring reduced to 
a minimum. 

* 


Alpha-Molykote Offers 


Gas-Valve Lubricant 


Molykote Type 1102, a gas-valve 
lubricant, has been announced by 


4 





DRIVER 
electronic 


ALARM — Development of an 
transistor safety alarm for the 
protection of sleepy automobile drivers 
has been announced by Wright Airborne 
Electronics, 1620 McGee Trafficway, Kansas 
City 8, Mo. Attached to the ear while 
driving, the “Driver-Larm" emits an awak- 
ening warning signa! the instant the doz- 
ing driver's head nods, arousing him 
abruptly from his drowsiness and prevent- 
ing him from falling asleep at the wheel 
|of his cor or truck, it is said. Made of 
| plastic, it weighs two ounces. 





DRILL—One of the latest developments 
in power tools is said to be the %" two- 
speed drill, developed by Portable Electric 
Tools, Inc., 320 W. Eighty-third St., Chi- 
cago 20, lil. The Shopmate drill, model 
$D-382, has a 2,000 r.p.m. speed for 
drilling wood, plastic and all other light 
materials, and a 1,000 r.p.m. speed for 
heavy-duty drilling, it is said. An electro- 
mechanical transmission allows speeds to 
be changed instantly, electrically, by 
pressing a speed range select switch, it 
is claimed. The unit has 2.8 amp. uni- 
versal fan-cooled motor, precision geared 
chuck and key, ball thrust bearing, preci- 
sion cut alloy steel gears, silver luster 
finish. It weighs 44% pounds. 








STOPLIGHT SWITCH — The Automotive 
Division, Wagner Electric Corp., 6400 
Plymouth Ave., St. Lovis 14, Mo., has 
announced the Wagner Lockheed stop- 
light switch assortment which contains 
hydraulic and mechanical switches for 
cars and trucks. Twenty-six switches are 
included in the assortment, with extra 
switches included in the more popviar 
numbers, Application data is printed on 
the reverse side of the card which holds 
the switches. 





TIRE CHANGE R—The Bready tire 
changer is said to accommodate all car 
and most light truck tires of all ply and 


cross sectional diameter, 10 through 16 
inches. Manually operated, the unit is 39 
inches high and has a base diameter of 
18 inches. Bready Tractor & Implement 
Co., Avrora Rd., Solon, O. 

. 8.6 
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WRENCH—Custanite Corp., 1228 Utica 
Ave., Brooklyn, N. Y., has marketed its 
“Flikit" instant-grip, automatic wrench. In 
operation, the wrench is placed on the nut 
and a turn of the handle tightens or 
loosens the wrench, it is said. The jaws 
close automatically on whatever size nut 
being tightened. The wrenches come in 
three sizes. and each size handles all 


types of nuts—square or hex—and elimi- 
nates the necessity for a set of ordinary 


wrenches, it is claimed. 
© 





CONTACT SET—"Power Points" contact 
sets that are preassembled and prealigned 
and have a nylon arm design for bounce- 
free performance at high speeds have been 
introduced by Electric Auto-Lite Co., Toledo 
1,0. Replacement time is reduced 50 per- 
cent with the new “Power Points," accord- 
ing te Auto-Lite. 
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America's outstanding non-profit 
automotive group brings a message 
to automobile dealers in the interest 


of public safety. 














THE SPACE FOR THIS SAFETY MESSAGE WAS PAID FOR BY MOTOR VEHICLE RESEARCH OF N. H. 






THE “CRASH-DANGERS” OF SMALL 
IMPORTED AND ECONOMY AUTOMOBILES 


By Motor Vehicle Research 
of New Hampshire 
An independent organization dedicated to Public Safety 


The current increase of interest and sales in small automobiles has stimulated think- 
ing in many quarters. From a commercial standpoint, this interest is well founded and 
deserves the attention of all those engaged in the sale of automobiles. However, any 
sale of an automobile that does not contain a discussion of safety factors is incom- 
plete and unsatisfactory. The exclusion of safety factors from an operational and crash- 
worthiness standpoint is unjustified especially when these factors are apparent§ or dis- 
cussed in publications. 


TOO MANY AUTOMOBILE DEALERS ARE UNINFORMED OF THE 
HIDDEN DEATH BUILT INTO SOME OF THE NEW AUTOMOBILES AND 
ARE SELLING THEMSELVES OUT OF BUSINESS OR BECOMING RIDICU- 
LOUS IN THE EYES OF PROSPECTIVE CAR BUYERS. THIS COULD HAP- 
PEN WITHOUT THEIR KNOWING IT. A WELL INFORMED AND RE- 
SPECTED AUTOMOBILE DEALER IS ONE WHO IS LOOKED UP TO 
IN HIS COMMUNITY AND MUCH SOUGHT AFTER WHEN CAR 
PURCHASES ARE CONTEMPLATED. HE HAS SCIENTIFIC FACTS TO 
ASSIST HIM. THE UNINFORMED DEALER IS ALWAYS STRUGGLING 
FOR EXISTENCE. 


We at M. V. R. feel that each dealer has an obligation to his customers that should 
be fulfilled in order that a reduction in the carnage rate on our highways can be 
achieved. Human life and suffering is of more importance than money. The highway 
accident record indicates that traffic safety will not yield readily to wholesale solution 
and may have to be solved by each individual for himself. Each automobile dealer 
has a stake in the problem and can be of inestimable value providing he will meet his 
obligation in a straightforward and frank manner. 


Our studies have uncovered many areas in which small vehicles offered for sale are 
dangerous when they operate in conjunction with standard American automobiles on 
our highways. 


Bear in mind, the growth of automobile use is increasing each year and highway aver- 
age speeds are climbing. The severity of accidents has also increased with speed and if 
allowed to continue unchecked, will result in restrictive automotive legislation that will 
have a disastrous effect upon the industry. 


The highway accident problem is the nation’s number one problem and vitally con- 
cerns every dealer. Do not turn your back on it because you may be closing the door of 
your business. 


We strongly advise that you call to the attention of your customers the effects of a 
collision of a small car with a standard American automobile. In doing so, you have 
fulfilled your obligation and are worthy of your commercial undertaking. The effects 
of such collisions are easily understood when small cars are carefully analyzed and 
compared with standard American automobiles. 


Make “safety through design” part of your daily business. This will result in a bet- 
ter business. 


A, J]. White, Director 
Motor Vehicle Research of New Hampshire 


M. V. R. points out, after accident studies and tests, that small vehicles have 
merit and economy factors worthy of consideration. However, on the highway these 
cars are like bantam-weight boxers competing with heavy-weight boxers when they 
are in collisions with standard American vehicles. Unfortunately, weight and size 
— the winner in automobile crashes as the laws of physics have not been 
altered. 


Note: Dealers interested in a complete report and study of the problem may obtain a copy of an illustrated M. V. R. Report #8 by sending $1.00 
to the Director, Motor Vehicle Research, Newmarket P. O., Lee, N. H. Limited copies are available. 
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uto-Lite Names Car center in the extension to the 
A ~~ military of specialized engineering 


Military Sales Chief and production skills and facilities 
John. F. Carey has been appointed|in areas of electronic and other 
head of military sales for Electric | advanced products me components. 
Auto-Lite Co.’s electrical piodunte | Pe 
group. Rubatex Ups Shanthi 
With headquarters in New York,| Donald E. Cornmesser has been 
Carey ‘will represent the group’s| appointed plant manager of the 
three divisions as well as the cor-| Rubatex division, Great American 
porate research and development | Industries, Ine., Bedford, Va. 
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Detroit Times 


Automotive Writer 


One of the nation's best- 
known automotive reporters, 
Tom Kleene, keeps readers 
informed of the latest de- 
velopments throughout the 
vast automobile industry. 
He has a way of translating 
engineering technicalities 
and financial complexi- 
ties into a language the lay- 
man can easily understand. 
For a clear and precise look 
at the important and always 
changing automotive pic- 
ture, be sure to read Tom 
Kleene daily and Sunday in 
The Detroit Times. 











Appointments of Dr. Gilman S. 
Heoper as research vice-president 
and L. Louis Malm as engineering 
vice-president, has been announced 
by Industrial Rayon Corp., Cleve- 
land. 


Dr. Hooper joined Industrial 





Dr. G. 8S. Hooper Louis Malm 


Rayon’s high polymer research 
division in 1949 and was named 
research director last year. Malm 
joined Industrial Rayon’s engineer- 
ing staff in 1944, moved up to plants 
and process engineer in 1945 and 


was named chief engineer for the | named production 
| vice-president of 


company in 1949. 
* oa * 


Central Foundry Promotes 
Corp and Karam 


Two executive promotions within | 
Central Foundry division of Gen- | 
eral Motors have been announced. 

Leon F. Corp, plant manager of 





L. F. Corp A. J. Karam 
since May, 1953, has been promoted 


| to assistant divisional manufactur- 


ing manager, a new executive posi- 


| tion. Arthur J, Karam, production 





Profit by the Bright Difference 
| in The Detroit Times 





Circulation 
400,000 Daily — 500,000 Sunday 


Represented Nationally by Hearst. Advertising Service Inc. 
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jnational Co, 
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| eign countries. He 
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manager of the Saginaw malleable 
iron plant since May, 1957, has been 
promoted to plant manager, suc- 
ceeding Corp. 
* 


* * 


Tube Reducing Ups Pair 

Tube Reducing Corp., Walling- 
ton, N. J., has named Frederick 
P. Huston chief methods en- 
gineer. Scott N. Randall is new 
chief product engineer. 


Three Shifted by GE 


Three appointments have been 
announced by the Chemical and 
Metallurgical division, General 
Electric Co. They are: Dr. A. 
Eugene Schubert, general manager 
of the Chemical Materials depart- 
ment; Sam L. Brous, marketing 
manager, and James W. Raynolds, 
consultant to the general manager. 

7 * a 


Firestone International 


Promotes Mather 
Richard H. Mather has been 


joined Firestone 
in 1929, will direct 
manufacturing in 


plants in 15 for- 





has been general 
production man- R.H. Mather | 
ager of the International Co. since 
| 1948. 


| 





Rubber Picks Wilson 
To Head Research Center 


Dr. Thomas L. Wilson has been 
named manager of the U. S. Rubber | 
Co. research center in Wayne, N. J., | 
succeeding Dr. Arthur E. Brooks, 


| who has been appointed an assist-| 


ant director of the company’s re- 
search and development depart- 
ment. | 

U. S. Rubber has named Wilbur 


E. Combs manager of development 
|for the mechanical goods division. | 





> * * oe 


Chosy, Blanchard Join 


Fruehauf Engineering Staff 
Appointments of Eugene Chosy as | 
chief engineer-heavy equipment and 
Carl E. Blanchard as chief com- 
ponent engineer has been an- 





Eugene Chosy Cari E. Blanchard 


| nounced by Fruehauf Trailer Co., 


Detroit. 

Chosy formerly was chief en- | 
gineer for Converto Mfg. Co., Cam- | 
bridge City, Ind. Blanchard for-| 


| merly was with Sheridan-Gray, Inc., | 
| Torrance, Calif.. where he was in| 


charge of design and service of | 
heavy machine tools for aircraft | 
use. 


Nutter Elected President 


Of Gray Iron Founders 


Albert M. Nutter, treasurer of 
E. L. LeBaron Foundry Co., Brock- 
ton, Mass., has been elected pres- 
ident of the Gray Iron Founders’ 
Socjety. He succeeds J. Scott 
Parrish jr., president of Richmond 
Foundry & Mfg. Co., Inc., Rich- 
mond, Va. 

Other new officers are J. E. Quest, 
president of Quest Mfg. Co., Shak- 
opee, Minn., vice-president, and 
William A. Hepburn, vice-president 
and treasurer of John T. Hepburn, 
Ltd., Toronto, secretary. C. R. Gar- 
land, secretary and comptroller of 
W. O. Larson Foundry Co., Graf- 
ton, O., was reelected treasurer. 

7 on * 


AC Promotes Howlett 


Leigh V. Howlett has been ap- 
pointed product engineer for the 
Thor, Regulus and other military 
programs at the Flint plants of 
AC Spark Plug. He had been a test 
engineer in the military and elec- 
tronic engineering department. 
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CRUSHPROOF’S 


patented F-250 fitting fits 
tightly over curved downspouts 
of twin tailpipes on all 1959 
passenger Cars. ($4.75 a pair) 


For fast, sure removal of dead) 
monoxide fumes from cars serviced 
in your garage. 


ONLY CRUSHPROOF OFFERS: 


@ Five sizes of tubing for cars 
and trucks. 

@ Fittings for all cars ever made 
with twin tailpipes. 

e@ Tubing in any lengths, special 
adapters, and door fittings. 


@ Complete assembly sets for 
service stations. 


ALL MADE OF 
HIGHEST QUALITY NEOPRENE 


en 


FIVE TUBING SIZES, including (left) an 
asbestos-lined 4-inch tubing for trucks. Next 
is 344" |.D. tubing, then the 3”, 24" and 2° 
for passenger cars. 


CRUSHPROOF used in the factories 
of most new car manufacturers 


All products made on 
patented apparatus 





Write us for Catalog and 
nearest distributor 


CRUSHPROOF 
TUBING CO. 


McCOMB, OHIO 


Protect Your Showroom Floor With D & M Under Cor Covers 


$ 
D & M TRUCK TOP CO. sess 


12186 Petoskey Ave. Detroit 4, Mich. Webster 3-161) 





WESTERN 
SNOWPLOWS 


With Power Hydraulic Lift 
For All Vehicles 
WILLYS, FORD, 


DODGE, 
CHEVROLET, 
GMC 


from $795 .... 


Ready to Install oS — cane 
FOB FACT 


WESTERN SNOWPLOW DIV. DEPT. 7-AN 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St. 





Milwaukee, Wis. 
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In every one of Detroit’s 


FABULOUS 


= dependable National Oil Seals 





Year after year, Detroit achieves the impossible—improving constantly 
on the best cars in the world. 





Year after year, we ride more smoothly, comfortably and quietly in 
high-performance automobiles of outstanding beauty. 


And year after year, Detroit has increased the brute ruggedness and 
unfailing dependability which have made American cars 
the world’s envy. 





13.50 
tenderd 
31613 


= Since the dawn of the Automotive Age, National has supplied vital oil 
seals for the wheels, power trains, engines and accessories of cars, trucks, 
buses and off-highway vehicles. National is proud of this record, 

proud to be a part of our nation’s greatest industry, proud of the faith 
Detroit places in the products we make. 


Our pledge: still better research and manufacturing to make sure 
National continues to mean “tomorrow’s oil seals—today!” 


NATIONAL SEAL 


Division, Federal-Mogul-Bower Bearings, Inc. 
General Offices: Redwood City, California 
Plants: Redwood City and Downey, California, 
Van Wert, Ohio 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"56°57 
Dec. 


- 


"67 °58 
Jan, 


"57 ‘58 
Feb, 


"57 =°58 
March 


"57 
Apr. 


58 "57 °S8 "67 =°68 


dune 


"57 
duly 


"57 =°58 
Aug. 


Prices of ’S7s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Oct. 17. 

Needed lots more cars today that would 
have sold for the ‘‘High Dollar’’ if we had 
them here. 


BUICK—’58 RM conv., $3,350* (ps) 


‘ST Century Hardtop, $1,880*; Special 
Hardtop, $1,625° (ps). 
’56 Special Hardtop, $1,250*. 
"55 Super 2-dr., $910*, $830°; Special 4- 
dr., $900°. 
CADILLAC — '58 coupe de Ville, $3,550*° 
(ps). 
"BG (62) 4-dr., $2,135° (ps). 
"63 (62) 4-dr., $1,050°. 
— ‘58 Bel Air (8) Hardtop, 
$2,000° (ps); 4-dr., $1,955*; Delray (8) 
4-dr., $1,525. 
57 Bel Air (8) 4-dr., $1,490* (ps); Two- 
ten (8) 2-dr., $1,385°*; 4-dr., $1,290°. 
"56 One-fifty (8) 2-dr., $720; Two-ten (6) 
4-dr., $700. 
55 Bel Air (8) 4-dr., $925°; 2-dr., $875*; 
Two-ten (6) 2-dr., $500. 


"54 Bel Air Hardtop, $720°. 
"63 2-dr., $660°; 4-dr., $370. 


2-dr., $495; Custom (6) 2-dr., $355°*. 
’53 Custom (8) 2-dr., $350. 
"52 2-dr., $210. 
"50 4-dr., $215. 

IMPERIAL—'58 Crown 4-dr., $3,000* (ps). 
| MERCURY—’57 Monterey 4-dr., $1,615*. | 
‘56 Monterey 2-dr., $1,110*°; Hardtop, 

$950°. 
‘55 Monterey 2-dr., $685*. 
"54 Custom 4-dr., $535. 
"53 Hardtop, $285*; 2-dr., $275*. 





'52 4-dr., $260; 2-dr., 
"650 2- dr., $130. 
CHRYSLER—’54 NY 4-dr., 
"39 4-dr., $100. 
DeSOTO—’'57 Firedome 4-dr., $1,625*. 
'5S Firedome Hardtop, $900*, $775*. 
FORD—’58 Country Sedan (8) station wag- 
on, $2,125*. 
’S7 Fairlane (8) Hardtop, $2,025; Coun- 
try Sedan (6) station wagon, $1,545*; 
Custom (8) 4-dr., $1,375*; Custom (6) 


$115. 


$685°. 


2-dr., $990 

'56 Fairlane (8) conv., $1,165*; 4-dr., 
$1,070*, $925*; Custom (8) 2-dr., $775; 
Main (8) 2-dr., $695; Main (6) 4-dr., 
$540. 


‘55 Fairlane (8) Hardtop, $1,050*; 
$850; Custom (8) 2-dr., $710. 
’54 Fairlane (6) Hardtop, $655; Main (8) 


4-dr., 





OLDSMOBILE—'58 (88) Hardtop, $2,350*; 
4-dr., $2,275*. 
"55 (88) sedan, $1,150°*. 
"64 (88) 4-dr. "$850°. 


PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 





355*, $1,125°. 
’55 Savoy 4-dr., $700*. 
’54 Belvedere Hardtop, $550 (ps). 
’53 station wagon, $425. 


PONTIAC—’57 Star Chief 4-dr., $1,610*. 


’56 Chieftain Hardtop, $1,070*; 4-dr., 
$930°. 
’55 Chieftain 4-dr., $900*; 2-dr., $510*. 
"54 4-dr., $475°. 
STUDEBAKER — ‘56 Commander 4-dr., 
$715. 
"5S 4-dr., $475. 


WILLYS—’48 station wagon, $185. 
MISCELLANEOUS—'56 Ford pane! truck, 
$670. 
"53 Ford pickup, $240. 
’51 Chevrolet pickup, $300. 
*49 Ford pickup, $240. 


BUFFALO, N. Y. 


Thruway Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Oct. 14. 

Off about $200 on some older models; 
even with book on later models, 1956, 
1957, 1958. Sold 69 cars from 116 con- 


| signments. 


BUICK—’57 Century 4-dr., 
$1,735° (ps); 
(ps). 

"56 Special 2-dr., $1,060*. 

"55 Special Riviera, $870°; 2-dr., $550; 
Century Riviera, $835°; RM 4-dr., 
$685° (ps). 

CHEVROLET—'56 Two-ten (8) 2-dr., $1,- 
065; Two-ten (6) 2-dr., $790*. 


$1,785* (ps), 


Super Riviera, $1,650* | 


(Copyright, 1958, by Automotive News) 


"55 Two-ten (8) 2-dr., $720*, $710. 
"54 Bel Air 4-dr., $540; conv., $495, 
$435. 
53 Bel Air 4-dr., $410°; 2-dr., $400; 
Two-ten 4-dr., $350. 
DeSOTO—’54 Firedome 4-dr., £340° (ps). 
DODGE—’57 Coronet (8) conv., $1,500*°; 
2-dr., $1,050. 
"52 Meadowbrook 4-dr., $155°*, 


FORD—'58 Fairlane (8) Victoria, $1,900° 


(ps); 2-dr., $1,900. 
| °S7 Fairlane (8) 500 Skyliner, $1,925°; 
Fairlane (8) 2-dr., $1,285°*. 

"56 Country Squire (8), $1,205° (ps), 
$1,135; Fairlane (8) 2-dr., $1,120*; 
a aa $985* (ps); Custom (6) 4- 

$760°; 2-dr., $650. 

so "Ranch wagon (8), $855°; Fairlane 
(8) Town sedan, $800*°; 2-dr., $800*; 
Custom (8) 2-dr., $650°; 4-dr., $590°, 
$525; Main (6) 4-dr., $500°*. 


"54 Custom (8) 
$610°*; Custom (8) 2-dr., 
(6) 2-dr., $305; Crest’ 


(8) 2-dr., $350*; 

$340, $325°; Main 
$140. 

LINCOLN—’57 Premiere Hardtop, $2,625* 
(ps). 

MERCURY—’55 Montclair 4-dr., $725*. 

NASH—'56 Ambassador (8) 4-dr. 

"55 Statesman (6) Hardtop, $570°. 

OLDSMOBILE — '54 (98) Holiday, $860° 


ranch wagon, $715*, 
$440; Custom 
(8) Victoria, 
$535. 
"53 Crest 
2-dr., 


Custom (8) 
(6) 4-dr., 





$825°. | 





(ps); (88) Super 4-dr., $660° (ps). 
PLYMOUTH—'56 Savoy (8) 2-dr., $775°. 


"55 Savoy (8) 4-dr., $600; Plaza (6) 
4-dr., $490; Belvedere (6) 2-dr., $450, 
54 Belvedere 4-dr., $440°. 
PONTIAC—'55 Chieftain 2-dr.; $685* 
’54 Chieftain 2-dr., $475*. 
RAMBLER—’58 Custom (8) 4-dr., $2,100*, 


$1,840*. 
56 Custom (6) 4-dr., $850. 
STUDEBAKER—’55 Commander (6) Hard- 


top, $545°. 
MISCELLANEOUS—’56 Ford %-ton pick- 
up, $775*. 


FLINT, MICH. 


Flint Auto Auction, Inc. Sale every Wed- 
nesday. Prices are for sale of Oct. 15. 

Even though cars are scarce, percentage 
of sales is down, However, prices seem 
relatively steady except on 1958 modcels, 
Sold 132 cars out of 210 consignments. 


BUICK—’58 Super Riviera 2-dr., $2,625* 
(ps); 4-dr., $2,465° (ps); Special 4. 
r., $2,437*, $2,350°. 

’57 Century Hardtop, $1,905* (ps); Spe- 
cial Riviera 2-dr., $1,675* (ps), $1,- 
490. 

"56 Special Riviera 2-dr., $1,200° (ps), 
$1,140*, $1,115*; Century Riviera 2. 


dr., $1,110° (ps). 

"55 Special Riviera 2-dr., $920*, $905*; 
Special 2-dr.. $850°; 4-dr., $850°; RM 
2-dr., $885° (ps); Century 4-dr., 
$800°. 

54 Special 4-dr., $490; RM 2-dr., 

(ps); Century conv., $400*. 

"53 Special 4-dr., $330. 

"52 Special 4-dr., $205. 


$440° 


CADILLAC—’58 (62) 4-dr., $4,260* (ps). 

’57 sedan de Ville, $3,075* (ps); (60) 

4-dr., $3,000* (ps); (62) 4-dr., $2,930° 
(ps). 

CHEVROLET—’'58 Impala (8) conv., $2,- 
280° (ps), $2,025; Biscayne (6) 4-dr., 
$1,690°. 

’57 Bel Air (8) station wagon, $1,880* 
(ps); Two-ten (6) 2-dr., $1,235. 


’56 Two-ten (8) station wagon, $1,310*; 
Two-ten (6) 2-dr., $915, $855; 4-dr., 
$910; Bei Air (8) Hardtop, $1,280*; 
sport coupe, $1,100°. 

"55 Two-ten (8) station wagon, $1,020*, 


$925°; Bel Air (6) club coupe, $950°; 
4-dr., $665; One-fifty (6) 4-dr., $450. 
54 Bel Air club coupe, $455. 
"53 Bel Air club coupe, $430°; Two-ten 
4-dr., $370*, $335. 
CHRYSLER—'53 Windsor 4-dr., $250°. 
| DeSOTO—'57 Fireflite Hardtop, 2 at §$1,- 
645° (ps); 4-dr., $1,105. 
‘5S Firedome 4-dr., $910*. 
DODGE—'57 Royal Lancer 2-dr., $1,535* 
(ps). 
"55 Coronet (8) Hardtop, $680; 2-dr., 
$505. 
EDSEL—’'58 Citation conv., $2,155* (ps), 
FORD—'58 Custom (6) 2-dr., $1,600. 
"S57 Thunderbird 2-dr., $2,590°; Ranch 
Wagon (8) 2-dr., $1,550*, $1,240° (ps); 
Fairlane (8) conv., $1,505*; Hardtop, 
$1,.440° (ps); 4-dr., $1,325*°; Custom 
(8) 2-dr., $1,225; 4-dr., $1,175. 


(Continued on Page 42, Col. 1) 











JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 

















Denver Auto Auction 


4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


by Empire Auction Insurance 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 
Sale every Wednesday - 11:00 AM 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 




















SALE EVERY FRIDAY 
CARS AT 12:30 P.M. 


| TRUCKS, OCT. 31st, 11 A.M. 


Checks and Titles Guaranteed 


Il years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UNien 5-2361 Chicago line: REgent 1-6181 





MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ “DUAL RING" 2 lines running simultane- 
ously. 
® Conveniently located in the heart of the 
automobile world. 


© Ten acres of completely fenced parking 
area. 

© Always a fine selection of sharp cars. 

© Friendly relations prevail at all times, 

© Congenial auctioneers. 

© Fair management, 


MICHIGAN'S FINEST SALE 
12:30 SALE EVERY WEDNESDAY 12:30 


M. D. McCollum, Vice-President and M r 
3711 Western Road Phone CEdar 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half me west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 








NEW JERSEY 





CROSSROADS OF THE EAST 


i OD > 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 





For Fast, Accurate Directions to 
Leading U. S$. Auto Auctions, Dealers 
Look in LUCAD. 





NEW YORK 





Thruway Auto Auction, Inc. | 
Rovte 188 Buffslo, New York | 
EVERY TUESDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 A! Clements, Owner 
Flyi Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
| is only five minutes away. Call us, we'll) 
| pick you up. | 














NEW YORK CITY'S 


shit Kan, 





EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 


EVERY TUESDAY 12:30 P. M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
oy Monday — I! O'Clock 
car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto ew vapeme | 
Center of Empire State. Check 
Title Protection. (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No, 72 
5 miles South of Pennsylvania Turnpike 


Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
¥%& Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattie 88, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 





WISCONSIN 








MILWAUKEE 


AUTO AUCTION 
Phone: SOuth 1-118! 


4 miles south of city limits on 
U.S. Highway 41 


SALE EVERY WEDNESDAY 
Dual lane selling 
Checks and tities guaranteed and bonded. 


Dyer, Indiana's fond Man, George Lawson, 
Owner. 
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: V Best-selling weekly magazine in America 


GUIDE 





; RM 
4-dr., 


$440° 


ps). 


, 930° 





- | More readers per dollar! More interest per reader! 


More readers per dollar! At its black-and-white Now then. You certainly can’t say your advertising 
page rate of $2 per thousand, TV Guide delivers 1135 readers is hitting on all cylinders if TV Guide is missing. 





. for one dollar . . . far more than any other national magazine. So let’s get together . . . soon! 

Moreover, 428 out of every 500 TV Guide families own auto- COMPARISON OF CAR-OWNING FAMILIES 
a mobiles. No other national magazine even comes close to offer- REACHED BY LEADING GENERAL MAGAZINES 
= ing such low-cost coverage of your market (see chart at right). Namie of exh 
ON - . . owning families* 
Vash. se Circulation B hed in 

More interest per reader! Of the 64 million persons Magazine Base ani ee ee ee 

3 who purchase T'V Guide each week (circulation base effective SGestine Baw | 4-color 

, October 4), over 5 million go out and buy it at the full cover 
Py price... a demonstration of interest unprecedented in pub- TV GUIDE | 10/4/58 
a lishing history. Equally significant, TV Guide is the one 

magazine they never tuck away, the one magazine they Digest Jan. 1958 | 11,750,000 

keep handy for constant reference all week long. In fact, Post 7/19/58 | 5,600,000 

Magazine Reading Trends, Sindlinger & Co. (1958), shows Look 7/8/58 | 5,550,000 

that the average copy of TV Guide is read five times a day Life 2/3/58 6,000,000 
al by each reader ! *1958 Starch Consumer Magazine Report 
~ A WEEKLY MAGAZINE... A DAILY HABIT 








40 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded aré variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1958, by Automotive News) 

1959 MODELS 


BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 


$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 


brakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two —4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 


Special—4-dr. hardtop, $6,233. Seventy-Five | 


—8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 
OHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $118.) 
-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan., $2,440; 2-dr. sed., $2,386. Impala— 
4-dr. sed., $2,592; 4-dr. hardtop, $2,664; 
2-dr. hardtop, $2,599; conv., $2,849. Sta- 
tlon Wagons—2-dr. 2-seat Brookwood, $2,- 
571; 4-dr. 2-seat Brookwood, $2,638; 4-dr. 
2-seat Parkwood, $2,749; 4-dr. 3-seat 
Kingswood, $2,852; 4-dr. 2-seat Nomad, 
$2,897. Corvette—hardtop cpe. 
(V-8 std.), $3,875. 
CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; comv., $3,620; 4-dr. 2-seat stat. 
Wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
Saratoga—4-dr. sed., $3,966; 4-dr. 


09 Models Open 
To Full Houses 


In Youngstown, O. 


YOUNGSTOWN, O.—New models 
and price stickers have aroused 
keen interest in new-car showings 
in the Youngstown area, with po- 
tential buyers filling showrooms. 

Most dealerships opened their 
showrooms without much fanfare. 
However, Ford dealers in 34 Ohio 
counties, including Mahoning 
County and four Western Pennsyl- 
vania counties, offered 12 new 
Fords as prizes. 


Youngstown dealers are looking 


hard- | 


Eldorado—Brougham 


$2,301; 2-dr. sed., | 


v. | 
— | $3,686; conv., 


| 909.50. Crown—4-dr. sed., 
| hardtop, 
| conv., 
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Current Prices on U. S. Cars 


hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
| 4dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
| standard on Saratoga, New Yorker and 
| 300-E.) 

DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr. sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Firefiite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358. Ad- 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 


DODGE—Coronet Six—4-dr. sed., $2,- 
586.50; 2-dr. sed., $2,515.50; 2-dr. hard- 
top, $2,643.50. Coronet V-8—4-dr. sed., 
$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
Custom’ Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr, 3-seat Custom Sierra, $3,438.50. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custom 300— 
4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 


top, $2,602; 2-dr. hardtop, $2,537; conv., 
$2,839; retractable hardtop (V-8 standard), 


$3,346. Station Wagons — 2-<dr. 2-seat 
Ranch Wagon, $2,567; 4-dr. 2-seat Ranch 
Wagon, $2,634; 2-dr. 2-seat Country 


Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,747; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) —2-dr. hardtop, 
$3,969. 

IMPERIAL—Custom—4-dr. sed., 
4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- 
$5,647; 4-dr. 
$5,647; 2-dr. hardtop, $5,403; 
$5,773.50. LeBaron—4-dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,- 


|} 902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 


036; 2-dr. hardtop, §2,958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3,365. Super 88— 
4-dr. sed., $3,178; 4-dr. hardtop, $3,405; 
2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669. Series 98—4-dr. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 
hardtop, $4,086; conv., $4,366. (Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 


add $119.50 for a V-8 engine). Savey Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75 


Belvedere Six—4-dr. sed., $2,439.75; 2-dr 





sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
Six—-2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv. $2,814.25. Fury — 4-dr. 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; 


sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- | 


$5,016; | 


stat. wag., $2,692; Custom—4-dr. sed., $2,- 
513; 4-dr. eer $2,588; 4-dr. 2-seat 
stat. ws. $2,807. Ambassador—Super— 
4-dr. "$2,587; a dr, 2-seat stat. wag., 
$2,881. ‘Gules dr. sed., $2,732; 4-dr. 
hardtop, $2,822; 4-dr. 2-seat stat. wag., 


$3,026; 4-dr. 2-seat hardtop stat. wag., 
$3,116. 
1958 MODELS 
CONTINENTAL—4-dr. sed., $6,072; 4- 


dr, hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 


EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr. 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr, sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 
2-dr. sed., $2,547. Monterey—4-dr. sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 
081. Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,498. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
|} muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
| $3,775. (Multi-Drive Merc-O-Matic, 


Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 


PACKARD — 4-dr. sed., $3,212; 2-dr. 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk —2-dr. hardtop, $3,995. | 
(Flightomatic and power brakes are stand- 
ard on all models.) 


STUDEBAKER—Scotseman 6—4-<dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2, 378; 2-dr. hardtop, $2,493; 





President V-8—Classic 4-dr. sed., 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 





Truck a by states are 
as compiled 


power 
steering, power brakes standard on Park | 





4-dr. 2-seat’ Provincial stat, wag., $2,644. | 
$2,639; | 


| Trucks.” 

The earlier films, which Perfec- 
tion’s 85 distributors report were 
shown at 723 sales-training meet- 
ings attended by 10,122 truck 
dealers and their salesmen, were 
entitled “You Can Sell Special 
Truck Equipment” and “What Is 
Ahead for Truck Salesmen.” 
The new film and the following | director, Perfection Body Co. 


last fall 


Discuss PAA Safety Agenda— 


E. W. Parkinson, second from left, assistant general manager, Pennsylvania Autome- 
tive Assn., discusses the agenda for PAA's safety committee with Joseph Andrews, left, 
deputy secretary, Pennsylvania Department of Revenue; O. D. Shipley, second from 
| right, director, Pennsylvania Bureav of Highway Safety, and J. Fred Bauman (Pontiac), 
| Wilkinsburg, committee chairman. 


New Perfection Film Covers 
Tandem Dump-Truck Sales 


GALION, O—Perfection Steel | 
Body Co., which produced two} 
| truck-training programs 
that have had more than normal 
acceptance by truck dealers and 
|company field men, is ready to in- 
|troduce the third film and data of} 
|the series, “Selling Tandem Dump | 


Trailer,” 





program, “The Case of the Dump 
are timely and provide 
valuable information that will be 
helpful to any salesman calling on 
the contracting or road-building 
| trade. 

“Selling Tandem Dump Trucks” 


covers such subjects as proper load 
| distribution, average body size and 


| length, 


capacity of bodies, 


hoist 


| Fequirements for each size body 


and other material. 
Booklets outlining the subject 


| matter in the films are available 
|from R. R. Scheffer, sales training 


New Commercial-Car Registrations, 
8 States for September, 1958-1957 
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Wigwam Sales & Service, North | 4-4r. hardtop, 62,368; _é-dr. Scent stat. R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co. 


-, $2,562. © Six—4-dr. sed., $2,- 
Providence, has become a SAAB wise S Custom Six r. sed., $ 


2-seat stat. wag., $2,677. Rebel There has been an interruption in the report for Oregon. Year-to-date figures do not include Oregon figures for July and August. When 
dealership. Co. 


V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat| they become available, revised totals will be issued by R. L. Polk & 





New Passenger-Car Registrations, 11 States for September, 1958-1957 
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“The ioteemett ion contained in this report has ae cuaialbi from official state documents. Every reasonable tabulated at the time the report is published. R. L. Polk & Co. t ! f 
precaution has Sens exercised to insure accuracy of this report to the extent of the registrations received and inaccuracies or omissions.""—R, L, Polk & Co, queen) arene any TUE) Gy came © 


There has been an interruption in the report for Oregon. Year-to-date figures do not include Oregon figures for July and August. When they become available, revised totals will be issued by R. L. Polk & Co. 
The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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FIRST IN SAFETY 


THE OUTSTANDING TIRE FOR THE ’S9S CARS 


Automo- 
pws, left, 
ind from 
Pontiac), 


27's | 


ailable 
raining 
0. 


BLOWOUT SAFETY THRUWAY SAFETY 
—more resistant to impacts! —greater cruising endurance! 
PUNCTURE SAFETY SKID SAFETY 
—carried nails 5,000 miles —stops faster on slickest 
0 without a “‘flat’’! surfaces! 
363 In 241-million test miles, the U.S. Royal Safety 8 has proved itself 
= the safety leader in its field. It is equally outstanding in riding comfort 
| gaze and mileage economy. And today, thanks to new advancements 
ae throughout its construction, it is a better tire than ever before! 
blished. 


t. When 


One of the many new advancements in the U.S. gives this tire added strength for greater safety 

Royal Safety 8, appearing on many 1959 cars, plus increased flexibility for a softer ride. Ask 

is TYREX—a new kind of tire cord. TYREX for the U.S. Royal Safety 8 on your 1959 cars! 
3164526 


US. Royal & Tires 


* 
= nite fates ae er 


Rockefeller Center, New York 20, N. Y. In Canada: Dominion Rubber Co., Ltd: 
See things you never saw before. Visit U.S. Rubber’s New Exhibit Hall, Rockefeller Center, New York 
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"ST Star Chief 4-dr., $1,725*; Chieftain 
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Used-Car Auction Prices 





(Continued from Page 38) 








54 Bel Air sport coupe, $770*; 4-dr., 
'56 Fairlane (8) 2-dr., $1,055* (ps), 4-dr., $1,520*. $620*, $615. 
$1,020*, $975* (ps); Custom (8) club °56 Chieftain 2-dr., $1,110*; club coupe, ’53 Bel Air 4-dr., $565. 
coupe, $1,020*; Main (8) 2-dr., $870. $1,050*, $920*. *51 2-dr., $220, $195. 
"55 Country Sedan (8) station wagon, "55 Star Chief club coupe, $860*; 4-dr., | OHRYSLER—’57 NY conv., $2,626* (ps). 
$950; Fairlane Hardtop, $945*. $750*, $745". , Wind s 695* (ps) 
4 54 ndsor sport coupe, $ ps). 
64 Country Sedan (8) station wagon, 54 2-dr. (police car), $350. , be 
I 53 NY sport coupe, $575*. 
$695; Custom (8) 2-dr., $380*, $370*, | RAMBLER—’57 station wagon, $1,600*. : a 
$460*; club coupe, $310. | '55 4-dr,, $625. DeSOTO—’55 Firedome 4-dr., $1,075*. 
53 Main (6) 4-dr., $300. | STUDEBAKER— 55 Champion 2-dr., $550*. | DODGE — ‘°57 Custom Royal (8) sport 
’B2 Main (8) 4-dr., $230; 2-dr., $215. | MISCELLANEOUS — ’'49 Chevrolet %-ton coupe, $1,925* (ps). 
HUDSON—’56 Hornet 4-dr., $700*. | pickup, $340. ae — (8) 4-dr., $1,350°; 2-dr., | 
F | | ,040*. 
LINCOLN—’'56 Capri 4-dr., $1,400°. | SEATTLE '52 Meadowbrook 4-dr., $300. 
MERCURY — ’57 Parklane conv., $1,830° | areas - | EDSEL—’58 Corsair Hardtop 4-dr., §$2,- 
(ps); Montclair conv., $1,720* (ps);| South Seattle Auto Auction. Sale every 155° (ps). 
Monterey Hardtop, $1,685°*. Wednesday, Prices are for sale of Oct. 15. | FORD —’58 Thunderbird, $3,645* (ps); 
*56 Custom 2-dr., $575. BUICK—’58 Limited sport coupe, $3,335* country sedan (8), $2,200° (ps); ranch | 
’65 Montclair 4-dr., $860°; Hardtop, | . (ps). ” a : wagon (8), $2,125°. | 
$855*; conv., $805*. | , Century s t co 1,480* 1.395* "57 Country sedan (8), $1,860* (ps), 
’54 Montclair Hardtop, $495*. | Cae. a 8 $1,820° (ps); Fairlane (8) 500 2-dr., | 
’51 Custom 2-dr., $275. '55 Century sport cou $1,195* (ps). $1,795* (ps); 4-dr., $1,745* (ps), $1,- | 
NASH—’'52 club coupe, $260. $1,120°. — ar pe, A P } 695* (ps), $1,690* (ps); Victoria, $1,- 
OLDSMOBILE—'57 Super (88) 4-dr., $1,-| +53 Super conv., $435*:; Special 4-dr., 710*; Custom (8) 4-dr., $1,400*, $1,- 
900° (ps). $400°. osc 2-dr., 6 at a : 91.948° 
’56 (98) Holiday 4-dr., $1,650* (ps). —_ . ‘ "g ustom (8) ranch wagon, ,345°*; 
"5S Super (88) conv., $1,050* (ps). | CADILLAC —'56 El Dorado conv., $2,- country sedan (8), 2 at $1,330°. 

’54 (88) 2-dr., $535, $500. gabe (pS). vene '55 Thunderbird conv., $1,795*; ranch 
’63 Super (88) Hardtop, $450*; (88) 2- "54 (60) Special 4-dr., $1,795° (ps). wagon (8), $1,025* (ps); Fairlane (8) 
dr., $360°*. . ’53 (62) coupe de Ville, $980° (ps). 2-dr., $905*; Main (8) 2-dr., $720. 
PLYMOUTH—'57 Savoy (8) 4-dr., $1,305*.| 751 (62) sedan de Ville, $425°. 54 Custom (6) 4-dr., $500*; Main (8) 

"SS Savoy (8) 4-dr., $700°; Savoy (6)| ‘50 (60) Special 4-dr., $320 2-dr., $375. 
4-dr., $585. CHEVROLET—’'58 Corvette, $2,995* ’53 Custom (8) ranch wagon, $695°; 
*41 sedan, $680. 57 Bel Air (8) Nomad, $2,155*; Two- Crest (8) conv., $420; Main (8) 2-dr., 
PONTIAC — '58 Bonneville conv., $2,700* ten (8) station wagon, $1,720; sport $395 
(ps); Chieftain Hardtop, $2,200°. coupe, $1,655°; 2-dr., $1,390, 6 at $1,- '52 Custom (8) ranch wagon, $515*. 


375. 


i TARA BRS Babies ii 


2 
~ 


aR 





AUTOMOTIVE NEWS, OCTOBER 27, 1958 


"56 Bel Air (8) sport coupe, 
4-dr., $1,370* (ps), $1,315*; 
(8) station wagon, $1,510*; 
(60) 2-dr., $1,070, $1,065. 

"55 Bel Air (8) 4-dr., $1,195* (ps); 
conv., $1,155*; Bel Air (6) sport coupe, 
$1,010*; 4-dr., $980*; Two-ten (6) sta- 
tion wagon, $1,140*; 4-dr., $1,085, $1,- 
070*; sport coupe, $1,000*, $965; Two- 
ten (8) Delray coupe, $1,170*. 


$1,520*; 
Two-ten 
One-fifty 





"51 4-dr., $170. 





...and what'll you 


s, allow me for 
my car? 


How often will you be 
sure of your profit 


when you’ve bought a used car to sell a new car? 


Today, most of your appraisals on used 
car trade-ins may turn out to be right — 
and profitable. But what about your ap- 
praisals a week from now?—or next 
month ?—or six months from now? 


All dealers know that the used car mar- 
ket can change tomorrow! And they 
know, too that every new car dealer is 
also a used car dealer. But can a new car 
dealer be sure of his appraisals on every 
one of a thousand different makes and 
models of cars which might be offered to 
him in trade? 


YES! Today, an authoritative weekly 
price guide can be in your hands with an 


rFREE!-~ 


A full year’s subscription 
to the Foreign Cars Edi- 
tion—published every 
month...the most compre- 
hensive and accurate 
guide to prices of over 400 











makes and models of for- Edition. 

eign cars available today. ee TS 
Regular subscription is $10 

per year—sent FREE to li sanlenemmeiliel 
subscribers of the American 

Used Cars Edition. a saci ttt ci aaaaates aati 


© Check enclosed for $30. 


up-to-date, week-by-week listing of the 
changing market prices. Compiled by one 
of the oldest and largest used car whole- 
salers in the country, this price guide is 
recognized and accepted for its accuracy 
and dependability by thousands of new 
car dealers (and banks and finance 
companies) in more than 460 cities and 
towns. A full year’s subscription—52 
weekly issues—costs just pennies a day. 
It can be your assurance of making prof- 
itable appraisals—on any car—every week 
of the year. 


Mail this coupon today. Your subscrip- 
tion will start immediately ...awe will bill 
you later. 


GALVES AUTO PRICE LIST D 
1712 JEROME AVENUE, NEW YORK 53, N. Y. 


Please enter a full year’s subscription (52 weekly 
issues) in my name to the American Used Cars Edi- 
tion at $30 per year. I understand this subscription 
entitles me to receive, at no extra cost, a full year’s 
subscription (12 monthly issues) of the Foreign Cars 


0 Bill me later. 


ee 
Eliminate the gamble! Be guided by Galves! GALVES AUTO PRICE LIST, 1712 Jerome Avenue, New York 53, N. Y. 











Model Breakdown 
Of Auction Averages 
Oct.; 1958 Sept., Aug., 
Model To Date 1958 1958 
| $2,449 $2,443 $2,433 
Pp ceegrietinn 1,566 1,614 1,619 
ee 1,130 1,192 1,172 
Se insersctbenets 858 909 917 
1954... 555 596 571 
ee 351 362 354 
1952 248 243 232 
| 1951 169 198 182 
Overall —— _ ————- __———- 
Average $ 916 $ 945 $ 935 
| °50 club coupe, $110. 
LINCOLN —'57 Premiere conv., $2,675* 
(ps). 
| ’53 "Cocmepetiten sport coupe, $580* 
(ps); Capri 4-dr., $535* (ps). | 
MERCURY — ’58 Monterey conv., $2,590* 
(ps). 


*56 Montclair sport coupe, $1,530* (ps). 


| *55 Montclair sport coupe, $1.100* 

| °*54 Monterey 4-dr., $675*, $495*; Hard- 

j top, $590°*. 

| °53 Custom 4-dr., $470*. 

j *52 Monterey sport coupe, $300*. 
NASH—’53 Statesman sport coupe, $320*. 

| OLDSMOBILE—’57 (88) 4-dr., $1,795°*. 


*56 (88) Holiday 4-dr., $1,675* (ps), $1,- 


335°: (98) 4-dr.. $1,570* (ps). 
"55 (98) sport coupe, $1,410* (ps), $1,- 
405° (ps). 
"53 (88) Super 4-dr., $575* (ps); sport 
coupe, $515* (ps). 
"52 (88) 4-dr., $380*. 
*51 (98) sport coupe, $230°. 
PLYMOUTH—'58 Custom (6) Suburban, 
$2,270°. 
"57 Savoy (6) 4-dr.. $1,275*; Savoy (8) 
2-dr., $1,145. 
"56 Belvedere (8) 2-dr., $1,080*. 
"54 Belvedere 4-dr., $545*. 
"53 Cranbrook club coupe, $305. 
PONTIAC — ‘58 Bonneville Custom sport | 
coupe, $2,.800* (ps). 
"56 Star Chief Catalina 4-dr., $1,535° 
(ps); Chieftain sport coupe, $1,300* 
"55 Star Chief sport coupe, $1,200*; 
conv., $935*. 
"54 Chieftain Deluxe station wagon, 
$830°*. 
"53 Star Chief 4-dr., $540° 
RAMBLER—'5S Custom (6) station wag- 
on. $2,400°, $2,220° 


"51 Custom (6) station wagon, 

STU DEBAKER— 54 
tion wagon, $700*° 

"51 Land Cruiser 4-dr.. $220*. 
MISCELLANEOUS—'58 Ford 
} up, $1,625 
i "57 Chevrolet %-ton pickup, $1,195. 

"55 Ford %-ton pickup, $720 

"S4 Ford %-ton pickup, $425. 


| 
| CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Oct. 14 

Market steady. All sharp cars bring top 
dollar Sold 363 cars from 551 consign- 
ments 


BUICK — ‘58 Super Riviera 4-dr., 
(ps) 

"57 Special Estate Wagon, $2.155* (ps); 
Riviera 2-dr., $1.775*; RM Riviera 4- 
dr.. $2,115* (ps); Super Riviera, $1,- 
825° (ps) 

"56 RM 4-dr., $1,325° (ps); 
$1.180° (ps) $1,155° 
conv., $1,225° (ps) 

"55 Century Riviera 2-dr., 
$875°; Riviera 4-dr.. 
4-dr., $995° (ps): 
$855° 

"S4 Super 4-dr., 


$240. 


$2,810° 


Riviera 2-dr., 
(ps); Century 


$1,000° (ps), 
$780° (ps); Super 
Special Riviera 2-dr., 


$665°; Riviera 2-dr., 


Used Imported 


Cars 


Buffalo 
Jaguar—'52 Sun Roof, $505. 
Renault—'58 4-dr., $990. 
Jenison, Mich. 
Austin—'57 4-dr., $890. 
Isetta—'57 1-dr., $285. 


Chicago 
Volkswagen—'57 2-dr., $1,850, $1,435. 
"56 2-dr., $1,340. 


Detroit 


| Renault—'58 sedan, $1,310. 


Littleton, Colo. 
Sunbeam—'58 2-dr., $1,765. 
Volkswagen—'58 2-dr., 12 at $1,720, 5 at 

$1,690, $1,655, $1,645, 3 at $1,545. 
"S57 2-dr., $1,450. 


Flint 


Skoda—'57 2-dr., $505. 


Seattle 


Hiltiman—'58 4-dr., $1,410. 

Metropolitan—'57, $1,000. 

Volkswagen—'56 conv., $1,320; 
200. 


2-dr., 


Portland, Ore. 


Renault—'58 4-dr., $1,295. 


New York 


Simea—’56 4-dr., $725. 


Los Angeles 


Austin-Healey—'56 Roadster, 
Borgward—’'56 Isabella 
Citroen—'56 4-dr., $1,350. 
Metropolitan—-'56 $895. 
Morris——’54 Minor conv., $440. 
Renault—’58 Dauphine 4-dr., $1,350. 
‘57 Dauphine 4-dr., $1,155. 
Simea—’'57 4-dr., $925. 
Triumph 57 Roadster, $1,850, $1,705. 
Volkswagen—'58 2-dr., $1,575. 
Volve— 57 2-dr., $1,375. 
'56 2-dr., $1,400, 2 at $1,250. 


$1,680. 
2-dr., $1,375. 


Commander (8) sta-| 


%-ton pick- | 


$1,- | 





$640*; RM conv., $500* (ps). & 
CADILLAC—’58 (62) coupe de Ville, $4. 8 
380* (ps), $4,150* (ps); sedan de Ville, 7 
$4,000* (ps). 
"57 (62) sedan de Ville, $3,400 (ps), $3,. 


020* (ps); coupe de Ville, $3,100* (ps), 
$3,075* (ps), $3,010* (ps). 

’56 (62) coupe de Ville, $2,550* (ps); 
sedan de Ville, $2,100* (ps); El Dor- & 
ado, $2,495* (ps). 





"55 (60) Special 4-dr., $1,825* (ps); (62) 
coupe de Ville, $1,700* (ps). 

"54 (62) sedan de Ville, $1,535* (pg). 

"53 (62) sedan de Ville, $980°, $605*, 
$570. 

CHEVROLET—’58 Impala conv., $2,290 
(ps); coupe, $2,225* (ps); 2-dr., §2,. ’ 
115* (ps), $2,075*; Brookwood (8), ; 
$2,200*, $2,050*; Bel Air (6) 4-dr,, ; 


$2,000*; Biscayne (8) 4-dr., $1,830*, 
*57 Bel Air (8) Hardtop 4-dr., $1,750*; 


Nomad, $1,575*; 4-dr., $1,560*; conv. 
$1,550* (ps); Bel Air (6) Hardtop 4. 
dr., $1,460°; 2-dr., $1,370*, Nomad, 
$1,450*; conv., $1,395*; Two-ten (6) 
4-dr., $1,375*; Hardtop, $1,350*: 2. 
dr., $1,245, $1,045; Two-ten (8) 2-dr., 
$1,250*, $1,175; 4-dr., $1,225. 
"56 Bel Air (8) Hardtop, $1,330*, $1,. 

| 255°, $1,180*, $1,175*; Bel Air (6) 

| Hardtop, $1,290*, $1,190*; Two-ten (8) 
station wagon, $1,250*°; 4-dr., $935: 
Two-ten (6) 2-dr., $1,035*, $950, $920, 

55 Bel Air (8) Nomad, $1,135*; 2-dr., 

$990*; Hardtop, $970*; Bel Air (6) 
Hardtop, $910, $900*;: Two-ten (6) 4 
dr., $925*; 2-dr., $800, $740, $650*; 
Delray, $735*; One-fifty (6) station 

| wagon, $710. 

| °54 Two-ten 4-dr., $550*, $485. 

| °53 Two-ten 4-dr., $500. 

| CHRYSLER "57 (300) Hardtop, $2,325* 





(ps); NY Hardtop, $2,320* (ps): Wind- 
sor 4-dr., $1,875* (ps), $1,790*; 2-dr., 
$1,785*. 
| CONTINENTAL "58 Mark III conv., $4,-8 
| 375* (ps). 
| DeSOTO "57 Firedome 4-dr., $1,850* (ps), 
$1,530* (ps). 
"56 Fireflite 4-dr., $1,310* (ps). 
"55 Fireflite Hardtop, $1,160*. 
53 Firedome (8) 2-dr., $345*. 
DODGE—'57 Sierra (8), $1,860* (ps): Cus- 


tom Royal (8) Hardtop, $1,695*: Cor- 
onet (8) conv., $1,460* (ps). 

| °56 Coronet (6) Lancer, $805*. 

"55 Royal (8) Hardtop, $900* (ps); Cor- 
onet (8) Lancer, $795, $725*. 

| "54 Coronet (6) 2-dr., $380. 

"53 Coronet (8) Hardtop, $400. 

EDSEL—’'58 Villager, $2,000* (ps); Pacer 
conv., $1,900° (ps). 

FORD—'58 Thunderbird, $3,420* (ps), $3,- 
415° (ps); Fairlane (8) 500 Victoria 
4-dr., $2,150° (ps). 

"57 Country sedan (8), $1,800*, $1,675*; 
Fairlane (8) 500 Victoria, $1,735* (ps), 
$1,690°, $1,605° (ps), $1,375*, $1,280° 
(ps); 2-dr., $1.350°, $1,.230°: 4-dr., 
$1,525* (ps); Fairlane (8) 2-dr., $1,- 
425°; Victoria 2-dr.. $1,390°, $1,195* 
(ps); Custom (8) 300 country sedan, 
$1,550*° 4-dr., $1,415* (ps), $1.105*, 
$1,060; 2-dr.. $880; Custom (6) 4-dr., 
$1,150; 2-dr., $940° 

"56 Country sedan (8), $1.240, $1,080; 
Fairlane (8) Victoria, $1,150° (ps), 
$1,030*; conv., $1,065* (ps). $1,000 
(ps); 2-dr.. $980°: Custom (8) 4-dr., 
$940: 2-dr.. $875, $870, $800: Custom 


(6) Victoria, $925 

‘55 Thunderbird, $1,625* (ps): 
(8) 4-dr., $830°: Custom (8) 
$805°; 2-dr.. $800*° 

"54 Custom (8) country squire, 
(ps); country sedan (8), $690; 
$655° (ps). 

53 Custom (8) country squire, $805* 
(ps); Main (8) ranch wagon, $450. 
HUDSON ‘55 (8) sedan, $900; 4-dr., 
$675° (ps) 
LINCOLN — ‘57 

(ps). 
"56 Premiere Hardtop, $1,500° (ps) 
"55 Capri Hardtop, $1,005*, $1,000*° (ps); 


Fairlane 
Victoria, 


$825° 
conv., 





Capri Hardtop, $2,300° 


4-dr., $935° (ps) 

MERCURY—'58 Park Lane conv., $2,700° 
(ps); Hardtop, $2,530° (ps), $2,400° 
(ps) 

'S7 Montclair Phaeton 2-dr.. $1,720* 
(ps): Phaeton 4-dr.. $1,700° (ps); 
conv., $1.650° (ps): Monterey 2-dr., 
$1,675*, $1,545°; 4-dr., $1,410*. 


'56 Montclair Hardtop 4-dr., $1,340*, $1,- 
270°; Hardtop 2-dr.. $1,160*, $1,130°, 
$1,090°; 4-dr., $1,080° (ps). 


'55 Montclair Hardtop, $1,005*, $955*, 


$920°;: conv., $870*; Monterey Hard- 
top, $770*. 
"S44 Monterey 4-dr., $620°; Hardtop, 

$540°. 

NASH—'55 Ambassador (8) Country club, 
$815°, $810°. 

OLDSMOBILE —'58 (88) 4-dr., $2,715* 
(ps); conv., $2,350° (ps). 


"S57 (88) Fiesta, $2,095* (ps): Holiday 2- 
dr., $1,925*, $1,880* (ps), $1,865*, $1,- 





725°, $1,720* (ps), $1,675*; Holiday 4- 
dr., $1,805* (ps); (88) Super Holiday 
4-dr., $2,015° (ps). 

"56 (98) Holiday 4-dr., $1,525° (ps); 


(Continued on Page 44, Col. 3) 
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| ™™*” MANLEY 


THE PIONEER IN 
WRECKERS 


3 to 20 t 
|| Ton 


ema, 


e 3 Ton to 20 Ton models available 
from stock 
ENGINEERED FOR 
STRENGTH AND DURABILITY 

Manley—A Division of Dept. 
Douglas Motors Corp. AN10-21 

1234 N. 62nd St., Milwaukee, Wis. 
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PEI OS BOT 


when they can choose for themselves 


53% OF CAR OWNERS 


Nylon has now pulled ahead in the public’s preference for tire cord. An in- 
dependent consumer survey just completed spells it out: when people reach into 
their own pockets to purchase new replacement tires, 58% of them buy nylon cords. 
Proving that when car owners can speak for themselves about which tire 
cord they want, the majority say: nylon cords. 

What’s happening is that more and more car owners are convinced that 
nylon cords help make the strongest, safest, most durable tires money can buy. 
And so they’re buying ‘em. You don’t need a crystal ball to predict what’s 
going to happen next. The growing trend to nylon cords is going to push that 
58% figure even further out in front. And you don’t need a crystal ball to tell 


GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N.Y. = 


you another thing: because of their superior performance, nylon cords are your 
best bet for extra profits and consumer good will. 

Nothing sells itself... but you get a lot of cooperation from nylon cords. 
Car owners know about nylon cords, and as the facts show, when they get a 
chance to vote, they vote for nylon cords. 

Money talks. And what it’s telling you is this: you’re way 
ahead selling what more and more drivers want: nylon cord tires. 


CHEMSTRAND NYLON 


THE CHEMSTRAND CORPORATION 
’ 


DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 3% Overwood Road, Akron, Ohio; 


197 First Avenue, Needham Heights, Mass.; 129 West Trade Street, Charlotte, N. C. « PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 
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W. P. Hobby 
Chairman of the Board 


Oveta Culp Hobby 


President 


THE HOUSTON POST 


to cover the Houston market 





Represented Nationally by MOLONEY, REGAN & SCHMITT 
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Used-Car Auction Prices 





(Continued from Page 42) 


conv., $1,165* (ps); (88) Super Hol- 


iday, $1,450° (ps); (88) 4-dr., $1,365*, 
$1,225*; Holiday, $1,275* (ps), $1,265°*. 

’55 (98) Holiday 4-dr., $1,145*. 

"54 (88) 2-dr., $805*; (88) Super Holiday, 
$800* (ps). 

PACKARD—’'56 Clipper 4-dr., $810*. 

’55 (400) Hardtop, $1,290° (ps). 

PLYMOUTH—’'57 Belvedere (8) 2-dr., $1,- 
800°; Hardtop, $1,400* (ps); Suburban 
(8), $1,610*, $1,565*; Savoy (8) Hard- 
top, $1,190*; 4-dr., $1,155, $1,100. 

"56 Belvedere (8) Hardtop, $1,000*; 
Plaza (8) 2-dr., $775. 

‘6S Plaza (6) 2-dr., $605. 

"54 Belvedere Hardtop, $500*°; conv., 
$490°. 

PONTIAC—’58 Chieftain 4-dr., $1,910. 

"57 Chieftain Hardtop 4-dr., $1,770*; 4- 
dr., $1,700°, 

'56 Chieftain Safari, $1,300*, $1,200* 
(ps); Catalina Hardtop 4-dr., $1,230*, 
$1,180*, $1,100°; 4-dr., $915. 

"5S Star Chief 4-dr., 95°; Chieftain 
station wagon, $895°; 2-dr., $795*. 

’64 Star Chief Catalina, $785° (ps); 4- 
@m, $475°. 

BLER—'5S Super (8) Cross Country, 
$1,900. 

*55 Custom (6) Country Club, $855. 
WILLYS—’57 Jeep, $1,430°. 
MISCELLALNEOUS—’'53 Ford %-ton pick- 

up, $475°. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Oct. 15. 
BUICK—’'58 Special 2-dr., $2,215*. 


"57 Century Estate wagon, $2,055* (ps); | 


Special 2-dr., $1,510*. 
"56 RM 2-dr., $1,280* (ps); Special 2- 
dr., $875. 
"55 Special 2-dr., $1,100*; Super 2-dr., 
$960°. 
’54 Super Riviera 2-dr., $480°*. 
"53 Super 2-dr., $450°. 
CADILLAC—'56 (62) coupe de Ville, §$2,- 
355*; conv., $1,900° (ps). 
"53 (62) coupe de Ville, $590* (ps). 
CHEVROLET — '58 Nomad (8), $2,320° 
(ps); Bel Air (8) 2-dr., $1,590 (ps). 
"S57 Bel Air (8) conv., $1,530*. 
"56 Bel Air (8) 2-dr., $1,350*, $1,270*. 
‘S56 Bel Air (8) sport coupe, $1,020*; 
club coupe, $775*; Two-ten (8) station 
wagon, $985°. 
"54 Bel Air 2-dr., $440°; One-fifty 2-dr., 
$285 


'53 Two-ten conv., $435°; 2-dr., $405; 
Bel Air 2-dr., $390*. 


PALNUT Self-threading Lock Nuts 








Resilient washer face 
spans holes and slots. 





Washer, with Sealer 
Keeps out water and 
dust. 





Regular Hex Type 
Saves space where 
ne flet washer is 
required. 








Washer, Grounding 
Type. Notches cut 
thru coatings to elec- 
trically ground as- 
semblies. 





Washer, Grounding 
Type with sealer. 


WRITE FOR FREE SAMPLES, 
details, and prices, stating type, size and 


application. 


standard tools 


Make their own 
threads while tightening 


on straight or tapered unthreaded 
studs, rods, rivets or wire of zinc, 
aluminum, steel or brass. 


May be removed and re-used 
on same 


Full contact (360°) on 
work surfaces, flat or 
irregular, on perpendic- 
ular or off-angle studs. 


PALNUT Self-threading Lock Nuts are 
low-priced spring-tempered steel 
fasteners with a special thread-forming, 
thread-locking design. 


Save the cost of threading die-cast 
studs; also rods and wire, by using low- 
cost unthreaded parts and fastening 
with PALNUT Self-threading Lock 
Nuts. Assembly is easy and fast, using 
-++ extra fast using 
PALNUT magnetized wrenches. 
PALNUT Self-threading Nuts are used 
to replace costlier threaded fasteners. 
Also to replace push-on devices where 
higher-strength holding is required 
and to permit removal without danger 
of stud breakage. Sizes for %”,%" and 
%” dia. studs and rods. 


THE PALNUT COMPANY 
47 Glen Road, Mountainside, N.J. 


Regional office and warehouse 
730 West Eight Mile Road, Detroit 20, Mich. 








"52 One-fifty 2-dr., $330. 
OBRYSLER—’57 NY 2-dr., $2,300* (ps). 
’54 Windsor club coupe, $595*, 
DeSOTO—’'56 Firedome 2-dr., $1,170* (ps). 
DODGE—’56 Royal (8) Hardtop 2-dr., $1,- 
055*; Coronet (8) 2-dr., $900*, $800. 
’55 Coronet (8) 2-dr., $590°*. 
’53 Coronet (6) 2-dr., $225*. 
EDSEL — '58 Corsair sedan, $2,135*, $2,- 
225°; Pacer 2-dr., 2 at $2,085* (ps), 
$2,050° (ps), $2,040° (ps). 
FORD—’58 Thunderbird—$3,405* (ps), $3,- 
350° (ps); Fairlane (8) 500 2-dr., $2,- 
165° (ps), $2,115* (ps), 2 at $2,025*, 
$1,975*, $2,015. 

’57 Fairlane (8) 500 conv., $1,960* (ps), 
$1,260°; 2-dr., $1,600*, $1,460*, $1,450*° 
(ps), $1,425*; Custom (8) 300 2-dr., 
$1,375; Fairlane (6) 500 2-dr., $1,090, 
$1,030; country sedan (8), $1,675* 
(ps), $1,660°, $1,640°. 

‘56 Fairlane (8) conv., $1,100*; Victoria 
2-dr., $1,160°, $1,115*, $890*; Custom 
(8) 2-dr., $785, $790; country sedan 
(8), $1,330°*, $1,230*. 

"55 Country sedan (8), $1,075*, $950*, 
$875*; ranch wagon (8), $765*. 

"54 Custom (8) country sedan, $670; 
Custom (6) country sedan, $540. 

"53 Custom (8) country sedan, $500; Cus- 
tom (6) 2-dr., $165. 

IMPERIAL—’57 2-dr., $2,530°. 
LINCOLN —'56 Premiere 2-dr., $1,425* 
(ps). 

"48 club coupe, $415. 

MERCURY—’57 Monterey 2-dr., $1,600*. 

"56 Monterey club coupe, $1,115*; sedan, 
$1,080°; Medalist 2-dr., $735. 

"55 Monterey sedan, $765*. 

"54 Monterey sedan, $575°. 

"53 Monterey conv., $415*; club coupe, 
$525° (ps). 

NASH—'56 Ambassador (6) 4-dr., $900. 
OLDSMOBILE — ‘57 (88) 2-dr., $1,825* 


(ps). 
"56 (98) 2-dr., $1,350° (ps); (88) 2-dr., 
$1,090° (ps). 


"53 (88) 2-dr., $400* (ps). 
PACKARD—’54 Clipper 2-dr., $225°*. 
"51 Clipper 2-dr., $140*. 
PLYMOUTH—’'58 Savoy (8) 2-dr., $1,580*. 
"57 Belvedere (8) conv., $1,395*, $1,425°*; 
club coupe, $1,605* (ps); Savoy (8) 
club coupe, $1,390°; club sedan, §$1,- 
300°. 
"56 Plaza (8) 2-dr., $690; club sedan, 
$630, $565 
"55 Belvedere (8) 2-dr., $680*; Belvedere 
(6) 2-dr., $540. 
"53 Cranbrook 2-dr., $190. 
PONTIAC —'58 Chieftain 2-dr., $2,325* 
(ps) 
"57 Chieftain Safari, $1,175* (ps). 
"56 Star Chief 2-dr., $1,170* (ps). 
"55 Star Chief conv., $880° (ps), club 
coupe, $875*: Chieftain 2-dr., $775°*. 


"53 Chieftain (8) club coupe, $390*°; 2- 


dr.. $275°. 
RAMBLER — ‘58 Super (8) Cross country 
$2.090° (ps), $1,940°. 
"57 Super (8) Cross country, $1,625. 


STUDEBAKER—’'58 Scotsman (6) station 
wagon, $1,400. 
"ST President (8) 4-dr., $1,350. 


JENISON, MICH. 


Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Oct. 14. 

Sharp cars slipping very little in price 
but clean and sharp cars becoming more 
scarce week by week. Sold 115 cars from 
168 consignments. 


BUICK—'57 Century Riviera 4-dr., $1,- 
755° (ps); Special Riviera 2-dr., $1,- 
690°; 4-dr., $1,615*. 

"56 Century Estate Wagon, $1,455*° (ps); 
Riviera 4-dr., $1.205°; Riviera 2-dr., 
$1,170*; RM Riviera 2-dr., $1,205*° 
(ps); 4-dr., $1,030° (ps); Special Rivi- 
era 2-dr., $1,160°. 

"55 Super 4-dr.. $965*; Riviera 2-dr., 
$835°; RM 4-dr., $900° (ps); Special 
2-dr.. $850°; 4-dr., $650; Riviera 2- 
dr., $825°. 

"54 RM Riviera 2-dr.. $715° (ps); Super 
Riviera 2-dr., §650°; Century conv., 
$430° (ps). 

CADILLAC—'57 (60) Special 4-dr., $3,300* 
(ps): (62) sedan de Ville, $3,100* (ps), 
$2.875° (ps). 

"48 (62) sedan de Ville, $155*. 

CHEVROLET—'58 Brookwood (8), $2,375*, 
$2,300°; Biscayne (8) 2-dr., $1,795* 
(ps). 

"S57 Bel Air (8) 4-dr., $1,600°; conv., 
$1.485, $1,435; 2-dr., $1,410°; One- 
fifty (8) 2-dr., $1,065. 

"56 Bel Air (8) 4-dr., $1,125*. 

"55 Bel Air (8) sport coupe, $850, $800*; 
4-dr., $830°; 2-dr., $765; Two-ten (6) 
station wagon, $760; Two-ten (8) 2- 
dr., $675, $670°, $650; One-fifty (6) 
2-dr., $475°. 

"54 Two-ten 2-dr., $405. 

"53 Bel Air 2-dr.. $310°, $290°; 4-dr., 
$290; Two-ten 2-dr., $275°; One-fifty 
4-dr., $175. 

"51 4-dr.. $160. 

CHRYSLER—’52 Windsor (6) 4-dr., $110. 

DeSOTO—'55 Firedome club coupe, $725. 

DODGE—’'56 Custom Royal (8) 4-dr., $1,- 
250° (ps). 

"55 Coronet (8) 2-dr., $625°. 

"53 Coronet (6) 2-dr., $250. 

FORD— 57 Fairlane (8) 500 Skyliner, $2,- 
160*; conv., $1,600°; Victoria 4-dr., 
$1,585° (ps); 4-dr., $1,410*; country 
#gedan (8), $1,800°, $1,750°, $1,310; 
Custom (8) 300 2-dr., $1,260. 

*56 Fairlane (8) 4-dr., $1,000*, $1,095°. 

’55 Fairlane (8) 2-dr., $730*, $670; Cus- 
tom (8) 2-dr., $685*, $635*; Custom 
(6) 4-dr., $530; Main (8) 2-dr., $500. 

*54 Crest (8) Victoria, $535*; Custom 
(8) 2-dr., $450, $385. 

‘53 Crest (8) Victoria, $400°, $305; 
Custom (8) 2-dr., $385*; 4-dr., $365*° 
(ps). 

"52 Main (6) ranch wagon, $190. 

MERCURY—’58 Monterey 4-dr., $2,065*. 

’56 Monterey 4-dr., $1,180* (ps); Cus- 
tom 2-dr., $1,035. 

"55 Monterey 4-dr., $795* (ps). 

NASH—'53 Statesman (6) 2-dr., $225*. 

"52 Ambassador (6) 2-dr., $150. 

OLDSMOBILE—’58 (88) Super 4-dr., $2,- 
250°. 

"56 (88) Super Holiday 4-dr., $1,355* 


(ps). 
"54 (88) Holiday 2-dr., $750*; (98) 4- 
dr., $625* (ps). 
*53 (88) 4-dr., $260*. 
"52 (88) 2-dr., $155*. 
ances ~~ tiie Clipper Deluxe club coupe, 
*52 (400) 4-dr., $300*. 





— 


PLYMOUTH—’58 Belvedere (8) conv., $2. 
. 


100°. 

"57 Belvedere (8) 2-dr., $1,375*; Savoy 
(8) 4-dr., $1,040. 

‘55 Savoy (8) 4-dr., $650°. 

'54 Savoy 4-dr., $350*. 

*53 Cranbrook 4-dr., $155. 

*52 Cambridge 4-dr., $115. 

*51 station wagon, $225. 

’50 conv., $100. 

PONTIAC—’57 Star Chief conv., $1). 665 
(ps); 4-dr., $1,600*; Chieftain ciyp 
coupe, $1,400°. 

"56 Star Chief Catalina 4-dr., $1,150* 


(ps). 
'55 Chieftain Safari, $1,050° (ps); Cata. 
lina 2-dr., $785°; 4-dr., $655°. 
"54 Chieftain (6) station wagon, $360*; 
Chieftain (8) 2-dr., $350°; 4-dr., $325¢, 
RAMBLER—’56 Custom (6) Cross Country, 
$1,060* (ps). 
’55 Deluxe (6) 2-dr., $495. 
MISCELLANEOUS—’53 International van, 
$295. 


NEW YORK 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 14. 

Market a little inactive here this week 
as many buyers and sellers are waiting for 
all 1959 models to be introduced. Market 
good on clean cars. Sold 88 cars from 139 
consignments. 
BUICK—’'57 RM 4-dr., $1,600° (ps). 

’55 Century Riviera 2-dr., $840*°, $740° 
(ps); Special Riviera 2-dr., $800*, 
$780°. 

"54 Special 2-dr., $410°. 

’53 Super Riviera 2-dr., $365*° (ps), 
$300°. 

‘51 Super Riviera 2-dr., $195*; 4-dr., 
$185°. 

"49 Super 4-dr., $100. 

CADILLAC—’54 (62) 4-dr., $1,300* (ps), 
$1,210* (ps). 

'53 (62) coupe de Ville, $710°; (60) Spe- 
cial 4-dr., $585° (ps). 

CHEVROLET—’57 Bel Air (8) 4-dr., $1,- 
460, 2 at $1,400, $1,425*°; Two-ten (8) 
2-dr., $1,330°, $1,300, $1,280; 2-dr., 
$1,185, $1,160. 

‘56 Bel Air (8) Hardtop 4-dr., $1,200*. 

'55 Bel Air (8) 4-dr., $800*; Two-ten (8) 
2-dr., $700°; 4-dr., $675. 

‘54 Two-ten 2-dr., $470; One-fifty 2-dr., 
$350. 

'53 Two-ten 4-dr., $375°; 2-dr., $255, 
$215; Bel Air 2-dr., $340; One-fifty 4- 
dr., $240. 

"S52 Deluxe 4-dr., $185. 

‘51 Bel Air Hardtop, $130. 

DesS OT 0 — '55 Firedome Hardtop, $850*° 
(ps). 

popar — '53 Coronet (8) Hardtop, $250; 
4-dr., $230; Meadowbrook (6) 4-dr., 
$225 

FORD—'57 Ranch wagon (8), $1,300; Cus- 
(8) 300 4-dr., $1,225°. 

’56 Custom (8) 4-dr., $870*°; 2-dr., $800*; 
Fairlane (8) 4-dr., $805°*. 

'S5 Fairlane (8) conv., $805; ranch wag- 
on (8), $740*°; Custom (6) 2-dr., $470, 

'54 Crest (8) conmv., $710°; Custom (8) 
country sedan, $570, $665°. 

‘S52 Main (8) 2-dr., $185; 4-dr., $160. 
MERCURY—'56 Montclair Hardtop 4-dr.. 
$1,100° (ps); Monterey 2-dr., $720° 

'55 Montclair Hardtop 2-dr., $750°. 

*54 Custom (8) 4-dr., $505. 

‘S53 Monterey Hardtop 2-dr., $350°. 

"52 Monterey 4-dr., $190°. 

NASH—'53 Statesman (6) 4-dr., $265. 

OLDSMOBILE — ‘54 (88) Holiday 2-dr., 
$575°. 

‘53 (88) Holiday 2-dr., $490°; $285°; 2- 
dr., $165°. 

PACKARD—'52 Clipper 2-dr., $140°. 

PLYMOUTH — ‘55 Belvedere (8) conv., 
$800* (ps); Hardtop 2-dr., $725*, 
$710*; Plaza (6) station wagon, $705*; 
2-dr., $460; 4-dr., $205°. 

'53 Cambridge 2-dr., $255. 

PONTIAC—’56 Chieftain 4-dr., $860° (ps). 

"55 Chieftain 4-dr., $815° (ps). 

'53 Chieftain 4-dr., $215°; Star Chief 
conv., $300°. 

RAMBLER—’'53 Custom (6) station wagon, 


$275. 

STUDEBAKER—'51 Champion (6) 4-dr., 
$105. 

MISCELLANEOUS — '53 2-ton Cab and 
chassis, $240. 


LITTLETON, COLO. 


Colorado Auto Auction, Inc. Sale every 
Monday. Prices are for sale of Oct. 13. 
BUICK—’'57 Century Riviera 2-dr., $1,630° 

(ps). 

"56 Century 4-dr., $1,050° (ps). 

’55 Special 4-dr., $885*; Century conv., 
$855° (ps). 

'54 RM 4-dr., $690° (ps). 

"53 Super Riviera 2-dr., $495*. 

CADILLAC—'57 (62) sedan de Ville, $3,- 
350° (ps), $3,125° (ps); coupe de 
Ville, $3,030° (ps). 

"56 (62) sedan de Ville, $2,605° (ps), 
$2,125* (ps). 

"54 (62) coupe de Ville, $1,625° (ps). 

CHEVROLET — '58 Nomad (8), $2,760*; 
Impala (8) coupe, §2,750° (ps), $2,- 
400*; Bel Air (8) Hardtop 4-dr., $2,- 
250° (ps), $1,645°; Biscayne (8) 4-dr., 
$2,215; Delray (8) 2-dr.. $1,635. 

'S7 Bel Air (8) 4-dr.. $1,690°, $1,650, 
$1,600, $1,590°, $1,575*, $1,570°, $1,- 
565°; Two-ten (8) 4-dr., $1,295°, $1,- 
180* (ps), $4,120. 

56 Bel Air (8) 4-dr., $1,235°; Two-ten 
(8) 4-dr., $1,005*, $1,000. 

"55 Bel Air (8) Nomad, $1,200° (ps); 
4-dr., $995*; Two-ten (6) 4-dr., $835; 
One-fifty (6) 2-dr., $520. 

"54 Bel Air 2-dr., $645. 

"53 Two-ten 2-dr., $395. 

"52 Bel Air Hardtop, $450°. 


(Continued on Page 45, Col. 1) 











MOTOR oe 
MASTER 


MOTOR MASTER PRODUCTS CORP 
BOX 96., DEFIANCE, OHIO 


1 UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 
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Used-Car Auction Prices 












51 Deluxe 4-dr., $290*, $160*. 
59 Bel Air Hardtop, $190, $130. 


CHRYSLER—’56 Windsor 4-dr., $1,425* 


(ps) 

pOoDGE—'57 Custom Royal (8) 4-dr., $1,- 
730* (ps), $1,720*; Coronet (8) Hard- 
top 2-dr., $1,575*; 2-dr., $1,290*. 


p——’58 Thunderbird, $3,900* (ps), $3,- 
540° (ps), $3,475* (ps), $3,460* (ps); 
Fairlane (8) 500 Retractable, $3,160° 
(ps), $2,875* (ps); 4-dr., $1,780; Cus- 
tom (6) 300 2-dr., $1,725. 

‘57 Country sedan (8), $1,735* (ps) ; 
Fairlane (8) 500 4-dr., $1,650°, 4 at 
$1,550%, 3 at $1,530°, 2 at $1,515*, 2 
at $1,400*; Custom (8) 2-dr., $1,010, 
$1,000. 

56 Fairlane (8) 
4-dr., $1,010° 
(8) 4-dr., $88 

66 Thunderbird, 
(8), $1,250° (ps); 
g880*, $775. 

54 Custom (8) country sedan, 
Custom (6) 2-dr., $385, $350. 

IMPERIAL—’57 Imperial Crown 4-dr., $2,- 
825* (ps), $2,300° (ps). 

LINCOLN — '57 Premiere conv., 
(ps). 

MERCURY—’58 Park Lane Hardtop 4-dr., 
$2,605*° (ps). 

‘57 Monterey Hardtop 2-dr., $1,550°. 

‘56 Montclair coupe, $1,365* (ps); Mon- 
terey station wagon, $1,170. 

"55 Custom 4-dr., $680. 

"54 4-dr., $695. 

OLDSMOBILE — ‘58 (88) Holiday 2-dr., 
$2.700* (ps); Holiday 4-dr., 6 at $2,- 


conv., $1,200*, $985°; 
$1,000, $900*; Custom 
. 


$1,670; Country Squire 
Custom (8) 4-dr., 


$635; 


$2,540*° 


700° (ps), 2 at $2,625* (ps); (88) 
Super 4-dr., $2,650° (ps). 

"ST (98) 4-dr., $2,000° (ps). 

"54 (88) Super 2-dr., $795° (ps). 


PACKARD—’57 Clipper 4-dr., $1,645* (ps). 
PLYMOUTH— 57 Belvedere (8) 4-dr., $1,- 
550°: Savoy (8) 4-dr., $1,435°. 

"56 Belvedere (8) 4-dr., $950°. 

‘55 Belvedere (8) station wagon, $1,070. 
PONTIAC—'56 Chieftain Safari, $1,120°. 
"54 Star Chief Catalina 2-dr., $765°. 
RAMBLER—’'5S Super (6) “ross Country, 

$2,200°: 4-dr., $1,550. 
STUDEBAKER —'58 Scotsman 
wagon, $1,550. 
WILLYS—'56 Jeep, $1,200. 
MISCELLANEOUS—’'58 Ford 1-ton pickup, 
$1,700. 
'S4 Willys pickup, $510. 
‘50 Dodge 2-ton Cab and Chassis, $280. 


LOS ANGELES 


Harold Henry's Los Angeles Auto Auc- 
tion. Sale every Tuesday. Prices are for 
sale of Oct. 14. 

BUICK—’57 Century Riviera 4-dr., $1,- 
980° (ps); conv. $1,915° (ps); Super 
Riviera 4-dr., $1,915° (ps); Special 
Riviera 2-dr., $1,780° (ps), $1,750°, 
$1,710°. 

"86 Century Riviera 4-dr., $1,390° (ps); 
RM Riviera 4-dr.. $1,390° (ps); Super 
Riviera 2-dr., $1,260° (ps). 

‘SS Century Riviera 2-dr., $1,000° (ps); 


(6) station 


2-dr.. $735°; Special Riviera 4-dr., 
$950°; 2-dr., $795°. 

‘4 Century conv., $915° (ps); Riviera 
2-dr., $780; RM Riviera 2-dr., $755° 
(ps). 

"53 Super 4-dr., $290°. 

"52 Special 2-dr., $185°. 

CADILLAC—'57 (60) Special 4-dr.. %,- 


105* (ps); (62) coupe de Ville, $3,800° 
(ps). $3,650° (ps), $3,640° (ps). 
"56 (60) Special 4-dr., $2,4550° (ps); 
(62) coupe de Ville, $2,555° (ps), $2,- 





Finance Conclave 


To Hear Talks 
On Auto’s Future 


CHICAGO.—Leaders of the auto- 
motive industry and authorities in 
banking and finance will be among 
featured speakers at the 25th an- 
nual convention of the American 
Finance Conference, national as- 
sociation of independent sales fi- 
nance companies, Nov. 4-7 at the 
Palmer House. 

What lies ahead in the auto in- 
dustry will be discussed from the 
standpoints of the manufacturer, 
the dealer and the sales finance 
ee Nov. 7. Speakers will in- 
clude: 

Roy W. Chapin jr., executive 
vice-president, American Motors 
Corp.; Walter J. Cooper, Ford di- 
vision general sales manager; Fred- 
erick J. Bell, NADA executive 
vice-president; Lew Ullrich, presi- 
dent, Automotive Trade Assn. Man- 
agers; auto dealers, and finance 
company executives. 

Robert Ellsworth Cross, chair- 
man of Lockheed Aircraft Corp., 
will speak Nov. 6 on the future of 
the transportation industry. 

The health of the economy in 
general and the sales finance indus- 
try in particular will be discussed 
Nov. 6 by Dr. Raymond Rodgers, 
banking professor at New York 
University, and Ray H. Matson, 
vice-president, First National Bank 
of Chicago. 

On the same program will be a 
Panel discussion on money supply 
by James A. Howe, investment spe- 
Cialist, Salomon Bros. & Hutzler, 
New York; Frank D. Terry, vice- 
President, First National City Bank 
of New York; John W. Ashwell, 
President, Ashwell & Co., Chicago, 
and E. M. Hunt, vice-president, 
First Trust Co., Lincoln, Neb. 


(Continued from Page 44) 





475* (ps). 

"55 (62) coupe de Ville, $2,225* (ps). 

"54 (62) coupe de Ville, $1,600° (ps). 

53 (60) Special 4-dr., $1,050* (ps), 
$935* (ps), $560* (ps); (62) coupe 
de Ville, $910* (ps) $890* (ps). 

"52 (60) Special 4-dr., $615. 

*51 (61) coupe, $450*; 4-dr., $305*; (62) 
coupe de Ville, $435*; sedan de Ville, 
$205*; conv., $180°*. 

*49 (62) sedan de Ville, $245*. 

CHEVROLET—’58 Corvette, $3,000; Im- 
pala (8) coupe, $2,375, 2 at $2,350* 
(ps); Brookwood (8), $2,350*. 

*57 Nomad (8), $1,910* (ps); Bel Air 
(8) sport coupe, $1,890* «ps), $1,815* 
(ps), $1,785* (ps); sport sedan, §$1,- 
850* (ps), $1,810* (ps), $1,780* (ps), 
$1,795* (ps), $1,755*; Hardtop 4-dr., 
$1,725*; conv., $1,640*; Two-ten (8) 
Townsman, $1,850°; Delray, $1,650*; 
sport coupe, $1,575*; 4-dr., $1,450*; 
One-fifty (8) 4-dr., $1,440*. 

"56 Corvette, §2,180*%; Two-ten (8) 
Townsman, $1,545*, $1,300; Delray, 
$1,290*; 4-dr., $1,120; Bel Air (8) 
sport sedan, $1,460* (ps); conv., $1,- 
440° (ps); 2-dr., $1,355*; 4-dr., $1,- 
180°; One-fifty (6) 4-dr.. $705. 

’55 Bel Air (8) ‘station wagon, $1,315*; 
sport coupe, $1,240*, $910; 2-dr., $1,- 





140°; 4-dr., $1,105*, $1,095*, $1,005*; 
Two-ten (8) Handyman, $1,095, $1,- 
085; Two-ten (6) 2-dr.. $715. 

*54 One-fifty 2-dr., $435. 

53 Two-ten 2-dr., $455°; 4-dr., $455, 
$395*, $335; club coupe, $355*. 

"52 Styleline Deluxe 4-dr., $185. 

"51 Styleline Deluxe, $250, $220. 

"50 Styleline Deluxe 4-dr.. $220 


OHRYSLER—’58 Windsor Hardtop 4-dr., 
$2,610° (ps). 
’57 Windsor Town and Country, $2,380°* 


(ps); Hardtop 2-dr., $1,980° (ps); 
Hardtop 4-dr., $1,920* (ps). 
"56 Windsor 4-dr., $1,550° ps), $1,535° 


(ps). 
"55 Windsor Deluxe Nassau, $1,135*. 
"53 NY (8) 4-dr., $400° (ps). 
"41 Windsor (6) business coupe, $130°. 
DeSOTO—'58 Fireflite sportsman, $2,850* 
(ps). 
"57 Fireflite sportsman, $2,050° (ps). 
DODGE—'57 Sierra (8), $2,200*:; Coronet 
(8) Lancer 2-dr., $1,730° (ps); conv., 


$1,675*; club sedan, $1,500°; Royal 
(8) 4-dr., $1,650° (ps). 
"56 Royal (8) 4-dr., $1,120° (ps). 
"54 Coronet (8) club sedan, $500*. 
"53 Coronet (8) club sedan, $370°; 4- 
dr., $355°. 
"50 Coronet (6) 4-dr., $115*. 
EDSEL—'58 Roundup station wagon, $2,- 
115°. 
FORD—'58 Thunderbird, $4,150° (ps), $3,- 
690° (ps), $3,650° (ps); Fairlane (8) 


500 sedan, $2,620; conv., $2,235° (ps). 

"ST Thunderbird, $2,735*, $2,675* (ps), 
$2,575°, $2,545° (ps); country sedan 
(8), $1,925° (ps), $1,910°, $1,725° 
(ps). $1,700°, $1,525°; Fairlane (8) 
500 Victoria, $1,845* (ps), $1,825°, 
$1,750° (ps), $1,700° (ps); town sedan, 
$1,600° (ps); Del Rio (8), $1,660*, 
$1,650°; Custom (8) 300 4-dr., $1,525°, 
$1,330°; 2-dr., $1,430°, $1,325; ranch 
wagon (6), $1,519; Custom (6) 2-dr., 
$1,970, $1,035. 

"56 Thunderbird, $2,300° (ps); country 
squire (8), $1,385° (ps); Fairlane (8) 
Victoria, $1,290°; Custom (8) 4-dr., 
$915°; Main (6) 2-dr., $635°. 

"55 Fairlane (8) Victoria, $1,065°; conv., 
$1,025°; 4-dr.. $980° (ps), $835°, 2 
at $825°; Main (8) ranch wagon, 
$900°; 2-dr.. §675; Main (6) 2-dr., 
$405. 

"54 Custom (8) country sedan, $745*; 
4-dr., $575, $485°; 2-dr., $405; Custom 


(6) ranch wagon, $640; Main (8) 2- 
dr., $510°; 4-dr., $395; Crest (8) Vic- 
toria, $485°, $430°. 

"53 Crest (8) conv. $440°; Custom (6) 
4-dr., $375°, $295°. 

"52 Crest (8) Victoria, $330°; conv., 
250; Main (8) 4-dr., $135. 

"50 Custom (8) club coupe, $115°; 4- 
dr., $110°. 

"32 (8) coupe, $240. 

HUDSON—'54 Hornet (6) 4-dr., $335°. 


"52 Hornet (6) 4-dr., $120°. 
LINCOLN—’57 Premiere coupe, $2,915* 


(ps). 
"53 Capri coupe, $525° (ps), $455° (ps), 
$440° (ps). 


MERCURY—'58 Colony Park, $2,790° 


(ps); Montclair coupe, $2,375° (ps); 
4-dr., $2,240° (ps). 
"57 Voyager, $2,175° (ps); Turnpike 


Cruiser, $2,050° (ps); Montclair coupe, 
$1,980° (ps); 4-dr.. $1,690° (ps); Mon- 
terey coupe, $1,810° (ps), $1,740°*. 
"56 Custom sport coupe, $1,245°, $1,- 
035; Montclair coupe, $1,195* (ps); 
conv., $1,185*°; Medalist sport coupe, 
$925". 
"55 Monterey coupe, $1,110*, §900°; Cus- 
tom sport coupe, $805°; 4-dr., $700*. 
"54 Monterey coupe, $550*. 
"51 4-dr., $185*; club coupe, $140°. 
NASH—'52 Ambassador (6) 4-dr., $175*. 
OLDSMOBILE — ‘58 (88) Fiesta, $3,240° 


(ps). 
'S7 (98) Holiday 4-dr., $2,100° (ps); 
(88) Holiday coupe, $1,880°; 2-dr., $1,- 
. 


475°. 

"55 (98) Holiday coupe, $1,220* 
(88) 2-dr., $1,090°. 

"54 (88) Super 2-dr.. $830°. 

"53 (88) conmv., $575° (ps); (88) Super 
4-dr., $460° (ps), $390°, $385°; (98) 
Holiday 2-dr., $450° (ps), $400° (ps). 


(ps); 


"52 (88) Super Holiday 2-dr., $400*. 
"51 (88) Super 4-dr., $210*. 
"50 (88) Super 4-dr., $200° 


PACKARD—’'53 Cavalier Hardtop, $340*. 
PLYMOUTH—'58 Savoy (8) sport coupe, 
$1,850°. 

*57 Custom (8) suburban, $1,875; Bel- 
vedere (8) conv., $1,855° (ps); sport 
coupe, $1,845* (ps), $1,475*; sport 
sedan, $1,700*; Fury (8) sport coupe, 
$1,750*; Savoy (8) 4-dr., $1,400°, $1,- 

"56 Belvedere (8) sport coupe, $1,165* 
(ps); suburban (8), $1,150*; Custom 
(8) suburban, $1,060%; Savoy (8) 4- 
dr., $925°; Plaza (6) 2-dr.. $885° (ps). 

‘55 Belvedere (8) 4-dr., $975°; Savoy 
(6) club sedan, $660; Plaza (6) club 
sedan, $600; 4-dr., $485. 

53 Cranbrook 4-dr., $135. 

52 Cambridge 4-dr., $140. 

PONTIAC—’'58 Star Chief Catalina 2-dr., 
$2,625* (ps); Chieftain 4-dr., $1,775. 

’57 Super Chief station wagon, $2,000*; 
Star Chief coupe, $1,810* (ps); 
tain Catalina 2-dr., $1,630* 


dr., $1,485*. 

’56 Star Chief conv., 
Chieftain 2-dr., $825*. 

’55 Chieftain Catalina 2-dr., $1,020*. 

"54 Star Chief 4-dr., $650*. 

’53 Chieftain (8) Catalina 2-dr., $425°; 
4-dr., $310; conv., $295*. 

’52 Chieftain (8) 4-dr., $240*. 

51 Super (8) Catalina, $270*, $240*, 
230° 


$1,300* (ps); 


RAMBLER—’58 Super (6) 4-dr., $1,720. 

’57 Cross country (8), $1,985*. 

’55 Cross country (6), $1,150*, $900*, 
$890*; 4-dr., $785. 

STUDEBAKER—’57 Golden Hawk 
coupe, $1,900*, $1,875* (ps). 

"56 Golden Hawk (8) coupe, $1,575* 
(ps). 

’53 Commander (8) 2-dr., $505*. 
WILLYS—’53 (6) 2-dr., $235*. 
MISCELLANEOUS — ’57 Chevrolet %-ton 

pickup, $1,050; Ford Ranchero, §$1,- 
705; %-ton pickup, $1,250°. 

56 Chevrolet %-ton pickup, $1,005; %- 
ton stake, $905; Ford %-ton pickup, 
$845; %-ton pickup, $780. 

'55 GMC %-ton pickup, $830. 

*54 Chevrolet %-ton panel, $350. 

’52 Chevrolet %-ton pickup, $420. 

50 Chevrolet %-ton pickup, $375, $335; 
carryall, $350; GMC %-ton pickup, 
$310. 

*49 Studebaker 

*48 Chevrolet 

‘47 Studebaker 


ALBANY, N. Y. 


Tim Anspach Dealer Auto Auction, Sale 
every Tuesday. Prices are for sale of Oct. 
14. 

Weather was cool, cloudy and stormy. 
The car market here today was restrained 
by semi-holiday conditions prevailing in 
observance of Columbus Day, cutting vol- 
ume down to 166 cars. The market seemed 
to reflect fear despite the scarcity of auto- 
mobiles throughout this section. Dealers 
report cars are very hard to buy in this 
area. Sold 120 cars from 166 consignments. 
BUICK—’57 Centary 4-dr., $1,900° (ps); 

RM 4-dr., $1,900* (ps); Special 4-dr., 
$1,690°. 

’56 Super Riviera 2-dr., 


(8) 


%-ton pickup, $160. 
%-ton pickup, $300. 
%-ton pickup, $125. 


$1,200° (ps). 


"55 Century Riviera 2-dr., $1,125*; RM 
conv., $610*. 
'54 Special 2-dr.. $650°; 4-dr., $500°. 


'53 Special Riviera 2-dr., $310; 4-dr., 2 


at $235. 
CADILLAC—'58 (62) conv., $4,000* (ps). 

’57 (62) conv., $3,300° (ps). 

"55 (62) sedan de Ville, $1,270°. 

'53 Fleetwood sedan, $750*°; (62) coupe 
de Ville, $740° (ps); 4-dr.. $700°. 
CHEVROLET—’'57 Bel Air (8) 2-dr., $1,- 
650°; Two-ten (8) 2-dr., $1,425*; Two- 

ten (6) 4-dr., $1,350°. 

56 Two-ten (8) 4-dr., $1,250°; Bel Air 
(8) 4-dr., $1,225°, $1,060°; 2-dr., $1,- 
110°; One-fifty (8) station wagon, 
$935; 4-dr., $890°; One-fifty (6) sta- 


, $900. 

(8) 2-dr., $1,090°, $1,200°; 
4-dr., $780, $800; Bel Air (6) 4-dr., 
$910°, $820; Two-ten (8) 4-dr., $900°, 
$770; station wagon, $975*, $890; 
conv., $1,000°; Two-ten (6) 2-dr., 


$825. 

"54 Two-ten 4-dr.. $635; 2-dr.. $555; 
station wagon, $470°; Bel Air Hard- 
top 2-dr., $610°. 

"53 One-fifty station wagon, $250. 

"52 Deluxe 2-dr., $190°. 

"51 Special 4-dr., $120. 

CHRYSLER—'57 Saratoga 2-dr., $1,750°. 

‘SS Windsor 2-dr., $975° (ps). 

DeSOTO—'55 Firedome 4-dr., $910° (ps), 
. 


"54 Firedome 2-dr., $450°. 
DODGE—’'56 Custom Royal (8) Lancer 4- 


dr., $1,220°. 

"55 Coronet Hardtop, $760; 2-dr., 
$630, $600. 

"54 Coronet (8) 2-dr., $480°. 


FORD—'58 Thunderbird, $3,210°. 

"ST Fairlane (8) Victoria 4-dr., $1,550° 
(ps); 4-dr., 2 at $1.450° (ps), $1,230°; 
ranch wagon (8), $1,520°. 

"56 Fairlane (6) 2-dr., $1,200°; Fairlane 
(8) Victoria, $1,175*, $1,125°, $990° 
(ps), $1,050°; country sedan (8), $1,- 
175°, $900°; Custom (8) 2-dr., $1,- 
060°, $1,020°; Main (8) 2-dr., $700. 

"SS Fairlane (8) Victoria, $810°; 2-dr., 
$700, $610°; conv., $680°; Custom (8) 
4-dr., $690. 

"54 Custom (8) ranch wagon, $550; Cus- 
tom (6) 2-dr., $380. 

"53 Crest (8) country esquire, $420; Cus- 
tom (8) 2-dr., $330; Main (8) 2-dr., 

. 


$250°. 
"52 Crest (8) Victoria, $295°. 
LINCOLN—'55 Capri 2-dr., $800°. 
"54 Capri conv.. $650°. 
MERCURY—'57 Colony Park, $2,000* (ps). 


‘55 Monterey 2-dr., $975*; 4-dr., $780°. 
"54 Monterey 4-dr.. 2 at $600°, $500°. 
"53 Monterey 2-dr., $450. 
NASH—'53 Ambassador 4-dr., $140. 
OLDSMOBILE—'57 (88) 2-dr., $1,830*. 
"56 (88) Holiday, $1,311°. 
"55 (88) Holiday, $1,170° (ps), $1,025°. 


PACKARD—'55 Clipper Constellation, 
885° (ps); 4-dr., $650°. 
PLYMOUTH—'58 Belvedere (8) 2-dr., $2,- 


080° (ps); 4-dr., $1,940° (ps). 
"ST Fury (8) 2-dr., $1,575*. 
"56 Savoy (8) 2-dr., $1,075°*. 
'55 Savoy (8) 2-dr., $660; Plaza (6) 


Business coupe, $450. 
PONTIAC—'56 Star Chief 4-dr., $1,280* 
(ps). 


"55 Star Chief conv., $880° (ps); 4-dr., 
$800° 


West German Sports Car— 


This two-door sports car is one of several 1959 models announced by Auto Union 
of West Germany. The import features a three-cylinder, two-stroke engine which is 
said to deliver the power of a standard six-cylinder power plant. The can features 
. front-wheel drive, and a normal fuel consum 


a four-speed 


Chief- 
(ps); 2-| a gallon. The car will sell for $2,495, port-of-entry at. New York. 


*54 Chieftain 2-dr., $335. 
*53 Chieftain 4-dr., $260*. 
RAMBLER—’58 American 
380. 
‘54 Super (6) 4-dr., $400. 
STUDEBAKER—’56 President 
$905. 
WILLYS—’'45 Jeep, $490. 
MISCELLANEOUS—’58 Dodge pickup Ex- 
press, $1,060. 
"55 Ford %-ton panel, 
%-ton pickup, $945. 
53 Chevrolet %-ton pickup, $460, $375; 
Studebaker %-ton pickup, $210. 


PORTLAND ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday, Prices are for sale of Oct, 14. 
BUICK—’56 Special Riviera ¢-dr., $1,305*. 

"54 Super 4-dr., $725*; Century conv., 

$675*. 

’53 Super 4-dr., $395*; RM 4-dr., $390* 


$340; Chevrolet 


(ps). 
CADILLAC—’54 (62) coupe de Ville, $1,- 


820* (ps). 

CHEVROLET—’58 Corvette, $2,900*; Bel 
Air (8) Hardtop 4-dr., £2,195* (ps), 
$2,175* (ps); 4-dr., $1,990*; Delray 
(6) 4-dr., $1,795*. 

°57 Bel Air (8) 4-dr., $1,650*; Nomad, 
$1,650*. 


56 Bel Air (8) 2-dr., $1,425*; Two-ten 
(8) Delray, $1,270*. 


"55 Bel Air (8) 4-dr., $1,100*; Two-ten 
(8) Delray, $1,065*; 4-dr., $995*; Bel 
Air (6) 2-dr., $875; Two-ten (6) Del- 
ray, $830. 

’54 Two-ten station wagon, $785. 

‘53 Bel Air 2-dr., $550; 4-dr.. $410; 
Two-ten 4-dr., $400*; One-fifty club 
coupe, $365. 


"52 Styleline 2-dr., $320. 

"51 Special 2-dr., $165. 
CHRYSLER—'52 Saratoga 4-dr.. $120. 
DeSOTO—’'55 Firedome Hardtop 2-dr., $1,- 


100° (ps). 
DODGE—’57 Coronet (8) Hardtop 2-dr., 
$1,625*. 
*56 Coronet (8) Hardtop 4-dr., $1,050*. 
"54 Coronet (8) 4-dr., $540*. 


"51 Coronet 4-dr., $215. 


FORD—'58 Country squire (8), $2,250*; 


Fairlane (8) 500 Victoria 2-dr., $2,- 
200. 

"57 Fairlane (8) 500 Victoria 2-dr., $1,- 
895° (ps); Victoria 4-dr., $1,875* 


(ps); country squire (8), $1,770° (ps); 
Custom (8) 300 4-dr., $1,300; Custom 
(8) 4-dr., $1,255. 

56 Country squire (8), $1,350° (ps); 
Fairlane (8) 2-dr., $1,050* $§995°. 

55 Fairlane (8) Victoria 2-dr., $1,030*; 
Main (8) 4-dr., $695*. 

"54 Custom (8) ranch wagon, $810*; 
Crest (8) Victoria 2-dr., $800*. 

"53 Main (8) ranch wagon, $585; Crest 
(8) Victoria 2-dr., $580; Custom (8) 
2-dr.. $440°. 

"52 Crest (8) country squire, $460°; 
Main (8) 4-dr., $300. 

"51 Victoria 2-dr., $245°. 

HUDSON—'53 Jet 4-dr., $390°. 

"52 Hornet 4-dr., $220°. 

MERCURY—'57 Montclair Phaeton 2-dr., 
$2,050°. 


"55 Montclair Hardtop 2-dr., $1,025* 
(ps); Custom 4-dr., $700°. 

53 Montclair Hardtop 2-dr.. $600*. 

"52 Montclair Hardtop 2-dr., $430°. 


"51 4-dr., $190°. 
NASH—'53 Statesman 4-dr., $360°. 
OLDSMOBILE—'57 (88) Super Holiday 2- 
dr., $2,100° (ps). 


"56 (88) 4-dr., $1,400° (ps), $1,385°; 
Holiday 2-dr., $1,400° (ps). 
"54 (98) 4-dr., $1,070° (ps). 
PLYMOUTH—'57 Savoy (8) 2-dr., $1,265. 


"56 Belvedere (8) Hardtop 2-dr., $1,125° 


(ps). 
"SS Belvedere (8) conv., $750°; Plaza (6) 
4-dr., $650 


"54 Belvedere Hardtop 2-dr., $595° (ps); 
station wagon, $500. 
"53 Cranbrook station 
"51 2-dr., $130. 
"50 station wagon, $225. 
PONTIAC—'57 Chieftain 2-dr.. $1,310*. 
"56 Star Chief conv., $1,195°. 
‘SS Star Chief Catalina 2-dr., $1,050°; 
Chieftain (8) 2-dr., $700. 


wagon, $500*. 


'S3 Star Chief (8) conv., $540°; Chief- 
tain (8) 2-dr., $425°; 4-dr.. $400°; 
Chieftain (8) 4-dr., $400° (ps). 


"52 Chieftain (8) 4-dr., $230°. 
STUDEBAKER—'ST Silver Hawk 
coupe, $1,175*. 
"56 President (8) station wagon, $1,110*; 
Commander (8) 4-dr., $825. 
‘SS President (8) Speedster, $1,125° (ps); 
4-dr.. $785° (ps). 
MISCELLANEOUS—'55 Ford (8) Courier, 
$575. 
‘S53 Ford (8) %-ton pickup, $605. 
"51 Ford panel. $300. 
. . . 


(8) 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange Sale 
every Wednesday. Prices are for sale of 
Oct. 15. Prices firm across the board. 
Clean sharp cars brought exceptionally 
strong prices as the need for this type 
merchandise increases each week. Sold 
79% of 383 cars consigned. 


* . ~ 
N. TENN. 

Nashville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Oct. 15. 
The downward trend not as noticeable as 
in the two previous weeks, Percentage of 
sales increasing. 





ption of 40 miles 


) var, 2-272 Million Texans 
) «a0 |See 59s at Fair 


Dallas Show Turnout 
Sets New Record 


By C. K. Cates 
Staff Correspondent 
DALLAS.—-The nation’s first auto 
show to display the bulk of the ’59 
models completed its Oct, 4-19 run 
at the State Fair of Texas by set- 
ting an attendance record of close 
to 2% million visitors. 


It was the first time since World 
War II that the Dallas show had 
been able to offer a really repre- 
sentative number of new model 
cars, and interest of spectators was 
at a high level. 


All the American makes that 
had been introduced before clos- 
ing date were at the show before 
it ended, and several makes were 
given their world premiere in a 
public preview before actual in- 
troduction date. 


The new models were accorded 
enthusiastic acceptance for the 
most, with “real buying interest” 
indicated, according to show offi- 
cials. Show visitors were taking 
their time to study the models, 
make comparisons and listen to 
promotional efforts. Concensus 
seemed to be that spectators re- 
garded the 59 models as more 
attractive than any in automotive 
history. 

Dealers in the Dallas area, who 
have been reporting excellent re- 
action to the new cars, said they 
expected a sharp increase in sales 
immediately following the State 
Fair Auto Show. 


More than the usual number of 
foreign cars were on display. 
With the 750-foot long automobile 
building filled to capacity, some 
of the imports were shown in 
other near-by buildi 
in foreign trades exhibits. 


Despite several days of cloudy, 
threatening weather the first week 
of the show, the biggest crowds 
on record jammed the building each 
day. On the basis of at least 90 per- 
cent of total State Fair attendance 
claimed for the show, a total of 
2,481,960 persons visited the auto- 
mobile building. 

Actual fair attendance this year 
was 2,757,734, compared with 2,540,- 
967 last year. 

The auto show annually is 
sponsored by the Authorized New 
Car Dealers of Dallas, Inc. 

The upsurge in car demand in 
this area that is expected to follow 
the Fair, is likely to result in a 
rather heavy backlog of orders. De- 
mand for the new models has been 
well ahead of supply since the be- 
ginning of the introduction period. 

> . > 


2 Dallas GM Dealers 


Add Lark, Rambler 


DALLAS.—Two veteran Dallas 
auto dealers within the past week 
have announced establishment of 
additional dealerships for smaller 
compact-type domestic cars. 

Van Winkle Motor Co. (Pontiac), 
will sell Studebaker’s new Lark, 
Silver Hawk and trucks in Dallas, 
along with the Mercedes-Benz. 

The former Studebaker dealer 
here, Sloan-Combs, Inc., has 
moved to suburban Garland, 
where it is the Studebaker dealer. 

Earl Hayes Chevrolet Co. has 
established a separate Rambler 
dealership at a location near down- 
town Dallas. 

Previously, L. O. Taylor, who 
operates a Pontiac dealership in 
the Oak Cliff section of Dallas, 
acquired a Rambler franchise and 
also is operating it separately. 


GM Lauded for Ending 
Subsidized Sales 





in a formal resolution, com- 
mended General Motors for its 
“initiative, fortitude and fore- 
sight” in discontinuing the sub- 
sidizing of new-car sales to 
governmental units. 

The directors, in passing the 
resolution at their annual fall 
meeting, said halting the practice 
was in the “best interest of the 
entire automotive industry and 
especially in the interest of the 
buying public.” 















LOLA OC LL AOE 


EVERY WEE K — Automotive News' 
“Leading Used Car Auction Direc- 
tory” lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 
facilities are offered? LOOK IN 
LUCAD. 


Design for Selling 


Salesman's Portfolio 


The most dynamic sales tool yet of- 
fered. A Training Manual, Work Or- 
ganizer, Prospecting System, and Per- 
manent Follow-up System, all in one 
compact powerhouse for selling, that 
can be carried under the salesman's 
orm. Contains fifteen fingertip con- 
trolled sections with everything needed 
for a sales-packed work day. 


Introductory Trial Offer 


Regular price including 
$25.70 


Special Introductory price 
including supply of forms 
t 


SAVINGS 


For Limited Time Only—One (1) 
to a dealership. 


Try it. You'll want more! 
Automotive Enterprises 


1100 North Woodward Avenue, 
Birmingham, Michigan 





Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes, Just plug into nearest elec- 
trical outlet. For indoor or outdoor display 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 


LOMAL wn. 


Division of C. A. Morgren Co. 
434 So, Delaware, Littleton, Colo, 











Consignment Cars 
Profitable‘ ¢ 


The answer to 


has been ac 

claimed the 
“bible” _ og a now with 
coupon, ij, after 5, you are 
mot convinced that tee Tee merits 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 





coenrenne PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


“the Adtomobile Dealers” "Pl 
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Bank Debits Up in Most Regions ee 


FRB Business Pattern Brighter 


(Continued from Page 2) 
after being hard hit by the reces- 
sion. The overall employment pic- 
ture has shown “substantial im- 
provement,” the bank said. 
Chicago 
if bg-ow recovery from the recession 
has been “the most rapid and 
the most widespread” of any in the 
postwar era, the Chicago Federal 
Reserve Bank observed. 

With labor relations in the auto 
industry apparently set for three 
years of peace, the heavy industry 
in the Chicago-Detroit area appears 
on the way up: There are a number 
of clouds on the recovery horizon, 


"59 Deliveries 


Perilled in East 


Teamsters Threaten 


Big 3 with Strike 


(Continued from Page 2) 


employment benefits for a year. 
However, where the company was 
losing money in 1955, it is making 
a profit this year and is the only 
auto company where sales are ex- 
ceeding last year’s. 


As in the Big Three settlements 
the new AMC contract provides: 


1. A pay increase of nine to 10 
cents an hour, based on continua- 
tion of annual improvement factor 
increases and cost-of-living allow- 
ances. 


2. An eight-cent hourly increase 
for skilled workers. 


3. The maximum payment period 
for SUB is to be increased from 26 
to 39 weeks and to a flat 65 percent 
of take-home pay, with unemploy- 
ment compensation, as compared to 
the present 65 percent for the first 
four weeks and 60 percent for the 
remainder. 


4. Pension payment increases 
from $2.25 a month for all past 
service credits and $2.50 for all 
future service. Payments to those 
workers already on pension will 
be increased to $2.35 a month for 
each year of service. 

5. SUB funds will be used to 
supplement wages of workers on 
short work weeks. 

6. Increased insurance and med- 
ical benefits and other minor im- 
provements also were included in 
oe with the industry pat- 
ern. 


The principal departures from 
the pattern occurred in special local 
situations. The firm’s 1,500 Kelvin- 
ator employes agreed this summer 
to permit their wage rates to be 
frozen for two years and this agree- 
ment was made official in the 
settlement. 


Another exception in the contract 
was that the increases in pensions 
for employes already retired will 
not apply to a group of former 
Hudson workers in Detroit for 
whom a previous settlement had 
been made. 


The new AMC-UAW contract 
runs to Sept. 6, 1961. 


* > * 


Union Files Complaint 


/1|0% THE dealer front, a hearing 
is being held before a national 
trial examiner in Portland, Ore., 
on a complaint that Fred Bauer 
Chevrolet Co. violated the Taft- 
Hartley Law by entering into an 
illegal labor contract. 


The contract is said to be with 
an independent union, the Associ- 
ated Workers of America Auto 
Machinists, Local 100, Unit 45. 


The complaint, filed by the Auto- 
motive Employes Council, AFL- 
CIO, contends that Bauer signed 
the contract with AWA when the 
independent union was “not in 
— with the Taft-Hartley 

ct.” 

The complaint also charges that 
Bauer gave “financial support to 
the union and dominated it.” 

According to the complaint, this 
was done while the AFL-CIO ma- 
chinists union was trying to nego- 
tiate with Bauer and organize its 
employes. Four of Bauer’s employes 
have been signed by the AFL-CIO 
union. 

Bauer has denied all the charges. 





the bank noted, particularly a stub- 
born unemployment problem. 


Upper Midwest 
“— northern tier of states served 
by the FRB in Minneapolis is 
another area which is looking for- 
ward happily to bumper harvests 
and high farm income. 

Added to prospective record har- 
vests, the district reports improve- 
ments in overall employment and 
construction activity. The lumber 
industry of western Montana is 
making a strong comeback. 

The ore-mining areas of north- 
ern Minnesota, Wisconsin and 
Upper Michigan are the only ex- 
ceptions to the recovery trend in 
the district. 

The district is expecting the 1958 
wheat harvest to hit a near-record 
292 million bushels, despite acreage 
reductions. The quality of the 
wheat is “especially high” this 
year, the bank reported. 

St. Louis 
‘— Eighth Federal Reserve 

District presented a mixed eco- 

nomic picture at latest report. 

August department store sales 





Jobbers Demand 


‘Protection from 


‘Grab’ by Makers 


* 
(Continued from Page 1) 


channels of distribution to the 


automotive aftermarket.” 
. « = 


vos, also took stock of the 
alarming shortage of trained 
auto mechanics. 

Frank J. Konecny, executive 
assistant of the Engineering Ex- 
tension Service of Texas A. & 
M. College, said that in the last 
year only 1,653 Texas high school 
students were in automotive shop 
programs, 53 in junior college 
shop programs and 160 in part- 
time high school cooperative pro- 
grams—a total of 1,366 in 70 
classes in 19 towns. 

Konecny said he doubted whether 
even 500 would enter the mechanics 
or allied trades. 

Declaring that the situation is 
not improving, Konecny said the 
reason Texas schools have not 
provided enough industrial voca- 
tional training is that the “uncon- 
cerned public,” including those in 
the auto industry, have not directed 

them to do so. 

Urging the auto industry to make 
known its needs to school adminis- 
trators through advisory commit- 
tees, participation in “career day” 
programs and guidance counselling, 
Konecny said the industry can 
solve the problem only by offering 
its aid in setting up training pro- 
grams and following through with 
an active interest and participa- 


tion. 
* 


oa > 

Cc. MORRIS, AWOT executive 
* director, said Texas spends 
less money on industrial education 
—only about $138,000 a year—than 
on any of the other three major 
phases of vocational education. And 
less than one third of Texas high 
schools have any industrial educa- 

tion programs at all, he added. 


New AWOT president is Fred D. 
Pinkston, Lubbock. He succeeds T. 
C. Watkins, Midland. More than 
400 attended the three-day session, 
including representatives of 93 
manufacturers and suppliers who 
set up booth conferences. 

- * 


were even with those of last 
August while furniture store sales 
were off 4 percent. Cash farm in- 
come in the first eight months of 
1958 was up 3 percent from the 
1957 total. 

Livestock slaughter and rail 
freight in the St. Louis area in 
August were below the level of 
August, 1957, but crude oil produc- 
tion in the Eighth District was 
above the year-earlier level. 


Kansas City 
oo sprawling Tenth Federal Re- 
serve District which stretches 
west from Kansas City into the 
Rockies reports gains in most eco- 
nomic indicators. 

Bank loans and deposits are up 
from the 1957 level, department 
store sales have matched the 1957 
totals and the value of residential 
building permits is well above the 
1957 total. 

Southwest 

HE Dallas Federal Reserve Bank 

reports that cash receipts of 
farmers in its district are up 33 
percent from the 1957 total, com- 
pared to a gain of 12 percent for the 
nation as a whole. 

Crude oil production in the dis- 
trict is clouded by a confused in- 
ventory picture. Employment in the 
area has shown a more-than-sea- 
sonal increase but retail trade is 
running behind the 1957 pace. 

Far West 
— inventory of canned and 
frozen fruits and vegetables was 
cut somewhat during the 1957-58 
season, according to the San Fran- 
cisco FRB. 

For the year ahead, the pack 
of peaches and tomatoes is larger 
while the overall pack of vege- 
tables is off about 4 percent. 
Nonfarm employment in the dis- 


trict has begun to recover from) 


its mild recession dip. The district's 


department store sales, freight car | 


loadings and most indicators of in- 
dustrial production are trailing 1957 
figures but cement output is up 
from from the 1 1957 rate. 


Dealers Hold Conference— 


Plymouth dealers Bernie Freeman, right, 
Los Angeles, and Lou Baney, center, Comp. 
ton, Calif., have completed a five-day bus. 
iness management conference for single 
line Plymouth dealers. Shown discussing 
details with Freeman and Baney at the 
Southern California-Nevada regional 
gathering at the Chrysler Corp. Training 
Center in Anaheim, Calif., is Bob Fischer, 
Plymouth area manager. 


Brighter Lamp 
Is Introduced 
By Westinghouse 


BLOOMFIELD, N. J.—An en- 
tirely new automotive headlamp, 
said to provide nearly twice the 
brightness of ordinary headlamps 
on the lower beam with no increase 
in battery drain, has been an- 
nounced by Westinghouse. 

Known as the “Town and Coun- 
try” Safe-T-Beam headlamp, the 
new bulb also features a vastly im- 
proved beam pattern, said Frank 
M. Ogden, manager of the Westing- 
house photo-miniature lamp depart- 
ment. 

The complete change in design 
of the new headlamp will provide 
conventional two-headlamp cars 
with lighting quality which ap 
proaches that of the newer four 
headlamp arrangement, he said. 

The headlamp provides needed 
additional light on the right side 
of the road and produces an almost 
searchlight effect which permits 
seeing beyond the headlights of on- 
coming vehicles, Ogden said. 





Protected- Territory Plan 
Backed by Precedent 


(Continued from Page 2) 


toration of protected-territory ar- 
rangements. The revised Potter bill, 
which GM attorneys helped to 
compose, would constitute enabling 
legislation. 

Unity of NADA and the manu- 
facturers behind the Potter bill or 
a similar one in the next session of 
Congress is a prerequisite for fav- 
orable action against Administra- 
tion opposition. 

The idea of penalties for ordi- 
nary business transactions may 
prove objectionable to some legis- 
lators, it is felt in Washington. 
But this resistance may be offset 
to some extent by testimony that 
any other arrangement could lead 
to further price increases. 

Moreover, all the established 
practice of the auto industry up to 
1948 weighs heavily for a protected- 
territory plan, as contrasted with 
new, untried propositions. 

GM President John F. Gordon, 





Texas Wholesalers Elect— 


Fred D. Pinkston, left, Lubbock, Tex., has been elected president of the Automotive 
Wholesalers of Texas at the group's 25th annual convention in Galveston, Tex. He 
succeeds T. C. Watkins, center, Midland, Tex. W. E. Woods, right, Houston, is the 


new first vice-president. 
‘ 


in espousing protected territories 
during the New York Motorama, 
answered an objection raised by 
both the Justice Department and 
the Federal Trade Commission at 
hearings on the Potter bill last 


summer. 
* * * 


OTH the Government agencies 

maintained that it is wrong to 
impose a penalty on selling outside 
a given area. This, they said, re 
stricts competition unduly. 

Gordon pointed out that “pro 
tected” territories are not “closed” 
territories. A customer, he said, still 
must have the right to buy whe 
ever he pleases. 

How do dealers regard pro- 
posals to revive territory-secur- 
ity? They are divided, as Gordon 
observed and NADA surveys have 
confirmed. 

But the advocates of territory 
security have gained in number 
through the recent low-profit years. 
GM’s program of whittling down 
the number of dealers into a “qual- 
ity” group is certain to expunge 
many foes of territory security. 

The benefits of protecting a deal- 
er’s territory by cutting the incen- 
tive to cross-sell are defended this 
way by NADA and the new GM 
President: 

NADA: “The dealer will be af- 
forded a better opportunity to 
operate a successful business and 
will be encouraged to develop his 
own territory.” 

Gordon: “We are convinced that 
territory security as it existed in 
the past in GM would go far to- 
ward preserving the franchise sys- 
tem and strengthening the dealer 
quality program.” 
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Sensational Performance... . 
eee 


Little 2 Star on the Stock Market 


By Kenneth C. Kelley Jr. 
Staff Writer 

_ Little Two of the auto in- 

dustry have become the Big 
Two of the stock market as shares 
of car-producing companies have 
Jed the entire market on a phen- 
omenal recovery in recent weeks. 

Shares of Studebaker-Packard 
stock which were selling below $3 
less than a year ago moved above 
$15 last week. 

At the same time, American Mo- 
tors stock was selling a shade under 
$30, up more than $21 since the 
beginning of 1958 and a gain of 
better than $9 since Oct. 1. 

Day after day in recent weeks, 
the stock with the highest number 
of shares traded on the New York 
Stock Exchange was either S-P or 
AMC. 

In the week of Oct. 13-17, S-P 
was the most active stock with 978,- 
000 shares traded. The total is just 
under half of the 2,120,000 S-P 
shares traded in all of 1957. 

= + = 


THE same week, the Big Week 
of the year for auto stocks, AMC 
was the second most active stock. 
AMC shares traded totalled 643,800, 
about one-third of the 1,990,300 
shares traded in all of last year. 
General Motors was the tenth 
most active stock, with 217,500 
shares traded. The stocks of the 
five auto-producing companies ac- 
counted for 1,999,400 of the 24,402,- 
570 shares traded during the week. 
The high volume in auto shares 
was accompanied by sharp price 
rises. The lowest sale of S-P 
shares during the week was at 
9%. The stock closed at $14 a 
share, an increase of 11.8 percent. 
AMC shares sold for $22.25 early 
in the week and closed at $27.25, a 
healthy gain of 22.5 percent. GM 
shares closed the week at $49.75, 
a gain of 5 percent. Ford was up 
35 percent to $47.50 while Chrysler 
showed a 2.3-percent gain to $55.75. 
> > ” 


movement of stock prices— 
which reflects the opinion of in- 
vestors who are willing to back 
their views on the future of com- 
panies with their money—is at best 
extremely difficult to interpret. 

That small cars have caught 
the fancy of investors is almost 
impossible to deny as prices of 
S-P and AMC stocks move up- 
ward. S-P’s refinancing and diver- 
sification program, too, seems to 
be well received. 

Many investors lean heavily on 
advice from stock analysis firms. 
These firms, which a few months 
ago saw nothing but clouds on the 
horizon for the auto companies, 
have now turned more optimistic. 

Part of the rise in auto stocks 
can be traced to a recovery from 
the low levels reached as the stock 
market fell early in the recession. 

7 > > 


S OFTEN happens, the stock 
market turned down before 
most other sectors of the economy 
were showing signs of the recession. 
Also in line with past performance, 


Salesman Accused 
Of Embezzlement 
In 6 Auto Thefts 


OKLAHOMA CIT Y.—An Okla- 
homa City auto salesman has been 
charged with embezzlement in the 
theft of six automobiles from Cof- 
feen Oldsmobile Co. over a two- 
year period. 

Stanley Whitcomb Riley, cur- 
rently employed by Bolen Oldsmo- 
bile Co., was released on $2,500 bail 
and a preliminary hearing was set 
for Friday (Oct. 31). 

Police said Riley sold the autos 
to bootleggers and then reported 
them stolen. 

William R. Saied, assistant county 
attorney, said four bootleggers 
have admitted in statements that 
they purchased new Oldsmobiles 
from Riley for $500. 

He said Melvin Rogers, Oklahoma 
City bootlegger, provided the key 
testimony. He has been charged in 
County Court with theft of the 
auto. 

The other three are William L. 
Bennett, formerly of Fort Gibson 
and now of Avon Park, Calif.; 
Junior Potts, Chandler, and Gene 
Smith, Yukon. 








the shares of auto producers fell| percent to surpass last year’s high 


even more sharply than the aver- 
ages of all stocks. 

The stock market was one of the 
first places where the economic 
recovery showed up. Prices turned 
mildly upward in late 1957 and the 
rally gained speed as 1958 moved 
on. 

Prices began to skyrocket as 
fall began. By early October, his- 
toric high prices were being paid 
for many shares and averages of 
stock prices were setting record 
highs. 

In mid-October, a combination of 
factors pushed the market down- 
ward. It was time for profit taking 
by those who had seen their shares 
continually going up in price. 

In addition, the Federal Reserve 
Board moved in to cut the amount 
of credit that can be used in buy- 
ing stocks as it had in August. 

> » + 
Lae many stock prices were 
pushed back by this correction, 
shares of auto companies generally 
and the Little Two started their 
Big Week. 

With the correction out of the 

way last week, stocks were mixed 


with many observers ready to pre- 


dict further gains. 

Through this period of recovery, 
auto stocks have been among the 
leaders as they were among the 
heaviest losers during the decline. 


Among the auto companies, the| 


stock of S-P was the heaviest loser 
during the 1957 slide and has been 
the biggest gainer during the re- 
covery. The stock hit a high of 8% 
before the plunge began and fell 
to 2% by the end of last year. By 
last week, it had climbed to 15%, 
a gain of 434.8 percent. 
> > . 
A™ stock has increased by 268.8 
percent this year and sold last 
week for 29%. The stock hit its 
1957 low of 5% early in the year 
and got the jump on the rest of 
the industry by beginning its re- 


covery as other stocks were turn- | 


ing down. 

By the end of last year, AMC 
stock was selling for 8, off only 
slightly from the year’s high of 
8%. Since the beginning of this 
year, it has been a steady climb 
for AMC, sometimes in spurts 
and sometimes more slowly. 
Stocks of the Big Three have not 
climbed as sharply as S-P and AMC 
so far this year. 

GM’s high in 1957 was 47% and 
the stock hit 33% at year’s end. 
Since then it has climbed by 48.1 





Janes & Laughlin 
Opens $17 Million 
Stainless Plant 


By Joseph M. Callahan 
Engineering Editor 

LOUISVILLE, O.—All of the fa- 
cilities for producing stainless steel 
sheets and strip at the new $17 
million plant of the stainless and 
strip division, Jones & Laughlin 
Steel Corp., went into production 
here last week. 


According to M. K. Schnurr, divi- 
sion president, the plant has an 
annual capacity of 36,000 tons of 
flat-rolled stainless steel, and em- 
ploys about 250 people. The mill is 
capable of rolling stainless sheets 
in thicknesses ranging from 3/16- 
inch to .003-inch. 

The automotive industry is the 
largest single user of stainless steel. 
It is used for trim, molding, wheel 
covers, and numerous other appli- 
cations. Inventories of finished 
stainless steel sheet and strip in 
coils and cut lengths are being 
maintained at the new plant to 
assure immediate deliveries, ac- 
cording to Schnurr. 

The principal equipment of the 
new plant includes a 52-inch, 
cluster-type (Sendzimir) cold roll- 
ing mill which incorporates the 
latest engineering design for pre- 
cision rolling and quality control 
of stainless flat-rolled products. 

One of the innovations on this 
mill is a crown adjustment which 
makes it possible to maintain an 
extremely accurate gage along the 
entire width of coils of sheets. 


and reach 49% last week. 
+ + + 

ORD’s high last year was 59% 

and the last sale of the year was 
37%. Since then there has been a 
gain of 29.3 percent to 48. 

Chrysler reached a high of 82% 
last year and then fell to 52% 
by the end of the year. The recov- 
ery has meant a gain of 6.9 percent 
to 56%. 

Stock market observers point 
out that many investors were 
disappointed when Ford cut its 
dividend as the recession pushed 
the company’s earnings down. 
Market analysts say that Chrys- 

ler’s losses are keeping the price 
of its stock down. They have no 
sure answer for why S-P’s stock 
has risen by 434.8 percent in a year 
of losses. 

+ * * 


QWHEN stocks of auto-producing 
companies are compared with 
the Securities & Exchange Com- 
mission’s average of the prices of 
stocks of manufacturers in all lines, 
the observation is that auto stocks 
fell farther and recovered more 
than the average. 

The SEC index of stocks of 
manufacturers showed a drop of 
21.7 percent from the 1957 high 
to the close for the year. S-P, 
Ford and Chrysler stocks fell 
more than this average. 





| exceeded this gain with the excep- 
| tion of Chrysler. 
- = > 

—- of companies tied in with 

the auto industry have shared 
| in the gains. 
| International Harvester was sell- 
ling at 38% last week, up 11% from 
\its low early this year. Mack had 
| gained 7% to 28% and White was 
|}up to 53% for a gain of 13%. 
| Ford of Canada showed a huge 
| gain of 39 to 107 and Simca, 
which is traded in the U. S., is 
up 1% to 10. 

Aluminum shares have jumped 
ahead with many observers tracing 
the gain to the prospect that U. S. 
cars may soon be equipped with 
aluminum engines. 

> > 7 

VEN the “bears” appear to feel 
better about auto companies 
than they have in recent months. 
Those who feel that the price of a 
given stock is going to decline often 
express their “bearishness” by sell- 

ing the stock short. 

A short sale is the sale of stock 
which the seller does not own. He 
borrows stock to make delivery, 
counting that he can later buy, 
at a lower price, stock to replace 
the borrowed stock. 

Between Sept. 15 and Oct. 15, the 
number of shares of four auto pro- 
ducers sold short declined. Only 
S-P shares showed a greater short 
interest at the end of the 30-day 
period. 








Recession and Recovery 60% 
Car Makers’ Common Stocks 


1957 


S-P . 
SEC Index of Stocks 

Of Manufacturers ....472.5 
* SEC index for 10/17/58 closing. 


The Big Week 


Oct. 13-17 


Shares 
Traded 


---- 643,800 
--.. 103,900 
cove 56,200 
voeeee LT 500 
--- 978,000 


Recession Seen as Benefit 
To Cost-Cutting Dealers 


SOUTH BEND.— The recession 
has been a partial blessing for 
many alert auto dealers, in the 
opinion of Gordon E. Areen, execu- 
tive vice-president of Associates 


The SEC index has gained 22.6| ™vestment Co. 


| percent since the beginning of this | 
| year. All auto producers’ stock have | 


With the lower volume of the 
last year pinching profits, these 
dealers have squeezed the fat out 
of their companies, he pointed 
out, Excess employes have been 
trimmed from the payroll and 
other unproductive expenses have 
been eliminated. 

“It has been encouraging to see 
dealers move from red ink to a 
profit in the face of 1958’s reduced 
volume,” Areen told Avtomorive 
News, adding that dealers who 
have pared their expenses in the 
last year should be in a good posi- 
tion to profit in the year ahead. 

Areen finds a number of reasons 
to be optimistic about the auto 
market in the year ahead, but said 
that he did not want to go too far 
and be overconfident. 

Speaking of Associates, Areen 
and E. D. Campbell, treasurer, said 
the company had all of the funds 
it needed to finance auto sales in 
the foreseeable future. 

Actions of the U. S. 
in handling the Federal deficit 
and the Federal Reserve Board 
in controlling the supply of bank 
credit have a profound effect on 
the availability of credit for busi- 
ness generally. 

Since the plans of those handling 
each of these issues are not known, 
predictions on the business com- 
munity’s supply of credit are ex- 
tremely difficult, Areen and Camp- 
bell agreed. 

Areen added that he was certain 
“there will always be sufficient 





Operating a Mill— 


The Sendzimir Mill, one of the features of the new Jones & Laughlin stainless and 
strip division plant at Louisville, O., is capable of cold rolling stainless in a range 
of 3/16 inch to .003 inch. Recognized as the heart of the new plant, this 52-inch 
Sendzimir or “Z" mill incorporates the latest engineering design for qualify control. 
In the photo, the mill roller, left, is operating the mill, and a mill helper is checking 
the strip surface. ae 
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credit to handle qualified auto 
buyers.” 


While it is still too early for a 
finance company to make state- 
ments on sales so far in the 1959 
model year, Areen said he was 
“encouraged” about prospects for 
a good year. He noted that eco- 
nomic indicators point toward a 
good year. 

“One thing that we have no- 
ticed already is that people seem 
to be enthusiastic about the 
1959s, more enthusiastic than 
they were a year ago,” Areen 
said. 

With a number of suggestions for 
passage of credit controls as a 
method of fighting inflation appear- 
ing in print, Areen said that there 
are many causes of inflation and 
indicated that he did not think 
recent movements in consumer 
credit had contributed to inflation. 

“We firmly believe in the free 
enterprise system and that system 
does not provide for consumer 
credit controls,” Areen said. 

“We realize that, under free 
en business has responsi- 
bilities. We feel that the finance 
companies have lived up to their 
responsibilities.” 

The future is not likely to see 
any longer maturities on auto 
loans, Areen said. “That has hit its 
barrier” at 36 months, he said, add- 
ing that those who have gone 
beyond 36 months have been quick 
to learn that it is unsound. 

—Kennertu C. Ketizy Jr. 


Raymond Joins Olds Fold 
Orin Raymond has become an 

Oldsmobile dealer in McCall, Id. 

His headquarters are at Payette 








TURNTABLES 


PARAVANE for big cars 
PARAVANETTE for small 


No tools required 


SEND FOR FREE CATALOG 


Maclin 


MACTON MACHINERY COMPANY, INC. 
STAMFORD 9, CONNECTICUT 
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759 Line Includes Four-Wheel Drive . . . 


Ford Offers 371 Truck Models 


DEARBORN. — The 1959 line of 
Ford trucks, said to feature greater 
fuel economy, offers a full range 
of 371 models, including a new 
tandem model and a Ford-built 
four-wheel drive. 

Ford said the new four-wheel 
drive will be available soon in the 
F-100 and F-250 series. Equipped 
with the optional 292 V-8 engine, 
the four-wheel drive trucks in the 
F-250 series will climb grades of 
more than 60 percent, Ford said. 

Another new truck model is the 
tilt-cab tandem. Ford said the new 
model combines the serviceability 
advantages of the tilt-cab with the 
features of the tandem axle. 

New front-end styling of the 
trucks includes a new hood on 
light and medium trucks, new 
“floating type” grille with a hori- 
zontal design, new rectangular 
parking lights mounted in the grille 
area under the twin headlights, 
and, on the light trucks, a new 
contoured integral bumper with a 
center recess that protects the li- 
cense plate. 

A Ford nameplate is superim- 
posed on a broad anodized alu- 
minum strip across the front of 
the hood of light and medium 
trucks. 

Ford said a tractor package for 
heavy and extra heavy trucks in- 
cludes ICC-approved air brake and 
electrical connections, hand-control 
valve, tractor protection valve and 
dash controls, clearance lights, 
trailer circuit breaker and relay, 
emergency stoplight switch and 
turn signals. 

Ford’s heavy and extra-heavy 
trucks offer nearly 150 conven- 
tional, tandem and tilt-cab models 
designed to meet heavy-duty haul- 
ing requirements. 

Heading the lineup of extra- 
heavies are seven tilt-cab tandem 





models available on special order in 
gross vehicle weights from 37,000 
to 51,000 pounds, with gross com- 
bined weight ratings up to 75,000 
pounds. 

Conventional cabs in the heavy 
and extra heavy trucks have been 
reinforced with stabilizer rods 
mounted in an “X” fashion, caus- 
ing cab and sheet metal to move 
as a unit for greater strength and 
rigidity, according to Ford. 

Custom cabs in the trucks feature 
brighter interiors for greater driver 
appeal, including a two-tone in- 
strument panel that blends with 
the side panel colors, white life- 
guard steering wheel, candy-striped 
seat upholstery color-keyed to the 
cab’s exterior colors, two sun visors, 
foam rubber seat pad and seat back 
pad, and an arm rest on the left 
door. A dome light is standard in 
all trucks. 

A new internal-expanding two- 
shoe parking brake is said to offer 
50 percent more holding power. It 
is standard on all models from the 
“500” series up. 

Available on the new, longer 
Courier and Custom Ranchero 
models is a new two-speed Fordo- 
matic transmission that is said to 
have 105 fewer parts than before 
and weighs about 50 pounds less. 
The transmission starts in low for 
positive traction and shifts into 
direct drive. When decelerating the 
transmission downshifts into low 
range. 

Ford’s truck engine lineup for 
1959 includes the 223-cubic-inch 
short-stroke, six-cylinder engine, 
and deep-block V-8s of 292, 302, 332, 


| 401, 477 and 534-cubic-inch displace- 


ment. 

All Super Duty V-8s have fully- 
machined, wedge-shaped combus- 
tion chambers for accurate volume 
and compression control and 





GM, Ford Lose Appeals 
To Bar Warranty Excise 


WASHINGTON.—Refusing to re- 
view appeals by GM and Ford Mo- 
tor Co., the Supreme Court last) 
week left in effect a ruling that) 
requires manufacturers to pay ex-| 
cise taxes on the full sales of their | 
products, including customary war-| 
ranty charges. 


for tax purpose by money spent 
by a manufacturer in making 
good on usual warranties. 

Ford Motor had sought an $8.9 
million refund on excises paid from 
1949 through 1954 on car sales. The | 
firm said at least 24 other cases 
dealing with the issue are pending. 

GM sought a $2.5 million refund 
of 1945-51 taxes paid on Frigidaire 
refrigerators. 

The effect that warranty fees 
and expenses have on the sales 
prices of their products was the 
center of the disputes. 

Ford Motor offers a warranty 
against defects in its autos for 90 
days after sale or for the first 4,- 
000 miles of driving, whichever oc- 
curs first. 

The Frigidaire refrigerators are 
sold under a one-year warranty 
covering the entire unit. GM also 
has a separate $5 warranty on the 
sealed refrigerating unit. 

Several questions were posed by 
these arrangements: 

When a company spends money 
to correct defective merchandise, 
does this amount to a “discount” 


Should GM’s separate warranty 


Send soaptes you want matched. 
Hundreds of factory matching colors. 
ANY CAR or $9 00 Prepaid Or 

STATION WAGON ° c.0.D. 
ANY COLOR 
Leatherette Headlinings $15.00 Prepaid 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 


charge be considered a part of the 
sales price of its refrigerators or a 
special nontaxable fee for repair 
service? 

In 1954 the Court of Claims ruled 
that Ford Motor, GM and other 
manufacturers were entitled to re- 
funds on taxes paid on their war- 
ranty expenses and fees. 

But by last summer this court 
had reversed itself and decided 
that the cost of service provided 
under warranties could not be 
used to reduce taxes. 


It was the latter decision which 
the Supreme Court refused to re- 
view. 


Explaining the reasoning behind 
the ruling, the Court of Claims said 
ordinary warranty expenses do not 
lower the sales price of an article 
but merely represent the cost of 
giving the buyer what he expected 
—a sound product. 

Ford Motor contended that “the 
fair value of a defective article 
would be less than the sales price 
of an article free of defects.” 
Thus the tax should be less, the 


company argued. 

GM charged the ruling results in 
the collection of an excise tax not 
only on the sales price of an article 
but also on fees for repair service. 

Calling it a “clear extension” of 
the tax law, GM rapped the Court 
of Claims for handing down “in- 
consistent, halting and confused” 
opinions on the issue. 


Ford Dealer 44 Years, 


Monte Mansfield Retires 
TUCSON, Ariz.—Tucson news- 
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Turbulance-T o p pistons — together 
offering maximum power and econ- 
omy, according to Ford. 

Single-bridge intake manifolding 
is said to distribute the fuel-air 
mixture more evenly for smoother 
performance. Water-jacketed pas- 
sages provide more uniform fuel- 
air temperatures. 

An electric pump is located in- 
side the frame-mounted gasoline 
tank, pumping fuel under pressure 
to the carburetor independent of 
engine r.p.m. 

A high-capacity, rotor-type oil 
pump is said to provide a full pres- 
sure lubrication system, reduce oil 
temperatures, minimize carboniza- 
tion and prolong the life of all 
moving parts. 

A new 6,000-pound, heavy-duty 
front axle is available on trucks in 
the “F-600” and “B-600” series. 

A faster axle ratio is available on 
all conventional and tilt-cab series 
with Super Duty engines. Ford said 
faster ratios provide proper speeds 
at lower engine r.p.m. for im- 
proved fuel economy and longer 
engine life. 

This year, the Ford Custom 
Ranchero is eight inches longer 
and has 33.4 cubic feet of cargo 
space. The interior is styled like 
the 1959 Ford Country Sedan. 

The 1959 Courier has been re- 
styled from grille to rear bumper. 
Length of the load area has been 
increased to nearly 84 inches. The 
floor is covered with weather-seal 
treated plywood, and all body joints 
are welded and sealed for weather 
and dust protection, according to 
Ford. 

Both the Ranchero and the 
Courier are on a 118-inch wheel- 
base and feature a safety vision 
windshield that is 29 percent larger 
this year. Ford’s six-cylinder en- 
gine is standard. with either the 292 
or 352-cubic-inch V-8 optional. 
There is a choice of four transmis- 
sions—three-speed manual, over- 
drive, Fordomatic or Cruise-O- 
Matic. 


Dodge Reduces Prices 


On 21 Basic Trucks 


DETROIT.—Dodge last week an- 
nounced the prices of its 59 trucks 
and said it had reduced the price 
on 21 basic models ranging from 
the lightweight th re e-quarter-ton 
pickup to the giant T-900 tandem 
tractor. 

Dealers placed the new models 
on display last week. 

Dodge said Orscheln parking 
brake control, 35-amp. generator, 
ll-inch clutch and dual door 
locks are standard on low-ton- 
nage models, and the oil filter is 
standard on all Series 100 through 
600 V-8 models. 

Prices of several options were 
reduced. These included “West- 
Coast” mirrors, front shocks, the 
Custom Cab, the V-8 engine option 
on the D and S-500 series and the 
V-8 engine and five-speed transmis- 
sion package on the D-600 series. 

o . > 


Prices of Heavy Trucks, 
Other Units Hiked by IH 

CHICAGO. — International Har- 
vester Co. has added 2.5 to 5.8 per- 
cent to the prices of its heavy-duty 
trucks, farm equipment and con- 
struction equipment. 

The increases were attributed to 
increased costs and to wage-hike 
proposals which have been made 
during current contract negotia- 
tions with’ the United Auto Work- 
ers. 

Suggested list prices of most 
wheel-type farm tractors climbed 
5.8 percent; heavy-duty trucks 
went up an average of 2.5 per- 
cent, and most farm implements 
rose about 5 percent. 

Crawler tractors were boosted 5 
percent, and construction equip- 
ment jumped an average of 3.8 per- 
cent. One off-highway truck was 
reduced. 

The company indicated a study 
of prices of certain light and me- 
dium trucks is under way. Prices 
will be unchanged until the study 
is completed. 


Ford's Ranchero Is Restyled— 


The Ford Custom Ranchero is completely restyled for 1959 and has a new, longer 
118-inch wheelbase. The nominal body length of seven feet means bigger loadspace 
for cargo. The Ranchero features the same interior as the 1959 Ford Country Sedan. 





S-P Names Three Directors, 


Diversification 


NEW YORK. — Directors of 
Studebaker-Packard Corp. last 
week named a five-man commit- 
tee to carry out acquisition and 
diversification activties under a re- 
financing plan approved earlier by 
stockholders. 

The committee will be headed 
by A. M. Sonnabend, Boston fin- 
ancier and one of three directors 
elected at the board meeting. 

S-P President Harold E. Churchill 
said the other committee members 
are: 

Edwin Foster Blair, Theodore R. 
Finder, A. J. Porta and L. Z. Mor- 
ris Strauss, all members of the 
board. Porta also is executive vice- 
president of the company. 

Sonnabend, who has been dis- 
cussing acquisition possibilities 
with various companies, made no 
recommendations at the session. 

Two other executives were 
elected to the board with Sonna- 
bend. They are Clarence Francis, 
former chairman of General 
Foods Corp., and Dr. Edward H. 
Litchfield, University of Pitts- 
burgh chancellor and chairman 
of Smith Corona Marchant, Inc. 

The board also named an execu- 
tive committee composed of J. Rus- 
sell Forgan, partner in Glore, For- 
gan & Co., and Frank J. Manheim, 
partner in Lehman Brothers, co- 
chairman; Churchill, Porta, Litch- 
field and Sonnabend. 

In Detroit, Sol A. Dann, an S-P 
stockholder and lawyer for a group 
of dissident stockholders, said he 
has asked the Securities & Ex- 


$20 Million Added 
To Chrysler Loss 


(Continued from Page 1) 


ter was $20 million on indicated 
sales of $411 million. 


Despite the loss, the corporation's 
directors last week voted a divi- 
dend of 25 cents a share on com- 
mon stock. 


OLBERT said financial results 

for the nine-month period 
“show the effect of the low level 
of automobile demand generally, as 
well as the reduced third-quarter 
production due to the pattern of 
model changeover in the industry 
this year.” 

Passenger car and truck ship- 
ments in the first nine months of 
this year were 495,091 units, com- 
pared with 1,082,801 shipped in the 
same period last year. 

The company’s defense business 
in the first nine months of 1958 
amounted to $222 million, or 15 per- 
cent of total sales, compared with 
$94* million, or 3 percent of total 
sales, in the same 1957 period. The 
company’s total backlog of defense 
business as of Sept. 30 was in ex- 
cess of $350 million. At the end 
of 1957, the defense backlog 
amounted to approximately $300 
million. 

Capital expenditures were $49 
million in the first nine months of 
1958, compared with $85 million in 
the same period last year. Depre- 
ciation charges were $59 million in 
the 1958 period compared with $66 
million for the first nine months of 
1957. 

Net current assets as of Sept. 30, 
1958, were $349 million, compared 
with $392 million at Sept. 30, 1957, 
and $425 million at the 1957 year- 
end. 





Committee 


change Commission to investigate 
the voting on the refinancing plan. 

In a telegram to Edward N., 
Gadsby, SEC chairman, Dann 
charged that the stockholder 
meeting had been improperly 
conducted and the votes improp- 
erly counted. 

He asked the SEC to impound 
the ballots and proxies voted at 
the meeting. S-P reported that 98 
percent of its 64 million shares 
were voted in favor of the program. 

Dann also charged that manage- 
ment resolutions lacked a required 
two-thirds majority. And share- 
holders are being misled by “false 
statements now appearing in the 
press that are contrary to the vote 
announced at the meeting,” he 
added. 


Dealer Leasing 
‘Snatch’ Denied 


Commercial Credit 
Answers Charges 


BALTIMORE. — Herman Staton, 
president of the recently formed 
Commercial Leasing Corp., last 
week denied charges that the Com- 
mercial Credit Corp. affiliate is try- 
ing to “snatch control of the profit- 
able lease field away from the deal- 
er.” 

“The one purpose of this en- 
deavor is to assist the new-car 
dealer in entering and making a 
profit out of the leasing busi- 
ness,” said Staton. 

The Commercial leasing plan of- 
fers the dealer “a chance to expand 
his sales market and his service 
market, control his repeat custom- 
ers and to make a substantial 
profit” in leasing, he explained. 

“Unlike other leasing plans now 
offered in various forms, this plan 
does give the dealer a chance for 
a substantial profit— not a mere 
pittance—and it allows the dealer 
to control his customer for repeat 
lease business,” Staton said. 


The dealer is able to offer even 
the smallest of local and semi- 
local fleets either the mainte- 
mance type or the net type of 
lease, he continued. 


“Commercial Leasing Corp. pro- 
vides all the forms, the financing, 
the insurance, the credit and col- 
lection systems that the local dealer 
might need to go into the leasing 
business wtihout capital investment 
or the creation of additional over- 
head,” Staton said. 


The plan has received a tremen- 
dous reception since it was first an- 
nounced in an ad in AUTOMOTIVE 
News Oct. 6, he said. 


“In the week following that 
public announcement, more than 
600 dealers from all parts of the 
country wrote in asking for more 
information and inquiries are still 
coming in,” Staton said. 

He added that many new-car 
dealers already have signed a lease 
agreement and are now offering the 
Commercial leasing plan. 

“The first lease deal approved by 
Commercial Leasing Corp. was cre- 
ated by a dealer two days after the 
first public announcement,” he con- 
tinued. 

Staton previously had been South- 
western area director and senior 
waqnattent of Commercial Credit 

rp. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 




















Week Week Output, Jan. 1 
Ended Same Ended October, To 
Oct. 25, Week, Oct. 18, To Oct. 26, Oct. 25, 
1958 1957* 1958* Date 1957* 1958 
AMER. MOTORS** .... 6,220 3,213 4400 19,470 84475 152,523 
SOOT? secccccccoscecteccesese 6,220 3,213 4400 19,470 79,569 152,523 
CHRYSLER CORP. .... 16,500 22,186 12,196 38,342 1,038,841 460,106 
IOROE + cccevcscsssssccsneseoces 1,000 2,039 983 2,586 100,868 39,422 
Imperial .................... 400 567 330 1,060 32,404 9,302 
SEO cocrcevevccencsevevecenvewe 1,000 2,791 626 2479 101,442 28,177 
BEEEIDD ccevcovsvcessocesccoscncesosse 3,800 5,814 3,301 10,221 248,031 88,891 
Plymouth 220.0... 10,300 10,975 6,956 21,996 556,096 293,814 
FORD MOTOR*** euewsess 33,250 33,324 26,593 83,813 1,536,697 857,903 
xy 1,550 2,336 1,175 3,504 48,236 12,108 
EE 29,200 27,357 24,679 76,650 1,224,315 739,473 
ee 400 596 367 «1,187 «= 30,238 =: 18,901 
BOTY cxcccccccccecceeccccces 2,100 3,035 372 2472 233,464 87,421 
GENERAL MOTORS . 11,129 44,327 214 19,798 2,187,071 1,542,705 
Buick — 4,929 8,141 116 6,685 315,345 168,636 
A eee 2,135 541 123,712 93,230 
STOR  cescvcsssceesenees EF 7,093 1,172,827 913,508 
Oldsmobile .................... 2,000 5,929 98 3,454 305,735 220,762 
SIN sunnstuinsessanninmmanive 1,000 4,398 we 2,025 269,452 146,569 
SP CORP. 1,950 2,053 1,842 6,270 61,082 29,923 
SID. isco cadanieendemen Jian i” <Glaiedes. ” vadaons 4,657 1,745 
Studebaker 1,950 2,039 1,342 6,270 56,425 28,178 
Total Cars, U. S. . 69,049 105,103 45,245 167,693 4,908,166 3,043,160 
*Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Pord Motor Co. tetals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Output, Jan.1 Jan.1 
Ended Same Ended October, To To 
Oct. 25, Week, Oct. 18, To Oct. 26, Oct. 25, 
1958 1957* 1958° Date 1957* 1958 
CHEVROLET .............. 1,500 8,221 44 3,238 282,444 200,033 
a 140 109 130 546 4,631 4,590 
DIVCO 70 64 52 233 2,538 2,245 
DODGE 1,200 1,459 1,156 3,265 63,600 44,142 
FORD . 7500 6,853 6381 21,303 285,609 177,554 
GMC nie iim a 1,627 748 2,326 55,141 46,202 
INTERNATIONAL 1,868 2,342 1,961 6,786 101,551 75,828 
MACK*** . : , 345 300 597 14,397 11,581 
STUDEBAKER . 220 165 218 785 7341 7,565 
WHITE*** 410 328 412 1,464 15.904 13,799 
WILLYS ..... .. 2,100 ow 2,218 8,712 48,754 71,490 
MISCELLANEOUS** 72 59 70 255 3,760 3,743 
Total Trucks, U. S..... 16,280 21,572 14,1990 50,010 886,770 658,772 
~Potal Cars, Trucks, - 
vu. Ss. 85,329 126,675 59,435 217,703 5,794,936 3,701,932 
~ Total Cars, — 
Canada 4,675 6,094 3,674 16,727 339,157 278,677 
~ Grand Total, a 


Cars and Tracks, 


U. S. and Canada .. 90,004 132,769 63,109 234,430 6,134,093 3,980,609 


"Revised. 


**Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 


***Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


N.B. All U. 8S. totals include cars and trucks for military orders. 


Watch Out for Tail-Li ft i ia a 


A Mild Pat for °59s 





DETROIT. — Experts in the de- 
sign field are more receptive to the 
59 cars than they were to the ’58s, 
but there remains much room for 

hetic improvement. 

That was the gist of a critique 
Presented to the American Society 
of Body Engineers convention here 
last week by Carl W. Sundberg, 
Detroit industrial designer. 

Sundberg said the sales slump 
this year showed that consumers 
have “more taste than the auto 
brass gives them credit for.” He 
contended that increased expen- 
ditures for travel and leisure pur- 
suits betrayed a growing popular 





Canadian Dealers 


Order Covey of Larks 


HAMILTON, Ont. — The Stude- 
baker-Packard plant here is 
bracing itself to cope with a 
boom in advance orders for the 
new Lark. 

“Advance Canadian orders 
Placed by dealers before produc- 
tion are up 100 percent over those 
of last year,” said Gordon E. 
Grundy, president of Studebaker- 
Packard of Canada. 


Production of the Lark has 
started here. 


ne 


resentment against overchromed, 
over-finned cars, which resulted 
in vehicle sales declines. 


Terming 1958 as “one of the sad- 
dest automotive styling years,” 
Sundberg paid tribute to the new 
General Motors cars for their “new- 
ness of approach” and chrome re- 
ductions. But he said the wing 
shapes of the Chevrolet and Buick 
“need more restraint.” 


“I never heard of a product that 
failed because it was too far in 
advance,” he said. “I include the 
Airflow, which flopped not because 
it was too far advanced but because 
it was ugly when it first came out.” 


Sundberg described the Thun- 
derbird as the “most exciting” 
concept in U. S. cars. He said it 
may well point the way between 
U. S. car excesses and some Euro- 
pean “puddle jumpers.” 

“Thanks to body engineers,” 
Sundberg said, “we always do beau- 
tifully in years of major change 
when little brightwork is needed. 
Then the challenge of a facelift or 
a tail-lift proves too much, and our 
cars become schlacked up. Will this 
happen in 1960?” 

The body engineers were shown 
the Cornell-Liberty safety car, 
which was described by Edward R. 
Dye, of the Cornell Aeronautical 
Laboratory. 





GM Picks Up Steam... 





1,150,000 Cars Set 
Next Two Months 


(Continued from Page 1) 


to a Fisher Body strike in the same 
city. Issues at the Fisher plant 
were settled Wednesday night but 
back-to-work orders await ratifica- 
tion of the agreement. 

The same was true in Kansas 
City, where the Buick-Oldsmobile- 
Pontiac assembly unit had settled 
its labor disputes, but the Fisher 
Body unit in the same city was still 
out on strike. Altogether, 8 Fisher 
Body plants were still struck at 
press time. 

The threat of a shutdown of car 
assembly operations because of the 
glass company strikes, however, 
was not as serious. With most 
manufacturers’ glass inventories 
high as they always are at intro- 
duction time, it appeared the in- 
dustry could carry well into No- 
vember without serious effect if the 
strike continued. 

> * = 


— MOTOR CO., which pro- 
duces approximately half of its 
glass at its two glass-manufactur- 
ing units—Dearborn and Nashville 
—probably is in the best position 
to combat a lengthy strike of glass 
producers. The remainder of its 
glass is purchased from L-O-F, as 
is the majority of glass used by 
GM. Most glass used by Chrysler, 
AMC and S-P is supplied by Pitts- 
burgh Plate. All report sufficient 
supplies to carry them at least into 
the middle of November. 

Despite GM’s delay in boosting 
production, car output across the 
nation continued to climb last 
week as Ford division, Plymouth, 
Dodge and Rambler all scheduled 
heavy overtime operations. 

Six-day operations at a majority 
of Ford division assembly plants— 
plus Saturday operations at Dodge’s 
Detroit plant, the Dodge-Plymouth 
plant at Newark, Del.; the Plym- 


earlier; Dodge, up from 3,301 to 
3,800 units; DeSoto, from 626 to 
1,000 units; Chrysler (excluding Im- 
perial), from 983 to 1,000 assemblies, 
and Imperial, from 330 to 400 units. 

AMC, returning to six-day op- 
erations after having been down 
due to a strike the latter part of 
the previous week, hiked its out- 
put from 4,400 assemblies during 
the week ended Oct. 18 to a 
record-breaking 6,220 units last 
week. It marked the second time 
in the last three weeks that Ram- 
bler has set records for weekly 
output. Its former high of 5,861 
assemblies was set during the 
week ended Oct. 11. 

S-P also scheduled an output 
boost last week as it turned out an 
estimated 1,950 units, compared 
with 1,842 units a week earlier. It 
also marked the corporation’s high- 
est weekly outturn of cars since it 


began producing ’59 models Oct. 4. 
With the majority of GM assem- 
bly units either on strike or unable 
to work due to shortage of supplies, 
corporate output totalled an esti- 
mated 11,129 units, compared with 
214 assemblies a week earlier. 
+ x + 
A BREAKDOWN of GM opera- 
tions showed Buick with an 
estimated 4,929 assemblies last 
week, compared with 116 units a 
week earlier; Chevrolet, at 3,200 
assemblies, compared with none the 
previous week; Oldsmobile, with an 
estimated 2,000 assemblies last 
week, compared with 98 a week 
earlier, and Pontiac with an esti- 
mated 1,000 assemblies last week, 
compared with none during the 
previous work week. 

Car and truck output in Canada 
last week totalled an estimated 
4,675 units, compared with 3,674 
vehicles a week earlier when the 
manufacturers were down on 
Monday in observance of Thanks- 
giving. The week ended Oct. 26 
a@ year ago saw the makers pro- 
duce 6,094 cars and trucks. 

Of the estimated 4,675 vehicles 
rolled from the lines last week, 3,- 
821 were cars and 854 trucks. The 
previous week saw the Canadian 
makers turn out 2,485 cars and 829 
trucks. 


Aluminum Now Competitive 


On Cost, Reynolds Says 


(Continued from Page 6) 


now fully competitive with iron 
from a cost standpoint. 

Until now, iron has traditionally 
been considered to be the lowest 
cost basic metal for the auto in- 
dustry, he said. 

Blomquist predicted “greater 
freedom of design and substantial 
savings in production costs for 
automakers who combine many 
operations into one by employing 
integral designs practical only in 
aluminum.” 

Previewing a thre e-dimensional 


Ford Motor Loss 


outh assembly unit in Evansville, | 


Ind., and the Rambler plant in 
Kenosha, Wis.—helped push U. S. 


Hits $28.7 Million 


output to a 1l-week high of an) 


estimated 69,049 cars last week. 

That’s a 23,804-unit boost from 
the 45,245 cars assemblied the pre- 
vious week, but still well below the 
105,103 units rolled from the lines 
during the week ended Oct. 26 a 
year ago. 

Sizable output increases at Ford 
and GMC, together with resumption 
of assembly operations on a token 
basis at Chevrolet, helped increase 
truck production from 14,190 units 
a week earlier to an estimated 16,- 
280 units last week. A total of 21,572 
commercial vehicles rolled from the 
lines during the week ended Oct. 
26 a year ago. 


x * > 


IGHLIGHT of last week’s as- 

sembly operations was the pro- 
duction of the three millionth car 
of 1958 on Wednesday. Some of 
the gloss was removed from the 
milestone, however, since the com- 
parable car of 1957 was rolled from 
the lines some 4% months prior to 
its "58 counterpart. 

Biggest increase in assembly 
operations took place at Ford Mo- 
tor, which upped its output from 
26,5938 cars a week earlier to an 
estimated 33,250 last week. 

Ford division, with nearly all of 
its 13 assembly units working six 
days, turned out an estimated 29,200 
cars last week, compared with 24,- 
679 assemblies a week earlier. 

Edsel, Lincoln and Mercury also 
scheduled production gains over the 
previous week. Edsel was up from 
1,175 to 1,550 assemblies; Mercury, 
with its Los Angeles plant getting 
into production in midweek, from 
372 to 2,100 units, and Lincoln, from 
367 to 400 units. Both Lincoln and 
Mercury were scheduled for only 
five days of work last week. 

Saturday work at Dodge and 
Plymouth gave Chrysler Corp. out- 
put a push from 12,196 units the 
previous week to an estimated 16,- 
500 last week. 


A 


BREAKDOWN of Chrysler 
outh with 10,300 assemblies last 


Corp. operations showed Plym- 
week, compared with 6,956 a week 


Unit Sales in Quarter 
Half of 1957 Total 


(Continued from Page 1) 


down 39 percent from the $4,419.2 
million for the like period of 1957. 
Sales in the third quarter amounted 
to $695.6 million, less than half of 
the $1,409.7 million in the third 
quarter of last year. 

Factory sales of cars and trucks 
totalled 934,054 in the first nine 
months, compared to 1,742,208 in the 
first three quarters of last year. 
Third-quarter factory sales were 
223,583 this year and 546,616 last 
year. 

Ford said that the nine-month 
loss “was due primarily to a sub- 
stantial drop in sales.” 

Ford gave this breakdown of 
factory sales in the first nine 
months of this year and last: 








1958 1957 
Ford cafs .............. 661,273 1,185,821 
BEES ccicinensihcinndnisipie’ 10,940 41,219 
Mercury ................ 86,549 226,981 
Lincoln- 
Continental ...... 19,092 24,800 
Total cars ........ 777,354 1,478,821 
Ford trucks ........ 156,200 263,387 
Total cars- a 
trucks ......... 934,054 1,742,208 





"59 Models Debut 


In Auction Rings 

DETROIT .—The first ’59 models 
are beginning to show up at 
wholesale auctions, according to 
listings reported to Automotive 
News. 

Among new models sold last 
week were: Buick LeSabre four- 
door hardtop, $3,310; Buick In- 
victa four-door hardtop, $3,420; 
Cadillac, 62 four-door, $5,870; 
Dodge Coronet 2-door hardtop, 
$2,710; Ford Fairlane 500 two- 
door, pape Oldsmobile 98 four- 
door, $4,295; Plymouth Belvedere 
four-door hardtop, $2,660; — 
outh Savoy four-door, $2,595, and 
Plymouth Savoy two-door, $2,360. 








exhibit prepared for the Detroit 
meeting of the American Society 
of Body Engineers, he illustrated 
how as many as five currently 
separate parts can become a single 
unit simply produced. 

He said a graphic example of 
the integral idea is the aluminum 
wheel developed by Kelsey-Hayes 
Co. This wheel combines brake 
drums, wheel structure, or “spider,” 
wheel cover and hub. 

This wheel approach, Blomquist 
said, would require an automo- 
tive consumption of aluminum 
second only to that calculated for 
the impending aluminum engine. 
Blomquist said aluminum brake 
drums alone dissipate heat so 
rapidly that they represent at least 
a 100 percent improvement over 
ordinary cast iron and steel brake 
designs. He pointed out that mak- 
ing the entire wheel aluminum in- 
creases this superiority and pro- 
vides at least a dozen additional 
advantages. 

He said the all-aluminum wheel 
also: 

1. Reduces brake fade substan- 
tially. 

2. Greatly improves brake re- 
covery. 

3. Improves brake-lining life. 

4. Provides possibility for 
smaller tire sizes because of brake 
performance improvement. 

5. Improves drum life. 

6. Provides styling potential diffi- 
cult to achieve in wheel covers. 
7. Drastically reduces production 
control and tooling problems due 
to integration of components. 

8. Provides additional! trunk- 
storage space made available 
through revised wheel concept. 

9. Reduces handling weight on 
tire changes. 

10. Reduces tire wear due to more 
uniform braking on all four wheels. 
11. Reduces unsprung weight. 

12. Avoids problem of stolen hub 
caps and wheel covers. 

He cited three examples of in- 
tegral design. These are: 

1. A hood and grille combination 
which would also include orna- 
mental hood stiffening members, 
cowl air intake louvers, hood mold- 
ings, block letters or script and 
emblems. 

2. A deck or trunk lid integrat- 
ing the basic panel with stiffening 
ribs, continental tire insert, and 
tail-lamp components, as well as 
script, emblems, license plate in- 
sert trim and other trim items. 

3. A rear quarter panel as both 
a structural and decorative element 
and including stiffening members, 
lower trim moldings, tail-lamp com- 
ponents, script, crests and emblems. 

He predicted that automotive alu- 
minum consumption would double 
every five years, reach an average 
of 200 pounds per car before 1970, 
and exceed 500 pounds by 1980. 
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Makers’ Retaili 


Practices Are Target, Dealers Told . . . 





Tire Hearings Slated by Senate 


LOS ANGELES.—Public hearings 
on competitive problems of inde- 
pendent tire dealers were an- 
nounced by Senator Hubert H. 
Humphrey, Minnesota Democratc, 
in a speech before the 38th annual 
conference of the National Tire 
Dealers & Retreaders Assn. 

“Particular attention in this in- 
quiry,” Humphrey said, “will be 
brought to bear upon the prac- 
tice followed by some rubber-tire 
manufacturers of competing di- 
rectly at the resale level with 
their tire dealer customers. 

“We want to find out how the 
big rubber-tire companies are able 
to sell their products to large com- 
mercial buyers at prices less than 
the independent tire distributor’s 
invoice cost,” he continued. | 

“We also want to know more 
about those instances in which a 
manufacturer sells its tires through | 
its company stores at prices below | 
those charged independent dealers. 

“We shall also inquire into the| 
extent to which ‘direct selling’ by | 
tire manufacturers is used to con-| 
trol resale prices and other aspects | 
of the channels of distribution, | 
Humphrey said. 

“Certainly it is a basic prin- 
ciple in our free enterprise sys- 
tem that no manufacturer should 
possess what seemingly amounts | 
to an unlimited power to fix his 
customers’ resale prices or to 
drive such customers out of bus- 
iness by underselling them.” 

Humphrey also said: 

“An objective summary of cur- 
rent economic affairs leads me to 
list these general disadvantages 
under which small business has 
been laboring: 

“First, inflated costs of doing bus- 
iness which are draining off the 
independent merchant's profits and 
frequently are producing deficits 

“Second, a ruthless competitive 
atmosphere is stacking the cards 
against smaller companies. 

“Third, there is an increasing 
concentration of economic power 
im the hands of fewer and fewer 
giant companies to the decided 
disadvantage of smaller competi- 
tors. 





“Fourth, our existing corporate- | 
tax structure places a heavier bur-| 
den on small concerns than on| 
giant corporations, and 
“Fifth, many qualified small com- 
panies are unable to obtain suffi- 
cient capital to permit them to 
finance their growth and expansion 
at rates of interest and on terms 
they can afford.” 
A plea for better Congressional 
understanding of the Federal 


Obituaries 
Russell Peet Taber, 70; 


Dealer for Half Century 

HARTFORD, Conn.—Russell Peet 
Taber, 70, a Hartford auto dealer 
for nearly half a century, died Oct. 
16. He was president and chairman 
of Taber Cadillac Corp. 

He was a former president of the 
Hartford Automobile Dealers Assn. 
He was a Reo dealer from 1909 to 
1929, when he received a Cadillac 

chise. 


. . . 
Raus W. Gibb 
RUSHVILLE, Ill.—Raus W. Gibb, 49, 
Oldsmobile-International dealer here, died 
Oct. 15. Before coming to Rushville in 
1957, he had operated dealerships in Rey- 
nolds and Aledo. > 
* 
Charles B. 
SYRACUSE.—Charies B. Spase, 65, died 
Oct. 9. He was chief engineer of automo- 
tive development at Lipe-Rollway Corp. 


Mr. Spase joined the firm in 1931. Prior 
to that he was with Brown-Lipe Gear 
Corp. and 


Dana Corp. 
. . 


* 

d. Eric Johnson 
DURHAM,’ N. C.—J. #rie Johnson, 72, 
Durham dealer who formed John- 


. Mr, Witchie, who had been 
1 months, was found shot to 


death in his home. The coroner ruled he 
had taken his own life 
* * * 
Herbert Dahlen 
SEATTLE. — Herbert Dahien, 84, who 


. J.—Maurice Cohen, 
Motors, Inc. (Buick), 
a dealer in Philadei- 
before coming here in 1925 to open 
a Willys-Knight outlet. 


Bea 


Trade Commission’s “increasingly 
effective” fight against false ad- 
vertising was made by Commis- 
sioner William C. Kern. 

Citing statistics showing that the 





Renault Renames 


New Line ‘Caravelle’ 


PARIS. — The new Renault 
series of cars which bowed in the 
Paris show under the name of 
Floride was tentatively renamed 
here last week shortly after the 
arrival of a group of California 
dealers. New’ name is Caravelle. 

The new series is due to go into 
production next June with three | 
body styles by Ghia—convertible, 
coupe and cabriolet with detach- 
able hardtop. 








FTC has doubled the number of 
law-enforcement actions in the past 
year, Kern declared: 

“Not only have we failed to have 
any bouquets tossed in our direc- 
tion because of doing a magnificent 
job under the most trying condi- 
tions and circumstances; instead 
we have recently been criticized for | 
alleged delays and inefficiency in| 
our false and misleading advertis- 
ing work. In the face of the record, | 
this criticism is totally unfounded.” 

He asked that the FTC staff’s 
performance be given more wide- 
spread recognition “by those un- 
der obligation to acquaint them- 
selves with the truth.” 

He pointed out that the FTC re-| 


|eently issued guides to the indus- | added. 
itry on what the law requires for | 


Dealer Forum _ py Robert m. Fintay 





(Continued f 


| trary to general opinion, his father | 
| has never had anything other than 

a father-son advisory interest in 

| the John Green Co. distributorship) 

looked at the future in terms of 

how much transportation you could 

buy for how much money. 

Whatever the U.S. makers 
bring out in 1960, Green says, 
“I am confident we'll still have 
the best transportation buy, for 
we are sure the U.S. makers will 
come out with a compromise 
while we will have the real thing.” 

Green’s dealers (in California, 
Utah, Nevada and Arizona) sold 
1,275 cars in August. In Los An- 
geles County, the Dauphine was in 
fourth place in August sales—right 
behind Chevrolet, Ford and Plym- 
outh. 

“Fact is,” Green said, “the small- 
car trend is right. It is an economic 
trend. The breakthrough was not 
sudden; it just seemed that way. 
But it had been building up for 
years. 

“The American public was get- 
ting indigestion from oversized, 
overpriced and no-economy U.S. 
cars. We import dealers have just 
scratched the surface of our mar- 
ket.” 

In this connection, Green says 
there is no keeping-up-with-the- 
Joneses problem with Dauphines. 

“When a person drives a Dau- 
phine,” Green said, “you can’t tell 
whether he is a millionaire driving 
for fun or a wage earner driving 
for economy.” 

> 


Goal for 1959 


eases goal for U.S. sales 
in 1959, by the way, is 100,000. 
The firm now has 13.7 percent of 
the import market in the U.S. 

A beat-Volkswagen spirit per- 
vades the Renault dealer and fac- 
tory organizations alike. 

Factory relations generally are at 
a high level. Dealers seem con- 
vinced that the factory men are 
eager to cooperate with them, al- 
though some who have experience 
with American makes point out 
that there is a marked contrast be- 
tween the split-second timing of 
U.S. factory promotions and the 
import makes. 

With annual obsolescence, the 
U.S. factories have to make hay 





Memphis Dealers 
Oppose Diversion 


MEMPHIS.—The Memphis Auto- 
mobile Dealers Assn has adopted a 
resolution supporting an “antidi- 
version amendment” to be voted on 
in the Nov. 4 election. 

David P. Whelchel, executive 
vice-president of the Tennessee 
Automotive Assn., told the Memphis 
group that nearly $150 million of 
highway tax payments in Tennessee 
have been diverted to nonhighway 
uses since 1932. 

“Because gasoline taxes and mo- 
tor vehicle fees have been diverted 
we have lost 5,150 miles of high- 
ways,” Whelchel said. Gasoli ne 
taxes and motor vehicle fees are 
being diverted to nonhighway pur- 
poses at a rate of about $10 million 
a year in Tennessee, he added. 
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during the model year. The im- 
port makers, who will produce a 


good model for decades, are a bit 
more relaxed. 


honest labeling and advertising of 
tires. 

These he described as “road signs 
for members of your industry by 
which you are alerted as to the 
advertising curves and dangerous 
intersections which should be 
avoided.” 

The replacement-tire business 
is virtually recession-proof, H. E. 
Humphreys jr.. chairman of 
United States Rubber Co., told 
the convention. 
| Nothing seems able to slow down 
|its growth, he said, it continues to 
| set new records each year. 
| “In the face of the 1958 recession, 
| replacement tire business did not 
| decline, ” Humphreys said. “Earlier 
this year we thought it might level 
| off. But instead it increased.” 
| Sales of passenger-tire replace- 
| ments this year are expected to 
| Set a record of 58 million units, he 
| said, 1.4 million more than the 1957 
record. In 1959 more than 60 million 
|units will probably be sold, he 


The retreading business also is 
booming, Humphreys pointed out, 
| with a record of 26 million re- 

treaded passenger tires expected 
| this year and further increases 
| projected for the years ahead. 

Ernest B. Martin, Martin Tire | 
'Co., Jacksonville, Fla., was elected | 
| president of the association. Others 
|elected for a one-year term are: | 

K. R. Schaal, New York, first | 
vice-president; J. S. Morrison, Long 
Beach, Calif., second vice-president; 
| Leslie L. Wilkinson, Jackson, Miss.., | 





High Court Asked 
To Review Cases 


On Dealer Reserve 


WASHINGTON. — The Commig. 
sioner of Internal Revenue hag 
asked the U.S. Supreme Court 
review two lower court decisions 
upholding dealer claims for reserve 
fund rebates. 


A spokesman for the Revenue 
Service said the Supreme Court had 
received petitions for certiorari jp 
the Hansen and Glover cases from 
the Ninth and Eighth Circuit 
Courts of Appeals, respectively, 
Certiorari is the procedure used 
when a higher court calls up lower. 
court decisions for review. 


While the Supreme Court gen. 
erally denies all but a handful of 
certiorari petitions, legal observers 
expect the dealer-reserve conflict 
to receive the tribunal’s attention, 
The Circuit Courts of Appeal have 
divided on the issue, with five sid. 
ing with the dealers and two with 
the Commissioner. 

The IRS spokesman said certior. 
ari petitions also had been recom- 
mended by counsel in two dealer 
cases from the Fifth Circuit—in. 
volving Hine Pontiac and Moder 
Olds, Inc. A report that the Texas 
Trailercoach case had been ap 
pealed from that Circuit was er. 


| roneous. 


The Commissioner insists that 


For example, a dealer pointed | third vice-president; Lyle O. Rem-| funds held in dealer reserves must 
out, promotional material on 1958 | de, Omaha, corporate secretary;| be reported for purposes of the 
models may roll around just when | | Ashby L. Leeth, Washington, treas-| income tax even though they are 


the "59s are coming out. 
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A a a 
HELP WANTED 


dealer, Ford, metropolitan Detroit area. 
Salary and commission with ownership 
possibilities. State complete qualifications 
in confidence. Write: 2143 National Bank 
Building, Detroit 26, Michigan. 
GENERAL OR SALES MANAGER for im- 
ported car distributor, location midwest. 
Ability organize sales department and 
g° after business easential. Reply Box 
8621, c/o Automotive News, Detroit 7. 


EXCEPTIONAL 
OPPORTUNITY 


available for an aggresive young man 
who has ability to sell profitably new and 
used automobiles and manage an old 
established dealership. Located in a pros- 
perous southwest Texas county seat city 
of 15,000—Handling Chevrolets and Olds- 
mobiles. Box 8620, </o Automotive News, 
Detroit 7, Michigan. 


GENERAL MANAGER 


Metropolitan 
Chevrolet Dealership 


desires high calibre, experienced gen- 
eral manager to assume full authority 
for expansion program. Ovtstanding 
facilities, excellent capital position and 
location in a rapidly developing sub- 
urban area moke this a unique op- 
portunity for the right man. Location: 
Western New York. All replies con- 
fidential. 


Box 8613, c/o Automotive News, 
Detroit 7, Michigan 


Chevrolet New Car-Truck 


SALES MANAGER 


Immediate opening to train, supervise 
and lead exclusive new car-truck sales 
force of fifteen to eighteen men in Chev- 
rolet dealershi ich sold 1,729 new 
units in pg two Chevrolet dealers 
in town < people. Earnings op- 
portunity of wien te to $20,000 per vn, 
Only qualified men under fifty pes 
age with a proven ae bac’ 
need apply. Address on ergy a 
tion with personal snapshot to v. 
Yingling Chevrolet Co., 


yaen r 
= toa . Wichita, Kansas. 


Pplice 





| urer. 
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HELP WANTED 


GENERAL SALES MANAGER—Automobile USED CAR MANAGER. Must possess in- 


Travis 
Tili- 


tegrity, 
Cadillac-Pontiac, 
nois. 


MANUFACTURERS REPRESENTATIVE 
WANTED: Detroit manufacturer of 
custom-fitted, original type floor mats 
wants agents to call on jobbers in the 
following states: Wisconsin, Minnesota. 
North and South Dakota, Iowa and 
Nebraska. Box 8622, c/o Automotive 
News, Detroit 7. 


. ¥ POSITION WANTED 


GENERAL MANAGER Attention ‘dealers 
and finance companies—-I am interested 
in managing a dealership with a new 
car potential of 750 or better per year. 
I am a fully qualified automobile execu- 
tive administrator with complete know!- 
edge of all phases of operating and 
building a profitable dealership. I can 
bulld a sales force, increase service cov- 
erage, handle all factory-dealer relations, 
and run your dealership on a profitable, 
business-like basis. All correspondence to 
be confidential. Box 8598, c/o Automotive 
News, Detroit 7. 

GENERAL MANAGER — Good organizer, 
volume operator, married, reliable and 
responsible. Thoroughly experienced in 
all phases of dealership operation. Have 
outstanding proven ten year record of 
very successfully and profitably manag- 
ing large, 2,000 new car metropolitan 
dealership. Factory approval and max- 
imum operating results assured. Will buy 
part interest if available, and if you 
desire. Will keep confidential. Box 8592, 
c/o Automotive News, Detroit 7. 


REPRESENTATION IN CUBA for factory 
handling quality parts or accessories de- 
sired by experienced. capable man. Ref- 
erences. Will attend February Chicago 
Show. Write full details. Box 8614, c/o 
Automotive News, Detroit 7. 


DESIRE GENERAL MANAGER POSI- 
TION. Have successful retail and whole- 


imagination and industry 
Box 88, Peoria, 








sale background. High recommendations. 
Box 8615, c/o Automotive News, De- 
troit 7. 


TRUCK SALES, heavy-duty. Twenty-four 
years’ sales and dealer management. 
Employed. Desire ownership pian as 
Part compensation. Small town, West 
Coast. Write Box 8616, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 





DEALERS WANTED 
States of Ohio, Indiana, Kentucky, 
West Virginia. 
BMW 600, 300 & NSU PRINZ 
Choice locations available. Contact your dis- 
tributor today. Write, wire or call Bernie Gay, 


NATIONAL AUTO IMPORTS 
3807, Broad St. Columbus, 
Phone: CApitol 8-4514 


Ohio 





| not available to dealers. 


rn 





DEALERSHIPS AVAILABLE 


FRANCHISE HANDLING GENERA 
MOTORS, central Pennsylvania. 
shop volume. Partnership dissolving — 
priced for quick sale. Financing avaik 
abie. Principals only. Box 8565, c/o Auto 
motive News, Detroit 7. 

DUAL DEAL, handling two GM lines with 
Studebaker, town of 5,000, twenty mile 
from town of 200,000. Ready for a live 
wire to clean up with the new models 
No used cars or accounts. Located is 
Michigan. Leaving state. Write Box S617, 
c/o Automotive News, Detroit 7. 

HANDLING CADILLAC, Pontiac, GMC 
trucks, located in prosperous western 
area with high payrolls, substantial dis- 
tance from the big cities. Can be pur- 
chased for inventory of about $75,000. 
No used cars or accounts receivable. 
Owner wishes to retire. Profits should 
pay investment back in two years. Pres 
ent building on attractive long term 
lease. Factory approval necessary. Reply 
Box 8618, c/o Automotive News, De 
troit 7 

DEALERSHIP HANDLING FORD aveail- 
able. Established 30 years. Rich farming 
community adjacent to industria! ares, 
Lima, Ohio. Excellent location and rented 
building. Write Box 8611, c/o Autome- 
tive News, Detroit 7. 

MAKE MONEY FASTER with the new 
Alma Trailer dealer franchise. Many 
profitable territories still open, with 
guaranteed sales areas. Minimum invest- 
ment, immediate deliveries. Completely 
new line with sensational features, 
lower prices for fast sales. Write 
catalog or phone 920 Alma, Michigal 
and ask Ken Mitchell about the new 
deal for Alma Trailer dealers. 





DISTRIBUTORS 
WANTED 


Europe's Finest 2-3-4 Wheel Motor Scooters 
Several choice territories available. 


Write, Wire, Phone 
Sales Manager, 
Transport Motor Co. 


3737 Broadway 
Oakland, California 
Phone: Olympia 2-8313 








APPLICATIONS ACCEPTED 

for Goggomobil franchises for Oklahoma, 

Kansas, Missouri, Arkansas, Louisiana, 
Tennessee, Mississippi. Contact: 
KIRKWOOD IMPORTERS 
Goggomobil Distributors 

1020 N. Kichwood Rd., Kbtwsed 2 22, Missouri 
: YOrktown 5-1204 
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es jmateiy 200 new sales per year. High 
t record, including 1958. No used 
cars or accounts receivable to buy. Mod- 
erve ern facilities, favorable lease. Reply with 
business a. ¥ ssenetaee jo 
c/o Automotive News, 
Som: i ee T.. 8612, c/ 
“ aa ——~ pEALERSHIP WANTED 
“OU eee 
af sD: CHEVROLET DEALERSHIP, 
lecisions Wemropoiitan New York, 500 or better 
reserve. potential. Ample capital and twenty 
years background should assure factory 
approval. Replies in strict confidence. 
Revenue Ready to act immediately. Will rent or 
ourt had hase property. Box 8531, c/o Auto- 
om motive News, Detroit 7. 
ora 6 
ies f HAVE $500,000 CASH immediately avail- 
~ Tom able to buy dealership with large volume 
Circuit new car sales potential. My proven rec- 
ectively, ord of successfully managing large oper- 
re ; ation assures factory approval. Your 
used reply will be kept strictly confidential. 
p lower. Box 8594, c/o Automotive News, De- 
troit 7 a I 
GHEVROLET DEALERSHIP desired in 
irt gen. OForida, west or southwest area. Have 
ndful off cash and can obtain factory approval. 
bservers& Replies strictly confidential. Box 8567, 
conflict c/o Automotive News, Detroit 7. 
ttention, DEALERSHIP WANTED—"BIG THREE”’ 
-al have —in southeastern Florida. Will pay cash 
five sid- and lease or buy facilities. Factory ap- 
‘ proval assured. Strictly confidential. Box 
wo with® 4595, c/o Automotive News, Detroit 7. 
BUICK, OLDS OR CHEVROLET with 400- 
certior. 1,000 car potential. Must be in good 
sized town or metropolitan area. Prefer 
recom-§ ohio, Just sold my interest in Cleveland 
» dealer Buick dealership and have cash. W. A. 
~uit—in- Snyder, 23134 Maybelle Drive, Westlake 
Mod (Cleveland), Ohio. 
©™ § WiLL PURCHASE Chevrolet dealership for 
e Texas cash in the Philadelphia area, or within 
een ap a 50 mile radius. Box 8619, c/o Auto- 
was er motive News, Detroit 7. 
DEALER SERVICES 
ts that stop LOSING NEW CAR SALES! Dis- 
es must cover how much your competitors’ cars 
of the really cost. The book, “‘AUTO COSTS,”’ | 
hey are gives you the factory invoice prices of 


LE 


ERAS 
. Hig 
solving ~ 


Scooters 
ble. 
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jhoma, 
siana, 


Missouri 
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DEALERSHIPS AVAILABLE 


SS 
CALIFORNIA—HANDLING GM DUAL 
jocated in Central Valley area, approx- 








all 1959 American cars, 21 foreign cars, 


4 American trucks and all their equip- | 


ment. Used by dealers and banks nation- 
wide. Order your ‘59 edition today for 
only $10—three year subscription $18 
(including all supplements). AUTO 
im? Box 224, Dept. 3Z, New York 


DEALER SERVICES 





@ © TWO ESSENTIAL SERVICES ® @ 
INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
Furniture, equipment, and tools. 


For Buy/Sell Agreements 
Annual Fiscal Reports 
Tax, Banking and Insurance 
@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








Air Force Cadets 


No Down Payment 
36 Months to Pay 
Low Bank Rates 
We handle all branches of the service, tech. 


sgts. and officers, No dealer liability. Car 
may be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


CA 3-6356 2625 Broadway 
San Antonio, Texas 








MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 


officers and enlisted personnel of pay grades 
| ES and above. 





MILITARY MILITARY 
FINANCE CO. ACCEPTANCE CORP. 
502 Tioga Bidg., P.O, Box 2166 

| 2020 Milvia San Antonio, Texas 
| Berkeley 4, Calif, CApitol 6-268! 


| THornwall 3-7423 
| “Worldwide Financing for Military 
Personne!” 





CARS FOR SALE 


1000 USED TAXICABS 
Fords « Plymouths -« Dodges 


1956 « 1957 « 1958 


Standard and Automatic Transmissions 
Some with Power Steering 


Finest Selection in the United States 


Good Bodies @ Good Motors @ Good Tires 
Brand New Tires—Optional at Very Low Cost 


From 


$200.00 


F.0.B. Philadelphia, Pa. or F.O.B. New York City 
PHONE—WRITE—WIRE 
SID LAVENE 


Pa. Phone 





Broad Sts. 
Kingsley 6-1100, Svite 529 


ACCESSORIES FOR SALE 


At Last! POWER BRAKES 


For Old and 


New Cars at 


Only $29.95 List Price 
A Real Profit Item for Dealers 


Three Times More Braking Power. Thoroughly Proven for Two Years. Thousands 
of Units Already Sold. Available for ali makes of Cars from 1952 to current 
models where master cylinder is mounted on fire wall. Millions of dollars are 
being spent to convince Car Owners that they should have Power Brakes for 
safer driving and stopping. NOW, Stage Matic is priced where the average 
Owner can afford power brakes. Many thousands of older cars need them, 


not counting many newer models. Easy, Safe, Smooth Stops . 


. « Very little 


pedal pressure required. Makes driving easy. Shorter distance to stop. Much 


faster, controlied stops, even at high 


speeds. Safer on ice, wet pavements, 


etc. Get full braking power while retaining “Brake Feel" under any road 


condition. 


Replaces present master cylinder. Easy to install. Takes less than thirty minutes. 


No special tools required. No cutting 
Stage Matic operates 100% whether 


of lines or push rods. 


motor is running or not. This is not 


true of all other brakes. Intense heat, cold, high altitudes, water, or rough 
roads do not affect it. Operates independently . . . does not affect efficiency 
of engine. Approved by “Product Underwriters Insurance.” Guaranteed 90 
days or 4,000 miles. Should outlast any car. 


4426 VINE ST., DENVER, COLO. 


STAGE MATIC COMPANY 

4426 VINE STREET, DENVER, COLORADO 
Name 
Address 


pTown 


For detailed information and Dealer Program write or phone: 


STAGE MATIC COMPANY 


PHONE: AC 2-3696 


Please send me complete information regarding STAGE MATIC POWER BRAKE 


State. 


plified, no trouble, without recourse basis for 
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CARS FOR SALE 





DO YOU WANT 


PROFITS NOW?? 
Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1959s,-1958s,-1957s,-1956s. 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 


pert 
All U. S. Ports. Contact ovr Ameri- 
can Representatives for Details. 


Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Supplying Station Wagons, 
Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 








200 1958 MODELS 
WHOLESALE IN MIAMI 
CHEVROLETS - FORDS - RAMBLERS 


BUICKS - CADILLACS 
HARDTOPS AND CONVERTIBLES 


Driven only 7,000 to 8,000 miles. 
Fully equipped. Delivery arranged. 


MORSE AUTO RENTAL 


7726 N.E, Second Avenue Miami, Florida 
Plaza 7-2425 








USED TAXICABS 
Priced from $300 to $400 Each 
‘57 FORDS, CHEVROLETS, PLYMOUTHS 


EMKAY MOTOR SALES, INC. 
1046 Bedford Ave., Brooki New York 
x STerling ‘2970 ‘ses 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 


These are clean low mileage cars for 
sale in small lots—aevailable for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 


For information call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 


Chicago, Illinois 


DEleware 7-7272 Don Miller 





VOLKSWAGENS 


Will ship new Volkswa: directly from Ger- 
many within four wee jans or Sunroofs. 
Sealbeams, direct. signals, AS ! windshields, 
leatherette upholstery, milea speedometer. 
Cars will stand you about $1,575, including 
freight to N. Y., duty, ins. brokerage. We 
also ship to other U. 5S. . Ghias, con- 
vertibles also available. Minimum 18 cars. 
Write or phone: 


AMERIFACT CORPORATION 


54 Franklin St.. New York City 
BE 3-6510 
Finest bank references available. 





CARS WANTED 


WE NEED USED CARS and pick-up 
trucks, Get top market price from R. 8. 


Henry, New Brighton, Pa. Phone: TI 
3-6581. 
SEVEN PASSENGER CADILLAC limou- 


sines. 
2836 


Ridgway-Baker, Belmont 4-6611. 
N. E, Sandy, Portland 12, Ore. 





WE BUY 
FOREIGN CARS 
NEW OR USED. ALL MAKES, ALL MODELS, 
INCLUDING DISTRESSED MERCHANDISE. 
Box 8600, c/o Automotive News, Detroit 7. 











CARS WANTED 
LATE MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 55 


Madison Ave., Paterson, New Jersey. 
SHerwood 2-4488. 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.3 5 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 





Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No stock too small or too large for 
us to handle. Send for free wholesale list. 
Write or call Bernie Gay. 


JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 
Columbus, Ohio 
CApitol 8-4514—CApitol 8-6607 








PARTS FOR SALE 





NEW PARTS FOR ALL FORDS—Over 
5,000 items in stock. Spee-Dee Manufac- 
turing Co., 336 W. 63rd St., Chicago 21, 
Illinois. 

$3,000 WORTH of Nash and Rambler 
parts, Will accept any ridiculous offer. 
Also special Nash tools. P.O, Box 229, 
Watertown, New York. 


Four Sab Hook-Up 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y. St. 
Toronto, 





English Ford Parts 


All parts in stock 1948-1958. Specify year and 
model with complete description. Shipping 
department open 24 hours a day, 7 days a 
week, Priority shipment on unit down orders. 


STUART MOTORS, INC. 


2708 Portage St. Kalamazoo, Mich. 
Phone: FI 5-3603 








PACKARD PARTS 


Surplus stock of new parts for older model 
Packards—1937 through 1950— Body parts, 
fenders, radiators, blocks, crankshafts, differ- 
entials and hundreds of smal! parts. Liberal 
discount. Prices quoted by return mail. 
—e MOTOR CO., Mercedes, 
exas. 











TRUCKS FOR SALE 


FOR SALE—1912 REPUBLIC fire truck, 
hard rubber tires, primer type ignition. 
Good running condition, fire pump works 
—<does not have ladder and hoses. Price 
$650. 1930 Model A hearse with 10,000 
miles. Excellent condition, new black 
finish. Price $475. McDowell Motors, 
Inc., Cresco, Iowa. 


TRUCK 
AUCTION 


Oct. 31st—11:00 A. M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 





Keep Your Showroom Floors Clean! 


1959 Car-Diapers 


Thousands In Use Coast-to-Coast 


$14.50 each 


5% Discount Cash with Order 
STROUD AWNINGS 


Since 1910 
15511 Waterloo Rd. Cleveland 10, Ohie 
















TOW BARS 


BUSES FOR SALE 





25 USED SCHOOL and passenger buses. The 
Sale or trade. St. John Transportation Fomeus 
ee “BLACK BEAUTY”’ 
DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; Fits them all 


durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


MISCELLANEOUS 


Buy Direct and Save 





ONE CHRYSLER SIGN upright i18’x7@: 
one Imperial horizontal 9 x3’, four THE MARION 
dow Signe (sinss) sigs, aumeeriat win-| MANUFACTURING CO. 


dow signs (glass), signs are two years 
old. Will sacrifice. Deschaw & Moning, | Marion, Ohio 

Inc., 2256 Fort St. Lincoln Park 25, | 

Michigan. | ———— — 


Phone: 2-7594 











Order your subscription NOW, 
and avoid increase in price to 
be announced soon. 


New Subscription Order 


1 
1 
1 
i 
! 


| 

| 

| 

| 

| 

| Send Automotive News to Address Below 

| U. S., Canada and U. S. Possessions 

| One Year $8 [] or Two Years $14 [] 

: All Other Countries — One Year $12 [] or Two Years $20 [J 
| 
| 
| 
| 
| 
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some areas slightly higher 





NSU PRINZ 


NSU since 1873 at Neckarsulm, Germany 


FIRST MAJOR ENTRY 
SMALL CAR MARKET 
IN YEARS 


Latest Style « Family Size « Air-Cooled 
| 
| 


Regular Gas—up to 55 M.P.G.—72 M.P.H.—79” W. Base—28 ft. turning circle 






U.S. DISTRIBUTOR 


FADEX COMMERCIAL CORP. 


ESTABLISHED 1939 





EXECUTIVE OFFICES NEW YORK SPARE PARTS CENTER WESTERN DISTRICT OFFICE AND PARTS CENTER . 


487 Park Avenue . 421 East 91st Street 319 Van Norman Road 

“New York 22, N. Y. New York 28, N. Y. P.O. Box 442 

Plaza 1-7200 TRafalgar 6-7010 Montebello, California 
RAYmond 3-1348 


